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State of the Nation’s Economy: 
Up 

Persona, INcome — July payrolls 
aised personal income $1.5 billion 
bove June to an annual rate of 
1288 billion, according to Commerce 
Department. 

Factory SHipMents—Totaled $24.5 
illion in July, or 2 percent above 
June. Inventories rose fractionally, 
hile both new and unfilled orders 
ell slightly below June. 


Crupe Om Output — Increased 
2,000 barrels in week e 
1, totaling 6,720,000, 
with 6,284,450 the pr 
according to American 
Institute. 

Bank CLEARINGS — 
6,421,360,000, a gain of 
ver the previous week. ' 

Traier Sates — Man 
sales of mobile homes it 

of 1953 were 3.7 


.4 percent 


acturers’ 


$9,919 in 1952. 
CONSTRUCTION 
0 $3.3 billion in August,_ 
ent above July and 7 percent 
bove August of last year, accord- 


ing to Commerce Department. 
; * * = 


Down 
Business Inpex—Declined in week 
ended Aug. 29 to 110.7 from 1118 
the preceding week, Barron’s re- 
ports. 
Srore Sates—Were 9 percent be- 


Jow a year ago in week ended Aug. 
29. August sales were 2 percent be- 


ow August, 1952. 

Sree. Ovutput—Estimated this 
week at 88.7 of practical capacity, 
compared with 90.5 percent last 
week. 

Prmary Prices—Declined 0.4 per- 
cent in week ended Sept. 1 to 110.3 

the 1947-49 average, according 
9 Bureau of Labor Statistics. 

GoveRNMENT Josps—An additional 
17,875 U. S. employes were dropped 
nm July, bringing Federal employe 

tts to 108,714 for the first seven 
months. Total civilian Government 
mployment in July was 2,451,765 

ain 2,469,640 in June. 

Farm Income— Dipped during 
the first eight months to $17.7 
billion, or 6 percent below the like 
period in 1952. 

Factory Himinc — Manufacturing 

nts in July hired an average of 
0 workers for each 1,000 employed, 
he lowest rate since 1949, accord- 

to Bureau of Labor Statistics. 


Top Cars 
New-car registrations for seven 
months: 
1953 Pos. 
1—798,122 
2—574,678 


Make 
Chev. 


1952 Pos. 
508,826— 1 
401,951— 2 
3—357,233 276,716— $ 
4—279,938 186,332— 4 
5—242,783 156,087— 6 

181L,077— 7 


6—201,254 
I—187,239 156,585— 5 
8—141,738 108,974— 8 
9— 98,718 36,748—10 
10— 97,501 
ll— 95,376 
12— 73,780 
18— 66,213 
14— 51,009 
156— 44,792 
16— 30,495 
1i— 25,998 
18— 17,505 
19— 8,242 
20— 4,635 
21— 2,174 
22— 6544 Allstate 
Total All Makes 
3,413,808 2,480,329 
For further details see page 
54, today’s issue. 
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DETROIT, SEPTEMBER 14, 1953 


Car Output Drops 
To Lowest Point 
Since January / 


— 105,159 cars and 20,681 
ks, . 
t week’s 8 percent drop in car 


pendent producers. Packard last 
week joined Nash and Kaiser in 
halting operations. Packard will 
continue its shutdown through this 
week because of delays in tooling 
for 1954 models. 
* ~ *” 

(f= factors responsible for 

last week’s decline include 
changeover preparations at Chrys- 


Production 


Automotive News Estimates 
U.8. Cars, Trucks 


127,767 
] a fl ail 


Prev. 

Week Week 
For complete eaihcaibiias oe 
by makes, see table, page 67. 


ler Corp. and effects of GM’s Hy- 
dra-Matic plant fire. 

This week’s turnout should 
show a healthy rise since makers 
again will produce a full week 
and Nash will resume operations 
today (Sept. 14) after being closed 
since early in July. 

However, Studebaker on Thurs- 
day announced that it will reduce 
production approximately one-third 
beginning today (Sept. 14). The 
firm did not say how long the cut- 
back will last. 

Between 5,000 and 6,000 employes 
will be laid off. 

= * * 


RESIDENT H. S. VANCE said: 

“We are cutting back .. . be- 
cause we want to decrease, not in- 
crease, the number of new cars in 
dealers’ hands. 

“We feel sure that from a long- 
range standpoint this is a con- 
structive thing to do. We also feel 
that over a period of time it will 
result in more cars being built 
and sold than would otherwise be 
the case.” 

When Ford division’s workers re- 
turned to work last Tuesday after 
a long Labor Day weekend, they 
turned out more cars—5,305—than 

(Continued on Page 67, Col. 1) 


Average Is 13 New Cars per Dealer ... 


EW-CAR stocks have declined 

slightly from the postwar high 
established Aug. 1, it was revealed 
last week in the monthly survey by 
AUTOMOTIVE NEws, 

The dealer average on Sept. 1 





~ Stocks Off fron 


was 13 cars, down from the high 
of 13.3. Low for the year was on 
Jan. 1, with 84 cars per dealer. 
Reflected in the decline is the 
General Motors fire which destroyed 
its Hydra- Matic production and 


Milestones ... One to 40 Million 


Ford Reaches 40 Millionth Milestone— 
Last Wednesday, exactly 50 years and 85 days after it opened for business, Ford 


Motor Co. produced its 40 millionth U. S.-built vehicle. The car, a Mercury convertible, 


was built at the Wayne (Mich.) assembly plant. William Clay Ford (left), manager of 


special product operations; Benson Ford (behind wheel), general manager of L-M; 
Ernest Breech, executive vice-president, and Henry Ford Il, president, examined the 
car before it was placed on display at the Ford Rotunda. (See story on Page 63.) 


Plymouth Output Passes 8-Million Mark— 

To Mary Lou Richardson, a driver at Plymouth, who was born June 14, 1928, the 
same day when the first Plymouth was manufactured, fell the honor of driving off the 
line, last week, the eight-millionth vehicle built in those 25 years. More than half of 
these eight million are still in active service, according to John P. Mansfield, president. 


First Cadillac With Dynaflow Off Line— 

Only 27 days after the $50 million fire at General Motors’ Livonia transmission plant, 
Cadillac was able to resume production Sept. 8 by substituting Dynaflew for Hydra- 
Matic transmission. Here the first car so equipped comes off the line in Detroit. 


Switch in Swap—Fords for Chevrolets 


PF ERAREANA, Ark.—The second 
phase of a bizarre automobile 
deal in which a Chevrolet dealer 
will swap 75 new Fords to the 
State Highway Department for 75 
used Chevrolets—no cash involved 
—will be completed this week. 

At a special meeting held here, 
the State Highway Commission 
ini ts teoadls eonnee the 8 Beste 


in place of the 75 Chevrolets or- 
iginally contracted for. 

The cars will be delivered by 
Bailey Chevrolet Co., Cabot, which 
launched its deal with the State 
last March. At that time the High- 
way Department traded—even up— 
75 old cars of mixed make and 
vintage to Bailey for 75 new Chev- 
rolets. The proposal provided for 


an additional swap July 1 of 75 
more new Chevrolets for the Chev- 
(See ARKANSAS DEAL, Page 59, Col. 5) 


* * 
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mobile and Pontiac. 
om + 
HERE also was considerable 
shifting in stocks in other 
makes. Some makers were shut 
down for various periods during 
August due to inventories, vaca- 
tions and the stretching out of pro- 
duction on current models prepara- 
tory to changeovers. 
This itted dealers in these 
lines to pare their stocks consid- 


erably. 

On the other hand, some makers 
were producing cars full blast in 
August, building up stocks in the 
field. 

Many of the Big-Three dealers 
contacted in the survey said that 
their inventories rose during the 
month. 

= + + 
HERE were indications that 
Oldsmobile and Pontiac dealers 
slowed up on deliveries of cars on 
hand ~with Hydra-Matic after the 
GM fire>although Cadillac dealers, 
running close to production all 
through the year, were virtually 

out of cars on Sept. 1. 

On that date, the total number of 
new cars at dealerships across the 
country—plus those warehoused by 
dealers. and factories; demonstra- 


tors, and units still in transit—to- 
(Continued on Page 67, Col. 3) 


New-Car Stocks 


In Field and in Transit, 
Average per Dealer 
Sepr. 1, 
Ava. 1, 
Jury 1, 
June 1, 
vi 


rE 


SRERE 


—Automotive News Estimates 


Used-Car Prices 
Decline Again on 
Wholesale Index 


By Sam Sampson 
Staff Writer 

Y/HOLasaLe used-car prices 

continued to fall last week, ac- 
cording to Automotive News’ index, 
as the overall average price dropped 
$8 to stand at $895—the lowest level 
since World War IL. 

The steadily 


declining prices 
are apparently no surprise to 
dealers, however, for many of 
them have been predicting that 
prices would continue downward 
until the introduction of ’54 mod- 
els, at least. 

Last week’s records showed that 
late-model cars took the sharpest 
losses, with ’53s off $29; ’52s down 
$15, and ’51s off $14. The prices of 
’47s and °’46s also fell—$6 and $4, 
respectively —but ’50s gained $6 
while '49s were up $9. 

. . * 


BRetAL, activity appears to be 
better in most parts of the 


|country, according to reports to 


Automotive News. However, dealers 
say that the used-car stock situa- 
tion is slow to gain ground because 
inventories were high all spring and 
summer, while new-car sales are 
(Continued on Page 67, Col. 3) 
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Record 420,000 Output Goal for ’54 . 





Dynaflow to Be Put 
In 43 Pet. of Olds 


MILWAUKEE.—Forty-three per- 
cent of the 53,671 Oldsmobiles to 
be produced during the last four 
months of 1953 
will have Dyna- 
flow  transmis- 
sions, says the 
Milwaukee Jour- 
nal in quoting G. 
R. Jones, general 
sales manager of 
Oldsmobile. 

The other 57 
percent of this 
year’s output will 
have synchromesh 
transmissions, 
Jones told some 60 Wisconsin Olds- 
mobile dealers in a meeting here. 

Jones said that the division’s 
1964 models will return to Hydra- 
Matic, the newspaper reported. 

“There will be no option for a 

ow transmission in the 1954 
Oldsmobile,” he said. 

The Journal reported that Jones 

said Oldsmobile’s 1954 production 
is 420,000 cars, which would be 

an alltime high, The division’s rec- 

ord, set in 1950, is 396,757 cars. 

The new models are due in Jan- 
uary, Jones said. He told the 





G. RB. Jones 


a straight eight-cylinder engine to 
a V-8.” 

He explained that the body will 
be lower and longer, that the in- 
strument panel will be different 
and in general “be completely new.” 
He added that the 1954s will have 
more horsepower. 

In his production breakdown for 
the rest of the year, Jones said 
that all 9,620 of the 98s and about 
40 percent of the 37,557 Super 88s 
to be made this year will have 


Car Leasers Get 
Clarification of 
U.S.Tax Ruling 


ee ee ee car 
are concerned about how 

the recent Internal Revenue Serv- 
ice interpretation (Ruling 108) 
applies to their tax returns. The 
interpretation held that income 
from the sale of leased cars must 


capital 
Automotive News’ Washington 
office obtained this clarification 
from an IRS attorney: 

“A law can have retroactive 
effect. 

“An interpretation of a law has 
no retroactive effect as such. 


“Therefore, tax returns 
examined at the time of the inter- 
pretation will not be 
reopened. 


“Those tax returns now being 
a ee ae 

a aa te four years 
pg gy be examined in the light 
of the interpretation as long as 
it is not upset by some court de- 
cision. 


Dynafiows. All of the 6,494 Deluxe 
88s will have synchromesh drives. 
He said all Dynafiow - equipped 
Oldsmobiles will have power brakes, 
which cannot be installed on stand- 
ard-drive Oldsmobiles because of 
space limitations under the hood. 
Jones asserted that “there is a 
tremendous market” for Oldsmo- 
biles with synchromesh transmis- 
sions. He said there are 30 million 
potential customers. 
“There is already evidence from 
(See OLDSMOBILE, Page 8, Col. 5) 


Brush, Roberts 
Named to New 
Chevrolet Jobs 


DETROIT. — New zone manager 
appointments have been announced 
by W. E. Fish, general sales man- 
ager of Chevrolet. 

R. E. Roberts, Flint zone man- 
ager, becomes manager of the 
Cleveland zone. F. D. Brush, city 
manager in Detroit, takes over 
Robert’s former post. 

Fish also named C, A. Mangus, 





R. E. Roberts F. D. Brush 


assistant Indianapolis zone man- 
ager, as assistant manager of the 
business management department 
of the central — He succeeds 
the late M. W. 

Roberts joined , in De- 
troit 18 years ago and held execu- 
tive positions in the Detroit zone 
before becoming Flint zone man- 
ager in December, 1951. Brush was 
appointed Detroit city manager in 
January, 1952. Previously he had 
served in Charleston, W. Va., Nor- 
wood, O., and central offices. 





Tomorrow's Car Fascinates Tomorrow's Man— 


Five-year-old John Dwight Cervin gazes at Chrysler Corp.'s idea car, the C-200, 
and envisions the day when he is eligible for a driver's license. The car is a feature 


of Chrysler's “New Worlds in Motion" 


years. 


exhibit which has visited 31 cities in two 


Used-Car Exchange Week 


Uncovers Bargain Hunters 


By Grace W. Anderson 
Staff Correspondent 

ATLANTA. — (UTPS) — Sales 
ranging from “excellent” to “no 
better than usual” marked Atlanta’s 
first Used-Car Exchange Week 
since prewar days. 

Price continued as the motivating 
factor for sales, dealers reported. 
Many customers were said to be 
“shopping the town” for lowest 
prices. 

Advertised reductions, up to 
$350 in scattered instances, only 
whet appetites for bargains, deal- 
ers said, Even further cuts were 
expected by shoppers, One dealer 
admitted he went along with the 
customer rather than lose the 
sale. Others found customers dis- 
gruntied to the extent of refusing 
to buy when their tradein allow- 
ances were reduced proportion- 
ately. 

Dealers who reported boosts in 
business during the five days were 
among those who had something 





Buick 50 Years Old 


Horseshoers Convention Quitshone 1903 News 
Of Company’s Formation in Flint 


FLINT.—Buick celebrated its 
50th anniversary last Thursday. 

The story of Sept. 10, 1903, which 
told that David Buick had con- 
cluded arrangements with some 
carriage makers to form Buick Mo- 
tor Co., was given only small space 
in the Flint Journal. Biggest news 
of the day was the Michigan 
Master Horseshoers Convention as- 
sembled here. 

The original Buick announce- 
ment boasted that the company 










Elephants Draw Crowd for Nash— 


The Nash elephant show at the Michigan State Fair in Detroit had the audience 
wreathed in smiles. B. E. Thompson (left), Detroit zone manager, gets a view of the 
ribbons held by C. R. Miltmore (center), of Grosse Pointe Nash, and Ray Wright, of 
Williams Motor Sales. The ribbons were awarded to the baby elephants who took first, 
second, third and fourth places in the State Fair parade opening day. 


would make stationary engines, 
marine engines and some auto 
accessories, and would employ 
perhaps as many as 100 men. 

Buick said a “very substantial 
building, 64 feet by 100 feet” would 
be erected. 

There was some guessing that the 
firm might eventually make auto- 
mobiles, but James H. Whiting, sec- 
retary of the Flint Wagon Works, 
wouldn’t confirm such baseless 
speculation. 

The Journal, commenting edi- 
torially on the new organization, 
said it was “good news for the 

onhdnemaan and boarding-house 
age oy It added that “the time 
is ripe for the manufacture of 
Speaking more prophetically than 


it could have imagined, the editor- 
ial said that “Flint is the most 


natural center for the manufacture} — 


of automobiles in the whole coun- 


try. The Journal believes that the| 


time is not very far away when 
every part connected with an auto- 
mobile will be manufactured here, 
and when an immense industry will 
have been developed.” 

But, less prophetically, the edi- 
torial also said: “The most promis- 
ing feature of this new field of 
endeavor is that it need not inter- 
fere in any way with the wagon, 
carriage and buggy trade which has 
been built up in Flint.” 

The mayor of Flint, A. D. Al- 
vord, was taking serious cogni- 
zance of the automobile. He pub- 
lished a new ordinance which 
said that automobiles must have 
lights in front if they were going 
to run around the city’s streets 
at night. 

In Detroit, the papers reported, it 

(See BUICK, Page 63, Col. 3) 


unusual to offer—such as 1953 
demonstrators at $350 off—and 
those who upped their tiein adver- 
tising. The majority had good traf- 
fic—as many as a dozen “lookers” 
at a time. 

“Used-Car Exchange Week” was 
revived by the Atlanta Journal- 
Constitution in cooperation with 
the Atlanta Used Car Dealers Assn. 

“It is a goodwill effort on our 

part to help relieve used-car deal- 
ers and improve the conditions in 
the market as a whole,” Searcy 
G. Garvin, classified advertising 
manager of the Journal-Constitu- 
tion stated, 

The paper sponsored daily ads, 
ranging from a full-page announce- 
ment to half-page followups. The 
theme, “Bring in your old car, drive 
out a better car,” introduced copy 
which pointed out “many sound 
reasons why it is to your advantage 
to buy now.” These include “the 
season is right . . . the values are 
right. . . and the prices are re- 
markably low ... Many... are 
1953, 1952 and 1951 models with 
modern features that your old car 
doesn’t have... 

The paper’s radio and television 
stations carried approximately 150 
30-second spot announcements with 
similar themes. In addition, the 
Journal-Constitution supplied par- 
ticipating dealers with “Used-Car 
Exchange Week” posters to be dis- 
played at the sales lot, and with 
price stickers, also carrying the 
emblem, to be used on windshields. 
Executives of the paper estimated 
the paper supported the event with 
approximately $15,000 worth of ad- 
vertising. 

Dealer’s newspaper display ad- 
vertising averaged more than 

(Continued on Page 68, Col. 1) 






























GM Charts Its Willow Rua Seimei 


41 Wis. Deals 
Change Hands 
In 8 Months 


MADISON, Wis.—Forty-one new- 
car dealerships in Wisconsin 
changed hands in the first eight 
months of 1953, according to the 
Motor Vehicle Department. 

Of the 41, the department said, 
33 quit or were canceled and 33 
new dealerships were formed to 
handle the same make. The other 


eight quit or were canceled but ~ 


were not replaced. 

Other changes include: g 

Twenty-three used-car dealers © 
went out of business. 4 

Five new-car dealers added an- = 
other new-car franchise. q 

Six used-car dealers changed to © 
new-car dealerships. 

Five new-car dealers changed to 
used-car dealerships. 

One new-car dealer changed his 
franchise. 


Oregon Truckers 
Unite Programs 


PORTLAND, Ore.—A coordinated 
program of public relations, safety 
and legislative activity is the an- 
nounced aim of the newly formed 
Oregon Trucking Assn. 


George Flagg, manager of the 
Oregon Highway Council, will man- 
age the new organization. The 
group is an affiliate member of the 
American Truckers Assn. It is de- 
signed, Flagg said, to afford a more 
unified approach to the solution of 
industry problems. 

Membership is divided into four 
conference groups: The allied in- 
dustry conference, petroleum car- 
riers, regular route common 
carriers and “anywhere for hire” 


Safety's Sake 


NADA Stresses Car Care 
And Responsibility 

WASHINGTON.—An intensive 
public relations program aimed at 
creating better drivers and saving 
lives has been launched by NADA’s 
public relations committee. 

A series of articles on safe driv- 
ing has been prepared by the com- 
mittee and sent to editors across 
the country. In an accompanying 
letter, Frederick J. Bell, NADA ex- 
ecutive vice-president, said: 

“Two factors can save many of 
the lives that will be lost in the 
dreadful toll of highway accidents. 
The first, recognition and accept- 
ance of personal responsibility by 
the man ‘behind the wheel.’ The 
second, car care sufficient to in- 
sure safe vehicle operation.” 

He explained that the safety ar- 
ticles would help educate drivers 
to these facts. 


Thor Office in Newark 


NEWARK, N. J.—A new sales 
and service factory branch office of 
Thor Power Tool Co., Aurora, IIL, 
will be opened here, according to 
W. A. Nugent, executive vice-presi- 
dent. The office will be at 1 Tich- 
enor Lane. 









Here is a section of the two-dimensional plant layout turned out by the Detroit 7 
transmission division of General Motors for its new quarters at Willow Run. Forty plant | 


layout men, including some 20 layout heads from other GM plants throughout the ~ 
country, worked for weeks on this job. The layout, scaled at one-eighth of an inch to 
the foot, shows the exact location of each of the several thousand machine tools 
be installed in the 1,500,000 square feet of the division's new home. 
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HE most obvious fact about this | page is headed by some construc- 
business is that it is geared to/| tive selling and includes the follow- 


the movement of used cars. This|ing paragraphs: 


old and important activity has re- 
turned with vigor. Henceforth, a 
large share of the efforts of suc- 
cessful dealers will be directed 
toward keeping used cars moving. 


In spite of the frustrations, heart- 
breaks and sleepless nights they 
cause, used cars are the great chal- 
lenge in this trade. For instance, 
three times as many buyers pur- 
chase used cars as new. Second, it 
is more of a steady business. While 
the percentage of sales varies dur- 
ing the months of the year, the 
peaks and valleys are a lot more 
level than for new-car sales. Selling 
used cars is a year-around business, 
and in no month or no season can 
we afford to relax effort. 


Used -car owners individually 
and collectively spend more 
money for service and parts than 
new-car buyers. What is more im- 
portant, used-car sales offer the 
automobile dealer an opportunity 
to deal with more people to in- 
crease his market penetration. 
You should keep these opportuni- 
ties, presented alone by used cars, 
in mind because they have a 
healthy influence on our attitude 
toward them. Then back of all of 
these favorable aspects is the fact 
that each one of the 50 million 
used cars now in the hands of 
owners represents buying power 
directed exclusively to our trade. 
They all represent down pay- 
ments for new or better used 
cars. No other industry in the 
world enjoys such an economic 
background. 

In addition to all these advan- 
tages, it’s the only department the 
dealer absolutely controls. It’s the 
department where good manage- 
ment and efficiency pav off. And, of 
course, our ability to do a good job 
on new-car sales depends on our 
management of used cars. But for 
too long, we, as a trade, have at- 
tempted to sell the used car almost 
exclusively on the price appeal. 
Price is not a factor in any mer- 
chandise unless the value of the 
merchandise is first established 
That is the reason for comvliment- 
ing individual dealers and grouvs 
of dealers who have taken the 
pains to do some creative selling 
and advertising on this important 
merchandise in their stock. 

= e s 


Co-op Campaigns 

UST recently 27 Buick dealers in 

Chicago conducted a cooperative 
campaign in the Chicago papers. 
The Chevrolet dealers in Detroit 
have done the same thing. An out- 
standing group effort is the Dallas 
new-car dealers who are running a 
page in each of the two local dailies 
every Friday. This effort is under 
the direction of J. N. Whitehurst, 
general manager of the group, who 
is a veteran at this type of work. 

The campaign revolves around 
Gold Tag used-car values. Each 
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Buy a GOLD TAG CAR With a 
Feeling of Confidence From 
The New Car Dealer of 
Your Choice 


1. Authorized New-Car Dealers 
put Value First in the safe and 
dependable transportation they 
offer as Gold Tag Cars. 

2. Authorized New-Car Dealers 
have “Hand Picked” these Gold 
Tag Cars that offer most of the 
original mileage at a fraction of 
the original price. 

3. Authorized New-Car Dealers, 
besides giving the best car for the 
price, figure your deal at low 
finance rates, and furnish reli- 
able insurance. 


4. Authorized New-Car Dealers | 


are well established, reliable mer- 
chants who will be there to back 
up their Pledges and Guarantees. 


Used Cars Sold with This Pledge 
Are Hand-Picked for 
Quality, Price 

The car bearing this Gold Tag 
has been hand-picked because of 
its outstanding value. 

It is a sound, good car and has 
many thousands of serviceable 
miles left in it. 

It has been truthfully repre- 
sented. 

It is honestly priced. The price 
is no higher than its condition 
and the unused mileage warrants. 

The dealer’s business integrity 
and his community responsibility 
is your assurance that his inter- 
est is your satisfaction with this 
Gold Tag Automobile. 


* + * 


More Valuable 


Bene page is printed in two colors 
and each dealer takes one-inch 
of space where he advertises one 
particular car, and the listings run 
alphabetically by names of cars. 
(Continued on Page 58, Col, 1) 
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Dealers tell me 


By John O. Munn 


























The Sign Was Only Half Right— 


At a kickoff breakfast Aug. 29, Chicago-area Ford dealers opened a concerted one-day campaign to sell 1,000 new cars. 
Tabulation of final figures showed the dealers actually sold 2,265 vehicles. The one-day sales total represented a normal two- 
week selling job, according to O. F. Yando, Chicago district sales manager. Eight of the 65 participating dealers sold more 


than 100 units each. 
* * «® 


Maker, Dealer Group in Silk-Glove Duel . . . 


One-Day Ford Sales Hit in Md. 


BALTIMORE.—A silk-glove duel 
between Ford Motor Co. and the 
Automobile Trade Assn. of Mary- 
land has developed as a result of a 
one-day sales campaign which 
moved 128 new cars for DeFoe Mo- 
tor Co., Baltimore Ford dealer. 

In a letter to Emerson Planck, 
Washington district sales man- 
ager for Ford, the association 
accused Ford of encouraging “low- 
grade merchandising methods.” 

Planck, in denying the allega- 
tions, called the DeFoe feat “a 
sound and successful sales promo- 
tion.” 

In his letter to Planck, J. C. 
Darrell, manager of the Maryland 
dealer association, charged that the 


$3.28 Average Labor Rate 
In Indiana, Survey Finds 


INDIANAPOLIS. — The average 
hourly customer labor rate in In- 
diana is $3.28, and ranges from $2 
to $4.50, according to a survey by 
the Automobile Dealers Assn. of 
Indiana. 

Nearly half of the dealers re- 
porting said that customer rates 
had been increased since elimi- 

nation of Government controls. 
Only one customer complaint to 
increased rates was reported. 
The survey showed 64.86 percent 
of the mechanics are paid on a 
percentage basis. Of these, 86.66 
were paid on a 50-50 basis, 5.55 per- 


Florida Dealers 
To Hear Four 
Noted Speakers 


ORLANDO, Fla.—Four national- 
ly known speakers will share the 
spotlight at the Florida Automo- 
bile Dealers Assn, convention Oct. 
25-27. 

Frederick J. Bell, executive vice- 
president of NADA, will be a 
luncheon speaker Oct. 26. 

Banquet speaker that evening 
will be Tom Collins, publicity di- 
rector of City National Bank & 
Trust Co., Kansas City. Collins is 
known as a humorist and philoso- 
pher. 

John W. Mock, Evanston, IIL, 
management and sales consultant, 
will speak Oct. 27 on “Selling to 
Make a Profit.” Mock has trained 
and directed many nationally oper- 
ating sales forces. 

Arthur H. Motley, president of 
Parade - Publications, Inc., New 
York, will speak at the Oct. 27 
luncheon. He will touch on selling, 
advertising and production. 


cent were on 60-40, 6.66 percent 
were on 45-55, 1.11 percent were 
48-52 and 1.11 percent were on 
4744-52. 

Among the 80 percent who indi- 
cated what wages were paid to 
service managers, the average an- 
nual wage for 1952 was $5,251.54. 

The average volume of customer 
labor sales was reported at $40,- 
913.72. Less than 5 percent said 
there had been a decline in volume 
in the face of increased rates. 

As to mechanics benefits, nearly 
two-thirds of the dealers said 
they had health and accident in- 
surance to which mechanics con- 
tribute in varying amounts. Some 
97.98 percent reported they pro- 
vide vacations with pay and 80.04 
pay their mechanics for legal hol- 

idays. 

Of the total dealers reporting, 
76.59 percent pay approximately 50 
percent of laundry costs, 44.16 have 
some form of life insurance for 
mechanics, 11.73 percent pay a 
Christmas bonus, 8.28 percent pay 
sick leave and 8.97 percent give 
parts and car discounts. 


Denver Association 


Plans United Fund 


DENVER.—The Denver Automo- 
bile Dealers Assn. is working on a 
plan to set up a united fund among 
employes of members to co-ordinate 
donations to charitable groups, 
such as the Red Cross, Community 
Chest, etc. 

A committee has been named to 
work out such a program. It con- 
sists of Tom Braden, secretary- 
manager of the association; Jack 
Hyer (Dodge-Plymouth), Ralph L. 
Richenbaugh (Cadillac), and Harry 
C. Dowson (Oldsmobile). 


DeFoe sale “cheapened the auto- 
mobile retailing industry” and gave 
“the impression that Ford automo- 
biles are distress merchandise.” 

Darrell objected specifically to 
DeFoe newspaper advertisements 
which said, among other things: 
“125 brand new Fords practically 
given away in 24 hours.” “The 
craziest tradeins and deals you ever 
heard of.” “You can practically 
write your own ticket.” 

In his letter to Planck, Darrell 
said: “It (the DeFoe sale) has 
seriously impaired, in a single 
day, the results of years of effort 
by Ford dealers to develop good 
factory-dealer-public relations. 

“It might be well for you to re- 
fiect,” Darrell wrote pointedly, “that 
at no time during the history of 
your chief competitor have such 
tactics been resorted to in this area. 

“T am aware,” he continued, “of 
instances in which dealers in com- 
petitive lines are turning this situ- 
ation into valuable ammunition 
against Ford products. 

“Commercial banks have made 
inquiries regarding the financial 
stability of the industry because of 
their suspicion that the ‘distress 
selling’ of Fords must indicate a 
dangerously over-produced market 
condition.” 

Planck, in his reply, freely 
admitted that his office had en- 
couraged DeFoe in the one-day 
promotion “in the interest of in- 
creased business and larger prof- 
its.” 

But Planck said DeFoe got the 
idea for the campaign not from 
the factory, but “from another deal- 
er in Philadelphia.” 

Darrell later rejected this state- 









* * * 


ment, charging that the Ford dis- 
trict office had first offered the 
idea to another Baltimore dealer, 
who had turned it down. 

Planck denied that DeFoe had 
engaged in low-grade merchandis- 
ing, although he said that the dis- 
trict office had successfully sug- 
gested that DeFoe withdraw several 
statements it had made in pre- 
liminary advertising. 

Planck said his office would en- 
courage other dealers in the district 
to increase their sales activity “to 
stay abreast of the present com- 
petitive conditions in the automo- 
bile business. 

“We know you will be glad to 
learn,” Planck told the associa- 
tion, “that most of the sales made 
during this program .. . that 
have been completed and ana- 
lyzed show little difference in 
gross profit than that received 
throughout the year, which as you 
know has been most satisfactory. 

“This, in itself,” he wrote, “sub- 
(Continued on Page 59, Col. 1) 


Arkansas Elects 
NADA Director 


JONESBORO, Ark. — Roland 
Hughes, Lincoln-Mercury dealer 
here, has been elected by the 
Arkansas Automobile Dealers Assn. 
to serve as Arkansas director of 
NADA for the next three years. 

He will be introduced to the 
NADA board at the Miami con- 
vention next January by Ruther- 
ford Ross, Fort Smith Plymouth 
dealer, who is retiring from the di- 
rectorship. 








Who Will Get That Clipper in the Window?— 


E. O. Clifton Motors, Inc. (Packard), Jacksonville, Fia., has a tiein promotion which 
will run until Christmas. Through an arrangement with a local jewelry store, Clifton has 
a Packard Clipper on display in the jeweler's window, and the jeweler will give the car 
away at Christmas time as the grand prize in a daily drawing contest. 
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AUTOMOTIVE 


OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
ms and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 

A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of — 

i The elimination of government and bureaucratic controls over this 
—- 15. A return to the precepts of independence and the rewards of 
— energy and ability, which made America and gave more of her 
news citizens more of the better things of life than anywhere else in the world. 
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Capsule Comment 


An alltime high of 6,400 cars, valued at $12.8 million, 
was provided by the nation’s auto dealers for driver training 
in America’s high schools last year, the Inter-Industry 
Highway Safety Committee reports. 


Giving the nation’s youth a chance to “learn to live.” 

s a 2 
Westinghouse announces it is beginning production of a 
heat pump which automatically provides year-around air 
conditioning—warm air in winter and cool air in summer. 


The device uses no fuel, water or refrigerating gas, operating 
solely on electricity. 


Even though the unit now costs around $2,500 for 
homes, auto men see it as a possible replacement for 
heaters and air-conditioning units in cars of the future. 


* * * 
Several non-GM users of Hydra-Matic are reported negoti- 


ating with Borg-Warner for the use of its automatic trans- 
missions. 


Such a change will probably be permanent, too. 


New-car dealers in Montana have set up a special firm to 
handle the junking of unsafe automobiles. Believed to be 
first time it’s been tried on a state-wide basis. 


It’s hoped that dealer shareholders will be more likely 
to junk autos which they might be reluctant to abandon 
on their own initiative. 

* me * 


General Motors has set up a target date of late October 
for resumption of production on Hydra-Matics. 


oe this is attained, it certainly will be a feather in GM’s 


About 50 percent of the nation’s motorists will receive 


Ee _ reductions in insurance rates, averaging as high as 15 per- 


cent in some cases. 


It’s the first decrease since World War II, and surely a 
~ step in the right direction. 





Auto 
Forum 


A careful motorist is one 
who is driving to court to 
answer @ summons. — WALL 
Street JouRNAL. 


Not Dismayed 

I have only one interest and 
that is the interest of all the 
people. And it’s going to take 
more than a few blasts to sway 
me from that determination.— 
Roger Kyes, deputy secretary of 
defense, writing to a friend after 
the Life magazine article about 
him. 


* * * 


Double or Nothing 


Used-car dealers are strain- 
ing so hard to attract reluc- 
tant buyers that about the only 
surefire gimmick they have 
left is to make an offer of 
double your money - back.— 
ADVERTISING AGE. 

* * * 


Clang, Clang Goes Trolley 


Joseph M. Dodge, budget di- 
rector, is alarmed at the liberal 
use being made of Government 
autos. More than 20,000 such 
cars, not including military 
vehicles, are buzzing around 
America. 


Dodge has ordered Govern- 
ment agencies to report by Oct. 
1 on how to cut expenses by cut- 
ting use of autos and limousines. 
He implies that public trans- 
portation facilities shouldn’t be 
too much of an inconvenience 
for the Government employes.— 
Iron Age. 


* * * 


The Motorist’s Prayer 

Grant me a ready hand, a 
watchful eye, 

That none may suffer hurt 
when I pass by. 

Thou givest life—I pray no 
act of mine 

May take away or mar that 
gift of Thine. 

Teach me to use my car for 
other’s need, 

Nor miss through lack of 
wit, or love of speed, 

The beauties of Thy world, 
that thus I may 

With joy and courtesy go on 
my way. 

—Columnist E. V. Durutne. 


* * * 


... And 


America must realize that the 
Russians have a strong atomic 
potentiality, strong scientific tal- 
ent, great engineering know- 
how, vast deposits of ore—and 
the police state, in which all 
these things can be effectively 
combined.—Gordon Dean, form- 
er AEC chairman. 

” * * 


Il@s in the Blood 


Mary Lena Faulk, daughter 
of the owner of Faulk Chevro- 
let Co., Thomasville, Ga., was 
elated over her victory in the 
women’s amateur golf champion- 
ship in Barrington, R. I. but 
determined not to join the pro- 
fessional ranks. 


“I have no intention of turn- 
ing pro,” she said, “but intend 
to go back home and keep on 
working in father’s dealership 
and playing in tournaments 
when I can—just what I have 
been doing.”—Detroit News. 


10 Years Ago... 
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MANY OF OU HIGHWAYS ARE 
MUSEUM PIECES , TOO* 
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Letterbox 





Questions Editorial 

I have read your most recent edi- 
torial, dated Sept. 7, 1953, with 
considerable surprise and, I might 
add, a great deal of consternation. 

That your article is timely can- 
not be questioned but in that it 
offers sound advice to your readers 
is something that should be ques- 
tioned. You take the position that 
dealer associations presents a 
“peril” insofar as an_ individual 
dealer can cope with a union or- 
ganizational problem. 

I might add at this point that 
some of the most effective counter- 
economic measures adopted to 
carry out sound labor relations 
programs have emanated from 
dealer associations. Furthermore, 
membership in a dealer association 
does not convey to the association 
a right to bargain on one’s behalf 
and the facts are indisputable that 
a sound and well-run dealer asso- 
ciation can meet the problem with 
greater effectiveness than can a 
dealer who merely “sits tight,” as 
you advise. 

There are many dealer associa- 


The Big Story 


A forecast that “car rebuilding is one of the big jobs facing automo- 
dile dealers and servicemen for this fall and winter” was voiced by 
Paul J. Schmitt, president of Motor Power Equipment Co. “The last 
of the new cars are rapidly moving into authorized customers’ hands 
and relatively few have been able to buy since Pearl Harbor, so in- 


evitably we will have to do much rebuilding,” Schmitt said . . . Assert- 
ing that “the spector of collapse” of motor transportation from the 
shortage of rubber has been averted by the advance in the Govern- 
ment’s synthetic rubber program, acting rubber czar Bradley Dewey 
stated that the high-grade synthetic rubber tires being released for 
essential civilian use are “better than all but the top grade first-line 
tire of a few years ago made from natural crude”... Five and a half 
years is the average age of cars registered in New Jersey, according 
to a report by State Highway Commissioner Spencer Miller jr. 


—From the Files of Automotive News. 





‘Role in Bargaining .. . . 


This is an open forum for the diseussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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tions throughout the country who 
have been confronted by organiza- 
tional attempts but who have not 
surrendered the individual bargain- 
ing rights of their individual mem- 
bers. This is very important, 
because if your editorial is a criti- 
cism of those associations which 
have been formed to bargain away 
the rights of the association mem- 
bers, then it should be so stated. 


However, to state rather loosely 
that dealer associations are not an 
effective way to treat with the 
problem is not consistent with the 
facts. Accordingly, I take exception 
to your viewpoint and want to point 
out that I can name four or five 
very large automobile dealer asso- 
ciations who have done a much 
more effective job of teaching em- 
ployers how to treat their employes 
fairly as a result of association 
educational programs and, but for 
their membership in said organiza- 
tions, they would be organized 
today. 


On the other hand, I can likewise 
enumerate many instances whereby 
dealers “sitting tight,” refusing to 
join their dealer group and reject- 
ing proven policies of good labor 
relations, have found themselves to 
be under stringent union contracts. 


The failure to cooperate in the 
first instance usually results in 
other dealers being confronted by 
unreasonable contract provisions 
which had been agreed to by the 
“go-it-alone-dealer.” The facts indi- 
cate that the unions have been 
more successful among small urban 
and rural dealers, rather than in 
the large metropolitan areas where 
the associations are stronger. 
Please answer that one for me. 


I have written you the above let- 
ter with a good deal of reluctance 
because I have been a subscriber 
to your publication for several 
years and I am one of your boos'- 
ers. Despite the fact that we do not 

(Continued on Page 65, Col. 2) 
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N OUR BUSINESS — selling cars — highway safety is a 

bread-and-butter matter as well as a serious public 
responsibility . 

Certainly one of the best ways to make safer drivers 
is to catch ’em young. After all, driving is a habit, and 
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if you develop enough good habits while you’re learning 
to drive, you’re likely to be a safe driver for the rest of 
your life. That’s why Dusty Motors joined the movement 
with so many other dealers to educate teen-age drivers. 

We fixed up one of our cars with dual controls so that 
the local high school could give driving lessons to the boys 
and girls. It’s surprising the number of potential hotrods 
that turned into peaceful citizens on the road when they 
had some organized instruction in good driving methods 
and manners. 

Then our local paper came along and took that picture. 
On the right is Dr. Johnson, the principal of the high 
school. He particularly appreciated the car because he has 
a 16-year-old son in addition to his big student body of 
tomorrow’s drivers. 

Dusty Motors didn’t lose a thing by helping out in this 
way. I know at least two customers who bought cars from 
me principally because their kids took lessons on my dual 
control car and the parents appreciated it. Besides, it 
never hurts to expose a lot of young folks to the car you 
sell. Who knows—maybe a dealer can raise a whole new 
generation of prospective—and safe driving—customers 


for himself! 























Wait-and-See Period Ending? .. . 
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Union Criticism of GOP Mounts 


By Gerhardt Neumann 
Staff Writer 
ESPITE the rather mild and re- 
strained criticism of the Ad- 
ministration in Labor Day speeches 
and statements, observers are won- 
dering whether labor is in the proc- 
ess of shifting from its “wait-and- 
see” attitude to a more aggressive 
opposition to the new Republican 
leaders in Washington. 
Ex-President Harry S. Truman, 
in a Detroit speech, told a crowd 





estimated at 50,000 that there are 
“plenty of signs of a return of 
that old philosophy that the ob- 
ject of government is to help big 
business—on the theory that, if 
big business is well enough off, 
its wealth and income will trickle 
down to the rest of the popula- 
tion to keep the system going.” 
He reminded his joint gathering 
of CIO and AFL union members 
that the Taft-Hartley law is still 
on the books, “while during the 


Traynham Motor Wins Packard Trophy— 


Outstanding work in obtaining a higher percentage of price class sales than in 


previous years resulted in the award of a 


Wichita Falls, Tex. Shown (from left) are C. 


trophy to Traynham Motor Sales (Packard), 
E. Miller, special marketing representative, 


and Paul B. Johnston, Dallas zone manager, presenting the award to J. C. Traynham, 
president of the firm, while members of his staff look on. 


Lincolns Lead Early Entries 
For Mexican Road Race 


By Sam Sampson 
Staff Writer 

DETROIT.—Early entries are be- 
ginning to come in for the enlarged 
Fourth Mexican Pan-American 
Road Race according to a report 
last week from race authorities in 
Mexico. 


Thus far, Lincolns have the most 
entries, and in each case they are 
entered with the support of Lin- 
coln-Mercury dealers. In addition, 
two Chryslers, one Packard and one 
Jaguar Mark VII sedan have been 
placed in the field. 


As in the past, the race will be 
a 1,934-mile affair, running five 
days, Nov. 19 through Nov, 23, 
from Tuxtla Gutierrez, near the 
Guatemalan border to Ciudad 
Juarez, just across the Rio 
Grande River from El Paso, Tex. 


Ruppert Motors (Lincoln-Mer- 
cury), Pomona, Calif., will sponsor 
a ’53 Lincoln to be driven by last 
year’s winners, Chuck Stevenson 
and Clay Smith. Other Lincolns 
have been entered by Bob Estes 
Motors, Inglewood, Calif. (Johnny 





Buick Production 
Of Hardtops to 
Double °51 Peak 


FLINT. — Buick will build more 
than twice as many hardtop con- 
vertibles in 1953 as in any previous 
year, Ivan L. Wiles, general man- 
ager, reported last week. 


Wiles estimated Buick’s pro- 
duction of two-door Rivieras would 
amount to 175,000 units this year, 
compared with the previous record 
of nearly 85,000 built in 1951. 

“Nearly 35 percent of our total 
output during the first eight 
months of the year was devoted 
to hardtops,” Wiles said, “an in- 
crease of 9 percent over last year.” 

Buick leads the industry in the 
production of hardtop models. 
Since 1949, Buick has built nearly 
400,000 Rivieras. The entire in- 
dustry has built an estimated two 
million hardtops. 

Wiles also disclosed that Buick’s 
Super hardtop rivals the Super 
four-door sedan in popularity. 

During the first eight months of 
this year Buick built 73,889 four- 
door sedans and 73,478 hardtops in 
the Super series, he said, a differ- 
ence of only 411 units. 


Mantz, driver); Tuppman Motors, 
Los Angeles (Walt Faulkner and 
Chuck Daigh); Hilton Motors, Los 
Angeles (Bill Vukovich, this year’s 
‘500’ winner, and Vern Houle), and 
Clark Motor Sales, Detroit, and Bill 
Toia, Detroit speed shop operator 
(Duane Carter and Les Viland, ’53 
Economy Run winner). 


E. C. Kiekhaefer, Fond - du - Lac, 
Wis., has entered two ’53 Chryslers, 
to be driven by Bob Korf and 
Reginald McFee. Guy Vincent, New 
York, will race his Jaguar Mark 
VII sedan, and Jean Trevoux, of 
France, will drive a Packard. 

Three of Argentina’s outstand- 

ing race drivers have announced 
their intention to compete, ac- 
cording to the report. While it is 
not known as yet what cars they 
will drive, or in what class, Oscar 
A. Galvez, Ernesto Petrini and 
Jorege Descotte have entered the 
race. Jacqueline Evans has en- 
tered the small sports class with 
a Porsche, 

The classifications of cars run- 
ning this year’s race have been 
broadened to include two classes of 
sports cars, and two classes of 
standard, or production-model, cars. 

The “big” sports car division will 
be unlimited as to engine displace- 
ment size. The “small” sports cars 

(See MEXICAN RACE, Page 62, Col, 1) 


last presidential campaign there 
was a promise made, by the Re- 
publican candidate, that he was go- 
ing to correct its injustices.” 

* * * 


IRRUMAN exhorted his listeners 

to “act.” “You don’t have to 
take these things lying down,” he 
said. “You can’t hope to change the 
philosophy of those people who are 
now in Washington; but if you 
watch them closely and raise your 
voices loud and clear, you may be 
able to salvage some of these 
things. 

“So I urge you,” Truman add- 
ed, “to put up a good fight for 
the things you believe in.” 

A similar cry against “selfish in- 
terests” was raised by George 
Meany, president of the AF'L, and 
Walter Reuther, CIO chief, in his 
Labor Day message. Meany urged 
his membership to take “an active 
part in politics on the local, state 

and national level. They have no 
alternative.” 
+ * * 

HAT the Taft-Hartley situation 

is a tough nut which cannot be 
easily cracked, because of diverse 
opinions within the Administration, 
becomes evident from recent re- 
ports out of Washington. 

Secretary of Commerce Sinclair 
Weeks, Vice-President Richard Nix- 
on and others identified as “con- 
servatives” are reported leading a 
fight against Secretary of Labor 
Martin P. Durkin and his efforts 
to establish a closer link between 
the unions and the Administration. 

It is believed that the current 
struggle within the cabinet will 
have a bearing on the types of 
changes in the T-H act to be 
asked of Congress next year. 

It is argued, however, that even 
if Durkin succeeded in persuading 
the White House to propose revi- 

sions acceptable to the labor un- 
ions, Congress would almost cer- 
tainly not go along. 

According to a Wall Street Jour- 
nal report, Weeks and his sup- 
porters “are devising strategy by 
which they hope to convince the 
President that he should support a 
‘tough’ Taft-Hartley law, or at 
least advocate revisions that would 
make concessions to business as 
well as to unions. 

* * * 

eerras on the employer- 

labor front, a peaceful settle- 
ment was reached last week in the 
dispute between the Des Moines 
Automobile Dealers Assn. and the 
AFL International Assn. of Machin- 
ists, Local 254, by a contract which 
gives the mechanics in 17 repair 
shops a 15-cent hourly increase. 

The new contract gives repair- 
men, painters and body - fender 

workers an hourly wage of $1.94, 
while lubrication men will be moved 
up from $1.73 to $1.88. 

The agreement, which runs for 
one year, also provides that Satur- 
day work shall be at time and one- 
half and that overtime work must 
be rotated among employes. 

When negotiations began about 
six weeks ago, the union demanded 
a 25-cent raise, while the employers 
offered five cents. 








Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 
Sept. 2 


Sept. 9 
(Sale good for post-holiday time. 
Sold 72 cars out of 99 offerings.) 


BUICK—'49 RM 4-dr., $630*. ‘48 Spe- 
cial 4-dr., $340. 

CHEVROLET—'53 (210) 2-dr., $1,630 
'52 SL Deluxe club coupe, $1,175, $1,- 
110*; 2-dr., $1,070. 51 Bel Air, $1,- 
175*, $1,180*; conv., $1,025; SL De- 
luxe 2-dr., $925, $975, $960; 4-dr., 
$990; club coupe, $970. ‘50 SL De- 
luxe sedan, $700, $760. '49 SL De- 
luxe 2-dr., $610. '46 SM 4-dr., $210. 

CHRYSLER — '53 NY 4-dr., $2,560* 
(ps). ’51 NY 4-dr., $1,030, $1,175. 


DeSOTO—'49 Custom 4-dr., $700. 


DODGE—’52 Coronet club coupe, §$1,- 
085*. °'51 Meadowbrook 4-dr., $930* 
"49 Coronet club coupe, $650. 

FORD—'52 Custom (8) 2-dr., $1,330", 
$1,185; 4-dr., $1,365*. ‘51 Custom 
(8) 2-dr., $1,050*, $870; conv., $975*. 

(8) 2-dr., $575, $625, 

$775, $675; conv., $810; Custom (6) 

4-dr., $600. ‘49 Custom (8) 2-dr., 

$525, $290; conv., $525. ‘47 SD (8) 

4-dr., $300. 


HUDSON—'50 PM 4-dr., $610. 


HENRY J-—'51 Henry J (6) sedan, 
$375. 

LINCOLN—’50 club coupe, $850. 

MERCURY — '52 4-dr., $1,520*. ‘51 
4-dr., $1,125*, $1,170*, $1,040. ‘50 
2-dr., $845. '49 2-dr., $680*, $620; 
conv., $550. 

OLDSMOBILE—’52 (88) 4-dr., $1,560*. 
°49 (76) 2-dr., $635. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,- 
100; club coupe, $1,025; Cambridge 
4-dr., $930. ’51 Cranbrook conv., 
$889; Concord 2-dr., $700, ‘50 SD 
club coupe, $760, $750. ‘49 Deluxe 
club coupe, $490. 

PONTIAC—-'51 Chieftain (8) 2-dr., $1,- 
205*. '50 Chieftain (8) 2-dr., $800; 
4-dr., $685. 

STUDEBAKER — '51 Commander (8) 
4-dr., $780, $750, $900*; club coupe, 
$800*. °50 Champion 4-dr., $525*, 
$360. 


’50 Custom 


(Sale was very slow because of ex- 
treme heat. Sold 95 cars out of 145 
offerings.) 

BUICK — ’51 Super Riviera coupe, $1,- 
380*; Super 4-dr., $1,245; RM 4-dr., 
$1,315*, $1,260*; 2-dr., $1,480°. "50 
RM Riviera 4-dr., $900*; coupe, $1,- 
075*; 2-dr., $1,170; Special 2-dr., 
$690, $400, $550. 

CADILLAC—’50 (61) club coupe, §2,- 
225. 

CHEVROLET—’53 (150) 2-dr., $1,655. 
’51 Bel Air, $1,160*; SL Deluxe 2-dr., 
$800, $840, $950. '50 SL Deluxe 4-dr., 
$675, $650, $590. '49 SL Deluxe 2-dr., 
$690, $600; club coupe, $590. 

CHRYSLER — '50 Windsor conv., §$1,- 
000*; club coupe, $975*. '49 Windsor 
4-dr., $660, $705*. ‘48 Windsor 4-dr., 
$340. 

DeSOTO — '52 Custom club coupe, §$1,- 
600*. 

D OD G E — ’53 Suburban, $1,800. '52 
Coronet 4-dr., $1,150*. ‘51 Coronet 
4-dr., $830*; club coupe, $775, $820. 

FORD — '51 conv., $1,015*; Victoria, 
$1,040*; Custom (8) club coupe, $960; 
%-ton panel, $430. ‘50 Custom (8) 
4-dr., $650; 2-dr., $675. °49 Custom 
(8) sedan, 2 at $520, $485; Custom 
(6) sedan, $510. ‘47 SD (8) club 
coupe, $265. "46 SD (8) 4-dr., $150. 

HUDSON—’53 Hornet club coupe, §$1,- 
910*. 51 Commodore (8) 2-dr., $805. 

KAISER—’51 4-dr., $755, $705. 

MERCURY — ’50 conv., $700. °46 club 
coupe, $210. 

NASH—’52 Statesman club coupe, $1,- 
060. ’°51 Statesman club coupe, $865. 

OLDSMOBILE — ’50 (88) 4-dr., $810*. 
"49 (76) 4-dr., $530". 

PACKARD—’52 (200) club coupe, $1,- 
275. 

P LYM OU T H—’52 Cranbrook 4-dr., 
$995, $1,000. °51 Belvedere, $955, 
$1,000; Cranbrook 4-dr., $805, $900; 
Cambridge 4-dr., $735, $750. '50 SD 
club coupe, $700; 4-dr., $740. 

PONTIAC—’53 Chieftain (6) 2-dr., $1,- 
725. '51 Chieftain (8) 4-dr., $1,200°. 
"50 conv., $1,000*. °49 SL (6) 2-dr., 
$660. '48 Chieftain (8) 4-dr., $570, 
$465, $360. 

STUDEBAKER — '51 Commander 
4-dr., $735; 
$655. 


(8) 
Champion club coupe, 


*Indicates automatic transmission or overdrive, and (ps), power steering 


Other Auction reports are on Pages 52, 53, 60, 61. 


DETROIT. —In announcing the 
National Used Car Dealer Assn.’s 
convention program in Biloxi, Miss., 
President Ray 
Hayward said 
that Oct. 7 will 
be devoted to reg- 
istrations, com- 
mittee meetings 
and a meeting of 
directors. 

The first con- 
vention session 
will get under 
way Oct. 8 with 
speakers and re- 
ports making up 


Ray Hayward 
the day’s program. Thursday night 
will be the Circus Party, planned 
to welcome all new members in the 


‘W ould-Y ou-Take’ 
Offers Lead to 
30-Day Sentence 


CHARLOTTE, N. C.—El Weston, 


Chairman of the dealers’ nego- general manager of Mecklenburg 


tiating committee was Louis 
(Continued on Page 62, Col. 1) 











Grandmother Sets Endurance Record— 


Mrs. Lyde Sieker, a Marin (Calif.) grandmother, gets the starting signal from Police 
Chief Don Wood for he 36-hour endurance drive through Marin County. Also on hand 
to wish her luck is Ben Johnson, Marin Nash dealer. Mrs. Sieker completed the tour 
without trouble, stopping only 10 minutes every four hours. 


Motors (Lincoln-Mercury), was 
given a suspended 30-day sentence 
in Superior Court for what Judge 
Lee Whitmire termed a “sorry busi- 
ness practice” and a “racket.” 

Weston, who was convicted on 
charges of misleading and deceptive 
advertising, appealed the sentence 
to the State Supreme Court. 

A Mecklenburg salesman, Don 
Owens, was ordered to pay costs on 
conviction of unlawfully placing 
advertising on private property. He 
also appealed. 

Witnesses said they found circu- 
lars in their cars from Mecklen- 
burg, which said a buyer had been 
found for that particular car and 


the company would give the owner | 


a specified amount of money as 
tradein on a new car. 

The actual tradein offer was sub- 
stantially less than that offered in 
the circular, they testified. 


Vogell’s Hat in Ring 
Charles G. Vogell, president of 
Mutual Motors (Cadillac-Oldsmo- 
bile), Columbia, S. C., has an- 
nounced his candidacy for the 
State House of Representatives 
from Richland County. 


NUCDA Parley Program 


U. S. Treasury Counsel a Featured Speaker; 
Membership Reaches Alltime High 












association. Membership of nearly 
2,700 is the largest in the history of 
NUCDA, Hayward said. 


The 1954 board of directors will 
meet Oct. 9 to elect officers. One 
of the highlights of the meeting 
will be a luncheon with Gov. Hugh 
White, of Mississippi, as guest of 
honor. 

After the luncheon, Elbert P. 
Tuttle, general counsel of the 
U. S. Treasury, will speak on 
“New Policies in the U. S. Treas- 
ury.” 

The annual banquet and installa- 
tion of officers will be that evening. 
Entertainment will be brought from 
New Orleans. 

The annual meeting of the new 
directors will be held Oct. 10. 

Hayward announced the follow- 
ing committees for the convention: 

Public relations—Yale Simons, 
Detroit, chairman; D. F. Finnigan, 
Denver; Arthur M. Waterman, 
Portland, Me.; Howard Lintz, Flint; 
Mort Venig, Cleveland; Morris 
Oliver, Abilene, Tex., and Ray Wil- 
liams, Fort Worth. 

Rules and bylaws—Carl Marker, 
Fort Wayne, Ind., chairman; Max 
M. Pomeranz, Denver; Homer Hern- 
don, Tampa; William Thornton, At- 
lanta; Martin McCollum, Flint; 
James C. Baker, Biloxi; Allan Berg- 
man, Hillside, N. J.; Max Friedman, 
Cleveland; Sheldon Stiegel, Provi- 
dence; Walter Wilson, Dallas; O. C. 
Tindall, San Antonio, and Ray 
Miles, Norfolk, Va. 

Finance—Irv Rubin, Cleveland, 
chairman; Aubrey Waldrop, Bir- 
mingham; H. A. Hennies, Denver; 
W. B. Patterson, Jacksonville, 
Fla.; Rudy Broome, Augusta, Ga.; 
H. C. Brown, Akron; W. B. Parks, 
Amarillo, Tex., and Ray Breeden, 
Virginia. 

Membership —R. W. Workman, 
Lubbock, Tex., chairman; J. L. 
Smith, Dothan, Ala.; Philip Short, 
Denver; Samuel Klein, Louisville; 
Herb Calfin, Detroit; Arnold Feuer- 
man, Van Dyke, Mich.; Harry Gott- 
lieb, Brooklyn; Park McLain, Char- 
lotte, N. C.; Fred Garvin, Fayette- 
ville, N. C.; Jack Davis, Dayton; 
Saul Grossman, Pittsburgh; Lester 
MecNatt, Dallas; Mac Ashworth, 
Tyler, Tex.; William Brown, Rich- 
mond, and Cecil Summers, Charles- 
ton, W. Va. 
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Held a Must for Dealers... 





Ford Calls Auto Salesmen VIPs 


WHITE SULPHUR SPRINGS, 
W. Va.—Automobile salesmen are 
fast becoming the VIPs (very im- 
portant persons) of the auto indus- 
try and the demand for good sales- 
men threatens to exceed the supply, 
a veteran Ford sales official be- 
lieves. 

The hiring and training of pros- 
pective salesmen must become a 
major and well organized function 
of dealership operations, Robert 
F. Leonard, Boston district sales 
manager for Ford division, told 
graduates of the Ford Merchandis- 
ing School at their regional alumni 
meeting at the Greenbriar. 

By October, the 900 Ford deal- 
ers in the northeastern states will 
have more than twice the number 
of salesmen they employed a year 
ago, Leonard disclosed. Income of 
retail automobile and truck sales- 
men is matching their new im- 
portance, he said, with many re- 
porting commission earnings of 
$7,500 to $12,000 a year. 

The meeting here was a part of 


the fifth annual reunion of gradu- 
ates of Ford Motor Co.’s training 
program who are now dealers or 
associates of dealers in the 11 states 
within the northeastern region of 
Ford division. It was attended by 
more than 100 alumni, their wives 
and representatives of the Ford 
division’s sales organization. 
Leonard, a member of the Ford 
sales organization for 39 years, said 
that improved salary and commis- 





$1,500 Mink Stole Used 


To Lure Texas Wives 


FORT WORTH.—As an added 
incentive for dealers to bring their 
wives to the Texas Automotive 
Dealers Assn. convention here 
Oct, 4-6, a $1,500 mink stole will 
be given as a door prize. 

A special invitation has been 
issued to all dealers’ wives, and 
a country club luncheon and style 
show is scheduled. 





sion incentives since World War II 
are bringing higher type personnel 
into the retail sales field. 

He described the “average” au- 
tomobile salesman as 30-35 years 
old, with two to three years auto- 
mobile sales experience and earn- 
ing an average $446 per month 
on commissions, 

In the larger cities, he said, the 
“average” salesman’s goal would 
be $1,000 a month and these days, 
he would be well on his way 
toward reaching it. 

Other speakers at the three-day 
business meeting and reunion in- 
cluded John F. Heflin, “dean” and 
director of the school since its es- 
tablishment Mar. 17, 1947, in Dear- 
born, Mich.; M. 8S. McLaughlin, as- 
sistant northeast regional sales 
manager, Ford division, and G. O. 
Simmons, Pittsburgh district sales 
manager. 

W. E. Kelleher, 1952-53 presi- 
dent of the regional alumni or- 
ganization and general manager 
of the Chris A. Winkler dealer- 
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Nash Officials Inspect Plant in West— 





Nash officials from Detroit, Milwaukee and Kenosha recently met with the company’s 
El Segundo (Calif.), plant executives to exchange ideas on quality control. Technical 
service personnel attending the meeting were addressed by (seated, from left), W. C. 
Curtis, quality engineer, Milwaukee; L. T. Kouns, western sales manager; W. A. Cook, 
national service manager, who conducted the meeting; E. F. Warner, El Segundo plant 
production manager, and K. E. Kuehl, quality engineer, Kenosha. 





ship in Flushing, N. Y., presided 
at a series of panel discussions 
on dealership operations. 
Moderators for the panel discus- 
sions were John R. McBeath, 
Coombs & McBeath, Boston; Eu- 








ADVANCE NOTICE 


to all who want to cash in 


on a big sales opportunity 





On October 5, during Fire Prevention Week, Life magazine will 


carry a powerful, full-page, two-color ad featuring the brand-new fire 


extinguisher that’s practically selling itself wherever it’s shown— 


Pyrene’s push-button home and car unit that retails for only $7.95. 


The sensational story this advertisement tells will be read in one out 


of every 4 homes in your community. It’s really going to step up 


demand. So order your stock right away. Get up the “As Advertised 


in Life” point-of-sale material that comes packed in every 3-unit 


carton. See your wholesaler today or write to Pyrene Manufacturing 


Company, 600 Belmont Ave., Newark 8, N.J. 


Pyrene: Reg. TM of Pyrene Mfg. Co. 


| 
gene J. Ribakoff, Harr Motor Co., 
Worcester, Mass.; Edward T. Mon- 
tague, E. M. O’Donnell Co., Syra- 
cuse, N. Y.; George E. Mole jr., 
George E. Mole & Co., Amityville, 
N. Y.; William M. Wilson, Wilson 
Motor Co., Clarksburg, W. V., and 
William A. Bingler, Steel City Mo- 
| tors, Pittsburgh. 


‘Harley Earl Finds 


‘Hotrodders Have 
Styling Answer 


BONNEVILLE SALT FLATS, 
| Utah.—One of the most interested 
| Spectators at the annual hotrod 
| races here was Harley J. Earl, vice- 
| president in charge of styling sec- 
|tion of the General Motors Corp. 


| He was accompanied by Robert 
|F. McLean, project engineer for 
| General Motors. 


Earl said: “It must be obvious 
|why we’re here.” He said that a 
visit to the road races at V’atkins 
Glen, N. Y., three years ugo “paid 
off” in the design of the new low- 
slung Chevrolet. 
| Earl coupled his sight-seeing at 
the Hot Rod races with a “sounding 
out” tour throughout the west. 
“Frankly,” he said, “one reason 
for our trip is to see what the West- 
tener wants in his cars. We feel 
that the west is a fast-growing 
market, and we have great respect 
for the wants and desires of west- 
ern people.” 
| He said special efforts were being 
made on the trip to gauge the new 
western public taste in station wag- 
ons. “We want to find out what 
folks like in station wagons, and 
what they don’t like. We want to 
know the basic appeal of the sta- 
tion wagon, whether it ‘s for the 
large family with many children, 
or whether folks lixe it for its stor- 
age-carrying capacity.” 
| Looking out over the baked salt 
| flats, Earl yelled over the roar of 
the hotrods and pointed a finger: 
“These kids here have the answer 
| to the future of automobile styling.” 








(Continued from Page 2) 


dealers who are now starting to 
push them that they will sell rap- 
idly,” he said. 

In connection with synchro- 
mesh, Jones urged the dealers to 
begin plugging price advertising. 

| He said the firm’s entire adver- 

tising program for the rest of the 
year is aimed at getting “traffic 
into the dealers’ showrooms.” 

He recommended that dealers re- 
tain a good sales force and begin 
“making love to fleet-car users” 
instead of “ignoring them as we’ve 
done in the past.” 

The meeting here was one of the 
many being conducted by three 
teams of Oldsmobile executives 
| throughout the country to tell sales 
j}and promotion plans to dealers. 


Hiett Gives Picnic to Pay Off 


In Contest with Handy 


Employes of Handy Motor Co., 
Goodland, Kans., were guests at 4 
picnic at Atwood, Kans., given by 
Hiett Motors, Inc., Colby, Kans. 
The picnic was a cantest payoff. 

The day’s activities were centered 
around golf, softball and picnic 
tables that did not groan, but 
purred with contentment, 
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A new economic frontier welcomes you 


WORLDS GREATEST INDUSTRIAL AREA 





al 


Whoever wailed ‘“There are no more fron- 
tiers’ hasn’t heard the news about Delaware 
Valley, U.S.A. 

For this booming, busy, bustli .g area is 
really alive—and clicking! A vital NEw 
economic frontier. 

Billions of dollars in new industry are pour- 
ing in—including Bic Steel. Satellite indus- 
tries, thousands of new workers, homes to 
shelter them, stores to sell them ... this is 
Delaware Valley, U.S.A.—with Philadelphia 
at the heart of it. 

And sparking the tremendous growth is 
THE INQUIRER...reaching out to cover 


completely America’s 3rd market... ring- 
ing up new sales records for advertisers. . . 
bringing you the greatest marketing oppor- 
tunity in the world today. 


USE THE FIRST NEWSPAPER 

THE INQUIRER is clearly the First news- 
paper in this vital trading area. First in 
influence— First in linage— with a leadership 
that continues to grow every year. 

Take advantage of the great economic 
opportunity Delaware Valley, U.S.A. 
offers you. Do it efficiently —economically, 
in the Valley’s First Newspaper: THE 
PHILADELPHIA INQUIRER. 


The Philadelphia Anguirer 


The Voice of Delaware Valley, U.S.A. 





Delaware Valley, U.S.A. 


ROBERT T. DEVLIN, JR., 342 Madison Ave., N.Y.C., Murray Hill 2-5838; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S. DIX, 
Penobscot Bidg., Detroit, Woodward 5-7260. West Coust Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 * 1127 Wilshire Boulevard, Los Angeles, Michigan 0259 
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Sales Conditions in Various Areas... 
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Auto Market Reports 


Minneapolis 
A total of 25,764 new cars were 
delivered in Hennepin County (Min- 
neapolis) in the first eight months 
of 1953, according to Finance and 
Commerce, daily Minneapolis busi- 
ness newspaper. 


This was within 2,000 cars for the 
same period of the record year of 
1950. It is 8,000 cars above the 
number delivered in the first eight 
months of last year. 

Chevrolet led with 5,892, followed 
by Ford with 4,698, Plymouth with 
2,808, and Buick with 2,028.—(Don- 
ald M. Lyons.) 

- 


* * 


Columbus 


August sales of new cars in Co- 
lumbus (Franklin County), O., fell 
below the July total by 125 units, 
according to the clerk of courts. 

August sales totaled 1,905 cars, as 
compared with July’s 2,030. As 
usual, the report showed that sales 





Volkiest O91 FILTER 





for the last 15 days of the month) 


were higher than the first half— 
963 cars to 942. 

By makes, totals for August were 
as follows: Buick, 146; Cadillac, 24; 
Chevrolet, 414; Chrysler, 58; De- 
Soto, 48; Dodge, 118; Ford, 375; 
Hudson, 29; Jaguar, 2; Kaiser, 6; 
Lincoln, 10; MG, 3; Mercury, 98; 
Nash, 48; Oldsmobile, 98; Packard, 
27; Plymouth, 182; Pontiac, 139; 
Studebaker, 64; Willys, 15, and mis- 


cellaneous, 1.—(Bert Strang.) 
~” * o 


Augusta, Ga. 

Little change was noted in the 
August (Ga.) new and _ used-car 
market during August. 

The used-car market has been 
fairly good, with dealers having no 
great difficulty in moving high- 
priced cars, especially late models. 
Some dealers think new-car prices 
are a little too high, but they con- 
tinue to move out steadily. 

“Customers seem to be satisfied 


money’s worth,” said one dealer. 
Most dealers report that business 
was extremely good throughout 
the spring and summer. 

Usually, August has been the 
poorest month for Augusta dealers. 
But with more favorable fishing 
waters near the city, more people 
are buying cars. 

Chevrolet is leading in used-car 
|sales, Next is Ford, followed by 
| Plymouth and Dodge. 


Most dealers are holding to one- 
third down and 24 to 30 months to 
pay, and report they are getting 
excellent results. New and _ used- 
truck sales are about the same as 
in July and August, 1952.—(Julanie 
Lampkin.) 





* ® * 


Manhattan, Kans. 
After a steady upswing for three 
consecutive months, new-car sales 
in Riley County (Manhattan), 


that they are getting their 











“It’s so simple—I don’t know 
why I never thought of it before!” 





Kans., showed a decline in August. 
May sales totaled 101; June, 108; 
July, 116, and August, 97. 
Sales by make during August 
were: Ford, 20; Chevrolet, 17; 
Plymouth, 10; Pontiac, 10; Stude- 





baker, 10; Buick, 9; Mercury, 8; 
Dodge, 4; Chrysler, 3; Oldsmobile, 





In case you aren’t up-to-date on Purolator, a repre- 
sentative will be glad to call. Write, wire or phone: 





PUROLATOR PRODUCTS, INC. 


Rahway, New Jersey and Toronto, Ontario, Canada. 
Factory Branch Offices: Chicago, Detroit, Los Angeles. 








2; Cadillac, 1; DeSoto, 1; Lincoln, 
1; Willys, 1. 

The county treasurer’s office 
also reported that used-car sales 
were lower in August than in 
July. There were 299 registra- 
tions, against 321 the previous 
month, 

A slump in used-truck sales also 
was reported. There were nine 
units sold in August, compared with 
13 in July. Sales by make: Ford, 4; 
Chevrolet, 3; Studebaker, 2. 

Used-truck sales held steady, with 
29 sold in August and 29 in July.— 
(George M. Hunholz.) 

* 


* A 


San Antonio 

Motor vehicle sales continued to 
drop in San Antonio and Bexar 
County during August. 

Sales for the month totaled 1,159, 
compared to 1,207 sold during the 
previous month, 

Car sales dropped from 1,031 to 
996 and commercial vehicle sales 
from 100 to 96, while truck sales 
showed a gain of one vehicle— 
from 66 to 67, Total sales were 
thrown for a loss of 48 vehicles. 

Ford led the field for the month, 
with three dealers selling a total 
of 249 cars, compared to 203 for the 
same number of Chevrolet dealers 
and 92 cars for five Plymouth 
dealers. 

Ford ran away with commercial 
vehicle sales, with a total of 56 
sales, compared to 30 for Chevro- 
let dealers. 

Chevrolet led in the truck field, 
with 18 sales, compared to 13 Fords. 
GMC, International and White each 
had eight.—(J. H. Reed.) 

* = + 


Milwaukee 


Used-car sales in Milwaukee were 
generally about 25 percent higher 
in July and August than in the 
same two months of 1952, according 
to Vincent Koeppel, secretary of 
the Badger State Used Car Dealers 
Assn. 

He added, however, that sharp 
sales declines for many dealers in 
April and May, usually the two best 
used-car months of the year, offset 
July and August. 

Inventories are about the same 
as last year for most dealers, Koep- 
pel said—(John E. Hubel.) 

7 7 = 


Louisville 


August sales of new cars in 
Louisville amounted to 1,814, the 
best August since 1950, when 2,363 
new cars were sold. In the like 
month of 1951, 1,412 units were sold 
and in August of last year the 
figure was 529. 

Registrations for the first eight 
months of the year totaled 12,000 
new cars, also the highest since 

1950. 

New-truck sales last month 
amounted to 210, equal to that of 
August, 1951. For the like month 
of last year the figure was 119. 

New-truck registrations for the 
first eight months totaled 1,751, 

compared with 1,205 in 1952 and 
1,667 in 1951.—(A. N. Williams.) 


Pittsburgh 


Business in the Pittsburgh area 
last week was at the highest point 
of the year, according to the Bu- 
reau of Business Research of the 
University of Pittsburgh. 

New-car registrations were ex- 
ceeded by only one other week 
this year. 

After allowance for the usual 
seasonal changes, the index of 
business last week rose to 210.5 
percent of the 1935-39 average from 
191.8 a month ago and 205.4 at the 
end of June. 

The Pittsburgh steel ingot rate 
last week increased to 97 percent 
of practical capacity, the highest 
reported since the end of June. 
Forty-three blast furnaces were in 
production. 

Bituminous coal tonnage was 
the largest in eight weeks and 
electric power output was up a 
shade from the preceding week. 

Freight carloadings were un- 
changed, and river tonnage re- 
flected a fairly large increase. 

Department store sales increased, 
counter to the usual seasonal pat- 
tern. Gross sales of department 
stores in the four weeks ended Aug. 
29 were almost 4 percent ahead of 
those in the same four weeks last 
year. Combined sales in the first 
eight months of 1953 were roughly 
2.4 percent larger than in the com- 
parable months of 1952. 

Many dealers report that ther« 

(Continued on Page 64, Col. 3) 
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AUTOMOTIVE WASHINGTON 


Here Is the Lineup 
For Coming Battles 





By William Ullman 

ashington Correspondent 
O FAR as Government activities are concerned, the auto- 
motive industry is just marking time these days in 
Washington. All is quiet on the surface, but programs are 
being studied and plans are being laid. The weather and 
vacations have halted to a considerable extent key action. 
© 


Even the weekly meetings of 
the Washington representa- 
tives of the car industry — 
scheduled for each Thursday—and 
the truck men—held usually each 
Tuesday — have been dragging in 
recent months. These, of course, are 
informal luncheon get-togethers 
that give competitors an opportu- 
nity to break bread, exchange 
thoughts and propose betterments 
in their particular work-day en- 
deavors. 

At the NADA and the ATA, offi- 
cers and staffs are looking forward 
to their forthcom- 
ing annual con- 
ventions. AAA got 
its yearly national 
conference under 
way in Los An- 
geles last week. 

At Washington 
headquarters of 
AMA, a cracker- 
jack staff, headed 
by Harlan V. 
Hadley, watches 
and works while 
awaiting the return of Congress, 
the turn of cevnts in the tax situ- 
ation and numerous other matters 
of vital interest to the auto in- 
dustry. 

The NADA likewise is watching 
and ready for whatever might be 
brewing on Capitol Hill, at the 
Federal Trade Commission and at 
the Federal Reserve Board, where 
legislation, decisions and regula- 
tions are sometimes spawned to 
harry retail car dealers. 

And so it goes among all the 
motor organizations centered here, 
including the Truck-Trailer Manu- 
facturers Assn., the National High- 
way Users Conference, the Auto- 
motive Safety Foundation, the 
Inter-Industry Highway Safety 
Committee, the American Assn. of 
Motor Vehicle Administrators, the 
American Roadbuilders Assn., the 
American Assn. of State Highway 
Officials, the National Council of 
Private Motor Truck Owners, the 
National Assn. of Independent Tire 
Dealers and many others in parts 


and accessories fields. 
= * * 


Tax Battles Loom 





William Uliman 


OOMING on the horizon is a| 


probable tough battle over ex- 
cise taxes as they affect motor 
cars, a national sales tax and steps 
to clarify—and possibly upset com- 
pletely—tthe Internal Revenue Bu- 
reau’s car leasing ruling No. 108. 

Also yet to come is a determi- 
nation by Secretary of Commerce 
Sinclair Weeks of what to do 
about his proposed Business Serv- 
ices Administration. This general 
program is awaiting a ruling 
from the Department of Justice 
involving its possible entangle- 
ment with anti-monoply laws. 

Weeks has in mind what he wants 
to do, and in framing an automo- 
tive division of the BSA he has 
sought and been given the advice, 
cooperation and recommendations 
of AMA. 

It is believed the Department of 
Justice will clear the Weeks plan 
for a business services set-up gen- 
erally, and that the automotive di- 
vision will work out thus: 

The BSA will take over the out- 
line of the NPA motor vehicle 
division, which has been continued 
since expiration of the Defense 
Production Act, for just this pur- 


pose. 
* * * 


Key Men to Remain 


EORGE DAVIS, director; | 


George Curtis, deputy director; 
Ray Fussell, in charge of trucks 
and trailers, and Lawrence Beer- 
man, parts and accessories, will re- 
main as key men in the division. 
Curtis probably will continue in 
charge of passenger cars. 

There will be an automobile 


industry chief, who will serve 
without compensation on a ro- 
tating basis. It is expected that 
either Courtney Johnson or Bob 
Cass will lead off in this job, both 
having had the experience needed 
for getting the new division 
launched, 

While Weeks wants to return the 
Department of Commerce to the 
broad field of business service, he 
needs more money for what he 
wishes to do. Funds, of course, will 
have to come from Congress, and 


what that body will do is quite a 
guess just now. 

Lack of money with which to 
operate has either curtailed or 
eliminated entirely several former 
Commerce Department business 
services. The planned census of 
transportation to be taken this 
year, on which a good start already 
had been made, was one important 
auto industry activity which got 
slugged out by a tight-fisted Con- 
gress. 

* * + 

Kiplinger Back on Job 
ON THE personal side, Walter 

Kiplinger, public relations di- 
rector for NADA, is back on the 
job after a hospital siege. Maj. 
Henry Cunningham, Lincoln-Mer- 
cury chief in this area, is the new 
president of the local chapter of 
the Automobile Old Timers. He is 
aiming to have three noted Cabinet 
officers as guests at the next meet- 
ing. Guess who. 

And who do you think he 
named chairman of the publicity 
committee? Me! Your boy friend 
who conducts this column! 

That was Henry’s first big mis- 
take. If the Lord is willing—and 
Pete Wemhoff, too—I will be by the 
bounding sea at Nag’s Head, N. C., 
with a few old buddies rounded up 





Ridenour 20 Years with Packard— 





A month-long celebration was held to commemorate the 20th anniversary of Ray 
Ridenour Motor Sales, Anderson, Ind., as a Packard dealership. Special inducements 
were offered to bring old customers as well as new prospects into the showroom. 
The display shown here features Packard convertibles of 1933 and 1953. 


by Ben Lambe, known for 30 years| Resources for the Future to be 
as public relations boss for the) held here Dec. 2-4. 


U. S. Chamber of Commerce. 


Now for a walk in the rain— 
blessed rain! 
+ * * 


Resources Group to Meet 


A* OVERALL steering commit- 
tee and a basic plan of organ- 
ization were announced last week 
for the Mid-Century Conference on 


The national conference on use 
and conservation of land, water, 
mineral and energy stores was 
called by Resources for the Fu- 
ture, Inc., a nonprofit research 
and education organization, 
largely supported by a Ford 
Foundation grant. 

Dr. R. G. Gustavson, former 

(Continued on Page 57, Col. 1) 
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The automobile has bee ssl 
darling of the American re 
omy—and of the a ae 
the American has more spe? But 
money than ever before. we 
he has now bought so “aie 
cars, and such durable a his 
Detroit’s future “share 9? 


dollar is in doubt. 


New Kind of 
Car Market 


FORTUNE September 1953 
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THE NEXT 6 YEARS IN DETROIT 


Not until 1960 will Detroit sell as many autos in any one year 
aS 2t Gia in 1992. Does that mean depression for the industry 
over the next 6 years? Curiously, the answer is optimistic 


The car market represents one of the most fascinating con- 
tragictions in VU. 5. industry today For even though auto 
manufacturers will sell fewer cars in this coming period, 
they will make more money. The effects of these new 
car-—market conditions will be felt in every facet of the 
country's economy. That's why Fortune's editors| chose 
this market for the second article in the ambitious new 


series, The Changing American Market. 


This series will continue monthly unt every important sector 
of the American Market, \ te er. new influence 
on it, has been investigated, ané , and reported 


In every part of an aboot - mars Mme Ltts Dena -Sammona Hy subscribers - 
businessmen not satis ed with capsulated news - find the 
kind of information that stimulates thinking, provides 
profitable ideas. That's why advertising is read more 
thoroughly when it appears in Fortune. 


Biggest. Issue In Fortune's History...The October issue of 
Fortune will carry more pages of advertising than any issue 
in the magazine's history It represents the largest invest- 


ment ever made by American industry in a single issue of any 
business magazine — more than $800,00C. 


fortune 


.Where Advertisers Concentrate 
for Concentrated Attention 








IN JANUARY? 





This cold first - month - of - the- year 
can warm up your sales _per- 
formance for all 1954. How? By 
being right on the spot when the 
nation’s car dealers meet in Miami, 
Florida, January 9-13 for the 
annual convention of the National 
Automobile Dealers Association. 
AUTOMOTIVE NEWS takes you 
there — and sees that you get 
around—in its Special Convention 
Issue dated January 11 (closing 
date Dec. 29). For a pre-con- 
vention message to the dealer 
body, reserve space in our January 
4 issue (closing date Dec. 22). 


To assure the dealers’ highest in- 
terest in your exhibit, use both the 
pre-convention and convention 
issues. Timely, authoritative fea- 
tures, aimed right at the car dealer, 
have made these issues required 
reading for those in attendance. 
The thousands at home—manufac- 
turing executives as well as car 
dealers—look forward to it, too. 
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Here’s an automotive advertising 
MUST for any year. If your prod- 
uct sells to or through car dealers 
or automotive manufacturers, it 
belongs in the reference book 
of the automotive industry: 
the AUTOMOTIVE NEWS 
ALMANAC. The ’54 ALMANAC 
will go to the 41,000 regu- 
lar subscribers to the indus- 
try’s only weekly newspaper, 
AUTOMOTIVE NEWS. Its read- 
ers are the men who buy, sell, 
service, design, and specify your 
type of product. They refer to the 
ALMANAC all year long for vital 
information about their industry. 


That’s why the ALMANAC is such 
an effective sales tonic . . . it perks 
up sales in April, and all year long. 
First forms close March 12. 





THESE 2 ISSUES BELONG IN YOUR 1954 ADVERTISING BUDGET 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 
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DETROIT 26, MICHIGAN 
REPRESENTATIVES 


New York — Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Los Angeles —R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 


IN APRIL? 


FOB FACTORY 








Operation Hydra-Matic 
Shows GM Adaptability | 


Le tremendous resourcefulness of a well - integrated, 
large corporation is well exemplified by General Motors 
and “Operation Hydra-Matic.” 

While the exact date when Hydra-Matic transmissions 


problem, not along a single 


front, but from at least four 
major fronts, illustrates the adapt- 
ability of this vast industrial or- 
ganization. 

It is expected that substantial 
production will be attained early 
in November. 


| The first productive fruits of 
|“Operation Hydra-Matic” will be 
evident late this month. 

At this time of the year it would 
|have been customary for Buick to 
|taper off production of its Dyna- 
| flow units. 


Instead of the usual seasonal 
| decline, Dynaflow production will 
remain at peak level. A percent- 
age of Dynafiow units will be 
| diverted to Oldsmobile and Cadil- 
| Jae, 

| Meanwhile, the production of 
|synchromesh transmissions has 
naturally been boosted by Buick as 
well as other GM divisions. These 
departments, which had recently 
seen their production quotas fade 
to very low levels, have been sud- 
denly revived. 


| A substantial part of “Operation 
| Hydra-Matic” is to produce enough 
| transmissions, either manual or 
| automatic, to go around. 

| * * * 


Dynaflow for Cadillac, Olds 

| FPRBUICK transmissions will be de- 
| livered to Oldsmobilé and Cadil- 
lac unchanged. Production tooling 
for the changes required by Olds- 
mobile and Cadillac is being pro- 
duced by these divisions. Equipment 
to do this job has top priority and 
will be rushed into service at the 
earliest possible moment. 

GM’s second approach to its 
transmission problem has been the 
extraordinary pooling of machine 
tool builders to get the burned 
equipment back in service. Includ- 
ing GM plants participating in this 
effort, more than 200 machine tool 
builders are engaged in the pro- 
gram. 

Despite the huge industrial re- 
sources behind this rebuilding pro- 
gram, there are difficulties ahead. 

Machine tools are assemblies of 
castings, hydraulic pumps, elec- 
tric epuipment, gears and 
spindles, The machine tool builder 
supplies the know-how and often 
makes the precision gears and 
spindles. He machines the cast- 
| ings, but he must order most of 
| the parts he needs from outside 
| firms. This takes time. 
| Getting necessary parts may re- 
|sult in considerable delay in the 
| GM rebuilding program, despite the 
tireless efforts of GM expediters 
| and follow-up men who are watch- 
|ing every move of the rebuilding 
| program and reporting back to 
headquarters in Detroit. 

The expediting effort being made 
by GM is probably more extensive 
}and intensive than any similar ef- 
fort made during World War II. 
These machines are being installed 
at Willow Run. 

~ 





* * 


| Farming Out Parts Output 


NOTHER front on which GM is 

attempting to rebuild its trans- 
mission production lines is by con- 
tracting parts to small tool shops 
and manufacturers. Several hun- 
| dred small firms in Ohio and Michi- 
gan have already started on the 
production of parts for GM Hvdra- 
Matics. More firms will undoubtedly 
be added as rapidly as assembly 
| facilities are set up. 

As reported earlier in AvTomo- 
TIVE News, some production of auto- 
| matic transmissions has been 
| possible at the old Riopelle St. 
| plant in Detroit. This capacity will 
be extended as rapidly as possible. 
| With such a broad approach to 
|the problem GM will not lose an 
|hour’s production that can be 
avoided. Nevertheless, there have 





will again be produced in volume is still uncertain, the fact 
that GM is attacking t he? 





already been some discouraging ex- 
periences. 


Electric motors and electric 
wiring for the old equipment have 
had to be replaced on most of the 
machines taken out of the Livonia 
plant. Finely machined and hard- 
ened steel took a terrific beating 
in the fire. Thousands of pre- 
cision-machined spindles will 
have to be replaced. 

In many cases, new machine ways 
will have to be cast, machined, 
hardened and scraped in. The old 
ways were too badly damaged to 
be re-worked. Special pumps and 
special gears will have to be re- 
ordered. 


Another rebuilding problem may 
result in considerable delay in the 
GM program. Where, machine ways 
can be often reworked or the cast- 
ings rebored, other parts will have 
to be reordered, but in larger size 
to fit the larger bores. 


Rebuilding machines damaged by 
fire creates many problems. Some 
machine tool builders say that it 
is much easier to build a new 
machine than to rebuild an old and 
damaged one. 

* es e 


Soniclean Process 


DETROIT.—The Detrex Corp., 
producer of industrial metal-clean- 
ing equipment and chemicals, has 
announced the publication of a spe- 
cial technical folder on its new 
Soniclean Process, the application 
of ultrasonic energy for the clean- 
ing of metal parts. 


Southeast Show 
Set for May, °55; 
Officers Named 


ATLANTA.— (UTPS) —Plans for 
an automotive show in May, 1955, 
and a preliminary conference a 
year earlier have been announced 
by the Southeast Automotive Show. 

New officers for two-year terms 
also were announced. They are: 
President, Max Hayes, Hayes & 
Hapson, Asheville, N. C.; first vice- 
president, M. P. Taylor, Taylor 
Parts & Supplies, Andalusia, Ala.; 
second vice-president, W. E. Fike, 
Tobin-Arp Mfg. Co., Atlanta; treas- 
urer, John A. Doyle, Southern Bear- 
ing & Parts Co., Atlanta, and sec- 
retary Harry Gee jr. Federal 
Mogul Service, Atlanta. 

The group said dates and place 
for its convention would be an- 
nounced shortly. 


e 
Ld 


ee 
a 





- Biacig tay. teake 
inka eae S x ia x 


Break for Campers— 


A 1953 Chevrolet Townsman station 
wagon is enabling junior members of the 
Fremont (O.) YMCA to make camping and 
sightseeing tours. The car was provided by 
E. C. Neiburger (right), president of Nie- 
burger Chevrolet Co., Fremont. W. A. Whi'- 
man, YMCA president, accepts delivery. 
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High ways & Safety eas 


AUTOMOTIVE NEWS, SEPTEMBER 14, 1953 


A Talk That Deserves 
To Be Heard by Many 


By Gerhardt Neumann 
Staff Writer 
i —_— conviction that safety is a 
matter of deep concern to auto 





dealers seems to take roots. 
Recently the 
New Mexico 
Automotive 
Dealers Assn. 
. published the 
draft of a speech, 
entitled “Greater 
oa or Highway Safety 
Is Everybody’s 
Business,” which 
dealers may use as a basis for re- 
marks whenever they are called 
upon to expound their ideas on the 
subject to civic organizations or 
clubs. 
Here are excerpts from this 
thoughtful document: 
“New-car dealers have done 
much to promote safe driving. 
Each year we provide cars for 


the high school driver training 
classes in New Mexico. I am sure 
that we can do more along this 
line. I am also sure that you 
will agree that we can all do 
more to make every motorist a 
good driver... 

“Someone has said that if we re- 
duced haste by 10 percent, we 
would have a 90 percent reduction 
in the number of accidents that 
occur, 

“The $64 question is—what can 
we do about them ? 

* 


Dealers’ Safety Contribution 


| prot we must teach every 
motorist to be a good driver. 
The best time to teach safe, sensi- 
ble driving is when a youth is in 
high school. 

“Last year, New Mexico new-car 
dealers loaned over 50 automobiles 
valued at more than $125,000 for 
student practice training. We are 





Rootes Sells Trucks to Candy Firm— 


W. B. Macpherson (seated), managing director of the American division of Cadbury- 
Frey (Export), Ltd., takes delivery of the first of three Commer Express delivery trucks 
from Roy Punnett, salesman of Rootes Motors, Inc., New York. The truck is powered 
by a four-cylinder side-valve engine and has a payload of 900 pounds. British-made, 
it will accentuate the origin of Cadbury-Frey's line of imported chocolates and cocoa. 


planning to do better this school| sponsoring “man-to-man” and 
term, “dad -to- daughter” good - driver 


“Safe driving is closely allied 
with attitude. It is just as easy to 
implant the right attitude about 
driving as it is the wrong. To in- 
stall the right attitudes in our 
young people, our association is 


agreement programs .. . It’s 
working miracles .. . 

“What are you and I doing right 
here in our community to increase 
safety? Let’s make a quick com- 
parison, Did you contribute to fight 











NEW YORK OFFICE: 
9 Rockefeller Piaza 


DON'T SELL 
THE LADY 
SHORT! 


For the lady holds the purse strings . . . Time was when 
financial advertising was beamed toward men. Times have 


changed. 


Now the lady waves the checkbook, signs the dotted 
line . . . holds the nation's purse strings. So don’t sell the 
lady short .. . and here’s why: 


W omen now own over half the shares of American Tele- 
phone & Telegraph and the Santa Fe railroad; nearly half 
of the Pennsylvania railroad, U. S. Steel and General 
Motors. 


They own 65 per cent of the nation’s mutual savings 
funds; are beneficiaries of 80 per cent of the 174 billions 
of life insurance in force today; control 47 per cent of all 
railroad stock and 43 per cent of all utilities issues. 


Fact is—43 per cent of all stockholders in these United 
States ... are women! 


And in the multimillion dollar Chicago market, the best 
way to reach the lady with the power-to-buy is through the 
pages of Chicago’s HOME newspaper . . . the CHICAGO 
DAILY NEWS. 


The greater proportion of the Daily News circulation 
—more than any other Chicago daily newspaper—is con- 
centrated among upper-half families. 


CHICAGO DAILY NEWS 


Chicago’s HOME Newspaper with the most valuable circulation in the city. 


JOHN S. KNIGHT, Publisher 


DAILY NEWS PLAZA: CHICAGO 6, ILLINOIS 


SAN FRANCISCO OFFICE: 
Story, Brooks & Finley 


703 Market Street 


MIAMI OFFICE: = 
Hale Printup & Associates 
121 S. E. First Street 


DETROIT OFFICE: 
Free Press Building 


LOS ANGELES OFFICE: 
Story, Brooks & Finley 
1651 Cosme Street 





polio, cancer, tuberculosis or heart 
disease? Most of us did, because 
they are worthy, humane causes. 
Accidents Top Polio 
Be did you contribute also to 
the prevention of traffic acci- 

dents during the same period? It is 
the shocking truth that for every 
child crippled by polio, 25 children 
are crippled in traffic accidents .. . 

“What can we do to bring this 
accident rate down—besides talk- 
ing about it: 

“We can encourage our schoo] 
officials to expand our program of 
high school driver training .. . 


“We can devote a part of our 
advertising to the promotion of 
safe driving... 

“We can encourage our govern- 
ment officials to provide adequate 
streets and highways for safer 
and more efficient movement of 
traffic... 

“We can have talks with our 
children about their driving habits. 

“And we can improve our own 
driving habits.” 

+. + ++ 


Impatience as a Killer 


A RELEASE by the American 
Fidelity & Casualty Co. in its 
Transportation Safety bulletin goes 
a step further. It lists impatience 
as an important highway killer. 

“An adult,” we read, “who takes 
to the road with the idea that it 
should be empty and then prompt- 
ly begins to show his resentment 
when it isn’t has increased his 
accident potential by hundreds of 
points.” 

“His pleasure cruise,” the bul- 
letin remarks,” consists of a 
stream of oaths directed at other 
drivers, terrorizing the passen- 
gers in his own car and en- 
dangering the lives and well-be- 

ing of perhaps as many as a 
dozen people for every mile he 
drives.” 

“Even the sensible driver,” we 
are warned, “is a victim of negli- 
gence. Thousands of people under- 
take long, hazardous trips without 
checking further than their fuel 
gages. The tires, windshield wipers, 
motor, spare tire, brakes and other 
essential parts of a car should be 
inspected for any trip beyond ten 
miles.” 


Fla. Looks Ahead 
After Reducing 
Highway Deaths 


Florida can be proud of its traffic 
safety accomplishments the past 
year, but a “tremendous challenge 
in opportunity” still remains, ac- 
cording to James Don Hill, field di- 
rector of the National Safety 
Council. 

In an analysis of Florida’s 1952 
safety program, Hill showed that 
the state ranked first or second 
among 12 southern states in five of 
eight accident-prevention functions. 

Florida’s death rate dropped from 
8.6 per 100 million vehicle-miles in 
1951 to 7.6 in 1952. This was the 
lowest in the south, but still “ap- 
preciably above” the national aver- 
age of 7.3, Hill pointed out. 

By reducing the death rate to 
the national average, 63 lives would 
be saved annually and 2,205 in- 
juries would be prevented, he said. 

Chief safety needs in Florida are 
more consciousness of the problem 
by the Legislature and more 
personnel for keeping accident 
records, improved traffic engineer- 
ing, traffic-law enforcement, school 
safety education and a tightening 
of driver licensing laws, Hill de- 
clared. 





Vacation Period 
Shows 1% Drop 
In Traffic Deaths 


The traffic death toll during va- 
cation time—May, June and July—- 
was 1 percent below last year’s, 
according to the National Safety 
Council. 

In contrast, the Council said, th: 
four preceding months — Januar} 
through April — showed a 5 percen: 
increase over 1952. 

For the first seven months of th: 
year, a total of 20,420 traffic fatali- 
ties were recorded against 19,95) 
during the like period in 1952. 

July showed no change, the Coun 

(Continued on Page 55, Col. 1) 
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Mere is the current national advertisement | 


in the continuing Porcelainize series 
appearing in the October 2nd 


issue of 


Collier's 





fe 


Suu Chidimibie Apyeaance 


Nothing is left undone to make Porcelainize 
the largest source of increased revenue for every 


Dealer on the vast Porcelainize program. 


Porcelainize has a national field force to 
assist you. National advertising program pre-sells 
Porcelainize for the exclusive benefit of all New 


Car Dealers. 


In bringing year ‘round Service Revenue to 
the very door of Dealerships, Porcelainize in- 
creases your other service business because the 
more proud an owner is of his car, the more 


willing he is to spend money on it. 


sooccoooeo FREEMAN & FREEMAN, INC.+++ +00. 










The car in your gorage is “your baby,” too. You can retain and 
maintain the beauty so evident in its newest hours with Porcelainize, 
the “World Standard for Fine Automobile Appearance.” 

Porcelainize, and only Porcelainize, protects the finish and pro- 
longs the “always-new” look. For Porcelainize is not a coating of any 
kind but a chemical treatment to produce a tough, dry, mirror-like 
surface with the strength to keep its beauty and the stamina to pro- 
vide month after month of all-weather, all-climate paint protection. 

Porcelainize stands alone as the ultimate in protection for the 
major investment your car represents. Arrange an appointment with 


your New Car Dealer now. Then ride with pride! 


Write for Free Informative Booklet, “The Story of Porcelainize.” 


PORCELAINIZE SUPERIORITY IS OFFICIALLY RECOMMEND 


Today more automobile factories* have tested and 
approved Porceloinize than hove ever approved any other method 
of automobile appeoronce maintenance. 


*Nomes furnished on request 

















Pint-Sized Bus in Germany— 


Tempo's new Viking is a small low-priced bus with front-wheel drive. The two- 
cylinder, 17-horsepower engine is mounted at a 45-degree angle. 





Wheels, Brakes, Hubs and Drums. . 
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Letter to Salesmen 


By John O. Munn 


\| Dear Son: 


WHAT constitutes a bar- 


'|gain? The answer, of 
‘| course, is any article sold 


for less than its 

- My established value. 
SERIES There is only 
one way to estab- 

lish value and that is by 
comparison. The commer- 
cial value of a used car, its 


value in dollars and cents | 
can only be determined by | 
what the public will pay | 
for it. Neither the sales- | 
man, the dealer, nor the | 


customer can fix that price. 
It is established by the 
economic law of supply and 
demand. 
During and immediately 
after the war, used cars sold 








MELSE Y-HAYE, 





. also Parts for Farm Implements and Aircraft 


KELSEY- HAYES WHEEL COMPANY 


DETROIT 32, MICHIGAN 


PLANTS IN DETROIT AND JACKSON, MICHIGAN; McKEESPORT, PA.; 
LOS ANGELES, CALIF.; DAVENPORT, IOWA; WINDSOR, ONTARIO, CANADA 





for more than their original 
cost, a condition caused by the 
shortage of cars and _ the 
heavy demand. With the mil- 
lions of new cars produced 
since the war, the supply has 
caught up with the demand. 

So, today, the used-car 
buyer is a discriminating 
buyer. He is no longer at- 
tracted by used cars that 
don’t possess appearance, 
performance, safety, com- 
fort and economy. 


* * * 


NO CONSCIENTIOUS 
dealer will attempt to sell 
any other kind except to 
the junk man. Unless we 
treat customers in such a 
manner that they will con- 
tinue to buy from us when- 
ever they again come into 
the market, our business 
existence will be few of 
days and full of troubles. 

If a new-car buyer expects 
to get what he pays for in a 
new car, certainly he cannot 
expect to receive more than 
his old car is worth. No pros- 
pect can know what his old 
car is worth before it has been 
reconditioned. 

He might have an offer 
to sell his car direct, but 
the price is always less 
than he expects the dealer 
to allow on a new car. But 
the very fact that he wants 
to trade is evidence he is 
not satisfied with his pres- 
ent car. The new-car pros- 
pect realizes that the used- 
car buyer demands the 
same thing he expects in 
the new one—appearance, 
performance, satety, com- 
1ort and economy. 


* * * 


ALL THIS bears out that 
a used-car price cannot be 
established until the car is 
reconditioned and that it 
should not be exceptionally 
hard to convince the new- 
car buyer that the dealer 
also must sell his used cars 
in good condition, because 
it naturally follows if any 
dealer takes advantage of 
a used-car buyer he would 
not hesitate to take advan- 
tage of his new-car buyer. 

Until a salesman has con- 
vinced a new-car buyer that 
reconditioning of the old car 
is mecessary, he certainly 
cannot sell him a fair used-car 
allowance. 

Maintaining a scrapbook 
of used-car prices adver- 
tised in local papers is con- 
vincing proof to the pros- 
pect of their sales value. 
Having a list of average 
reconditioning costs is ir- 
refutable evidence of the 
present value of the old 
car. Unless any used - car 
is reconditioned, no used- 
car prospect would con- 
sider it a bargain at local 
market prices. 


Cordially yours, 
Dad 


























Iiut at Slow Pace... 
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Revamping Continues 
On State Constitutions 


NEW YORK.— Progress toward 
modernization of state constitutions 
through general revision is continu- 
ing at a slow pace, a survey of 
developments in state capitals dis- 
closes. 

Referendums to determine 
whether state constitutional con- 
ventions should be called were 
authorized by the 1953 legislatures 
of New Hampshire and Pennsyl- 
vania, but constitutional convention 
proposals of various types were re- 
jected by the lawmakers of Arkan- 
sas, Connecticut, Idaho, Michigan, 
Nebraska, New Mexico and South 
Carolina. 

The measure approved in New 
Hampshire provides for a refer- 
endum at the 1954 general 
election on the question of 
whether a convention should be 
called. Reduction in the present 
unwieldy size of the legislature 
would be one of the major issues 
to come before such a New 
Hampshire convention. 


Pennsylvania’s electorate will 
vote at the Nov. 3 election to de- 
termine whether a convention 
should be held to revise the State’s 
80-year-old constitution. If the 
electorate approves the question, 
the 1955 Legislature will be man- 
dated to select a time and place 
for a convention and set up ma- 
chinery for election of delegates. 
The convention’s conclusions would 
be submitted to the voters for 
ratification. 


Oregon’s Legislature created an 
interim committee which is look- 
ing into the question of whether 
a constitutional convention is need- 
ed to completely overhaul the 
State’s charter or whether amend- 
ments would be_ sufficient to 
achieve modernization aims. 


Minnesota lawmakers author- 
ized a referendum on a proposed 
constitutional amendment pro- 
viding that results of a constitu- 
tional convention, if called, must 
be submitted to the voters. 


Rejected in Florida, was a bill 
proposing the creation of a consti- 
tutional advisory committee, which 
would attempt to single out parts 
of the constitution most needing 
revision. 


Tennessee’s electorate will vote 
Nov. 3, on eight proposed amend- 
ments approved earlier this year 
by a State constitutional con- 
vention, including revisions which 
would: 


Permit the Legislature to pro- 
vide for consolidation of any or 
all functions of municipalities 
and counties after referendum 
approval in the areas affected. 


Allow the governor to veto or re- 
duce single items of appropriations 
bills and give him 10 days to sign 
bills after the Legislature adjourns, 
provided he gives the secretary of 
state a written explanation of any 
vetoes. 

Increase the governor’s term of 
office from two to four years. He 
would not be allowed to succeed 
himself but could run again after 
laying out four years. 

Raise legislators’ salaries from 
$4 to $15 a day. 

Eliminate the _ constitutional 
provision making the poll tax a 
prerequisite to voting, which has 


already been bypassed by the 
Legislature. 
Retain most of the present 


amending formula with the re- 
quirement that amendments rati- 
fied by the voters be approved by 
a majority of those voting for gov- 
ernor in a general election. 
Provide an optional home rule 
plan for those cities that vote to 
come under it in a referendum. 


Prohibit the Legislature from 
passing legislation that would have 
the effect of ousting a local official 
or altering his salary and require 
that all local bills be approved 
either by a two-thirds vote of the 
local government concerned, or the 
local voters. 


amendments for submission to 
the voters at next year’s general 





election, with such proposals to 
be acted upon.in some states this 
year. 

Ten proposed changes in the New 
Mexico constitution were scheduled 
for submission to the voters Sept. 
15, including amendments provid- 
ing for annual sessions of the 
Legislative vacancies by appoint- 
ment rather than election; letting 
the Legislature fix salaries of State 
Supreme Court judges; authorizing 
absentee ballots; permitting veter- 
ans who take advantage of proper- 
ty tax exemptions to vote in local 


are you 
hiding 


something? 


Studebakers for Indiana Safety Program— 


19 








Accepting delivery of 10 Studebaker Commander Regal coupes from H. S. Vance 


(third from left), Studebaker president, is J. 


L. Lingo, Indiana director of traffic safety. 


The cars will be used in safety education work. 


elections; putting $20 a day ceiling 
on legislators’ pay; permitting sale 
of liquor to Indians; giving gov- 
ernor 20 days instead of six days 
to act on bills; extending tax ex- 
emption privileges to Korean veter- 
ans and creating a permanent fund 
from severance tax money. 
Arizona’s Legislature provided 





for submission to the voters 
Sept. 29, proposals which would: 
Eliminate the elective office of 
State superintendent of public 
instruction and set up a lay 
board of education; increase the 
size of the State Senate from 19 
to 28 members and limit House 
membership to 80; permit the 


in January. 


Legislature to eliminate or sup- 
plement the present method of 
appropriating State school funds 
on an average-daily attendance 
basis and permit justices of the 
peace and clerks of Superior 
Court to accept salary increases 
during their terms of office. 
Several proposed State constitu- 
tional amendments will be sub- 
mitted to New York voters in No- 
vember, including measures. to 
permit New York City to boost its 
real estate taxes and to ease New 
York City court congestion by 
permitting reassignment of judges. 
Connecticut voters earlier this 
year adopted two State constitu- 
tional changes. One codified 47 
amendments into the main docu- 
ment, while the other provided for 
certification of the election of State 
officers on Dec. 15 after a State 
election, rather than on the first 
day of the State legislative session 


Are your hiding merchandise from passersby? 
You have only 9 seconds to show a pedestrian what you 


sell. That’s how long it takes a prospective customer to 
walk by your store (and on to somebody else’s). 


So the more you show in that 9 seconds, the more 


you'll sell. 


That’s why you need a Libbey-Owens-Ford Visual 


Front. It puts your whole store interior on display. Talk 


to your L-O-F Glass Distributor or Dealer about making 


your storefront really work for you. He can give you an 
estimate. He can put you in touch with local architects 
and contractors who specialize in storefront work. And 


he knows local codes and conditions. 





TUF-FLEX DOORS 


for maximum display 


For a modern VISUAIWS 
ei: RONT see your nearest 


LIBBEY: OWENS: FORD 
GLASS DISTRIBUTOR 





chandise. 


and brighten your store. 


supplier. 


Libbey-Owens-Ford Glass Co. 
7693 Nicholas Building 
Toledo 3, Ohio 


He has this complete line of storefront materials: 
. L-O-F Polished Plate Glass. 


Thermopane* insulating glass to reduce steam 
and frost on windows in winter. 


3. Tuf-flex* Doors for unobstructed visibility. 


Golden Plate to reduce fading of displayed mer- 


Vurolite* glass paneling for exterior beauty. 


Mirrors of L-O-F Polished Plate Glass to enlarge 


Mail the coupon for your free copy of our booklet on 
Visual Fronts, and for the name of your nearest L-O-F 


¥*® 


Send me your booklet on Visual Fronts and the name of the nearest L-O-F Distributor 


Name 


sugenneneenvonsemsunsanennsininanepnnnninnsiatniiaigin 


(Piease Print Plainly) 


Address 
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—- $6610 









Some sales aids are still in crystal balls — 


The FATS of the Future are HERE 








Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 






we tomorrow will bring you the greatest new feature plenty of it—in seats and backs and armrests, front AND 
that ever sold a car. Maybe. But if you’re interested rear. 

in today—feast your eyes on the richly piped and sculptured 
AIRFOAM seat above! 





They’re doing that job because people want the advanced 
styling made possible by AIRFOAM design-engineering! 


Strictly custom? You’d think so—but seats like this are help- And people are getting these things, right NOW. Are they 
ing sell cars of many price ranges right NOW! getting them in your line, too? 












They’re doing that job because people want AIRFOAM—and Goodyear, Automotive Products Dept., Akron 16, Ohio. 


We think you'll like 
THE GOOD YEAR TELEVISION PLAYHOUSE 
every other Sunday— NBC TV Network 


poe 
cae , 





TAVE WORLDS 














From “Out of this world” — AIRFOAM eases selling in other ways, too - 


¢ The only type cushioning with 


4 
to the world s best over half a million air cushions to 
each cubic inch, AIRFOAM makes 
sales aid for any car! any car feel indescribably luxuri- 


ous—stays cool, fresh, inviting. 


* AIRFOAM’s buoyant comfort and 
gentle “uplift” make any car seem 
livelier, smoother-rolling, better 
ballasted. 


¢ A one-piece cushioning material, 
AIRFOAM holds its smart lines for 
the life of the car—protects uphol- 
stery fabrics — increases trade-in 
value. 


This deeply sculptured piping—this rich, 
custom look, was once too costly for any 
car not in the highest price bracket. 


Today, AIRFOAM techniques and design- 
engineering have made it economically 
practical for cars in every price range— 
could help you sell any model on your 
floor! 





MORE AIRFOAM IN YOUR LINE— MEANS MORE NAMES ON THE DOTTED LINE! 


| GOODFYEA 


/ 


5} LINEST CUSHIONING 
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Merchandising 
Memos to Dealers 


By Bob Finlay 





AN IMPORTANT part of em- 
ploye relations is to have a 
policy and to have it understood. 

To obtain this understanding, 
some dealers have found it valuable 
to get up employe handbooks. 

Some who embark on such proj- 
ects find that the greatest value 
comes from the work involved in 
producing such a handbook, The 
employer must think through his 
policies, whereas, in the past he 
has often had a rather hit-and- 
miss system. 

Got to thinking about this while 
looking over a handbook produced 
recently by J. T. Glackin Chevro- 
let, Mount Vernon, O. We don’t 





|want to imply that Glackin’s poli- 


cies were hit-and-miss before he 
got up the handbook. It just oc- 
curred to use that he has done an 
excellent job of setting forth 
frankly and clearly the rules under 
which an organization can operate 
effectively. 
* * * 

You Are Us 

N THE introduction, Glackin 

says: “We want you to remember 
that in every relationship you have 
with our customers — whether you 
answer the phone, clean up the 
place, sell cars, parts or repair cars 
—you are this company... 

“You are one of us. Say ‘we’ 


and ‘ours’ when speaking of the 
company.” 

It isn’t possible to reproduce the 
entire handbook, but perhaps the 
subtitles will give you some ideas: 

Understanding, Hiring, Trial Pe- 
riod, Trainees, Wage and Salary 
Policy, Our Contributions for Your 
Protection, Vacations, Promotions 
and Transfers, Length of Service 
and Seniority Policy, Hours of 
Work, Absenses, Change of Ad- 
dress, Notice of Termination or 
Resignation, Complaint Procedure, 
Relations with Other Employes, 
How to Do Your Job, Suggestions, 
General, Relations with Customers, 
Community Relationships, Facts 
About Our Community. 


* * * 


Promises 


To. approach toward absences is 
intelligent: “We must keep our 
promises to our customers if we 
are to enjoy good business. You 
can help us keep promises in two 
ways: 

1. Don’t promise anything you 
are not reasonably sure you can 
fulfill. 

2. Let your boss know if you 
are going to be late or absent as 
soon as possible, He can then give 
your work to other employes so 











Tried, and proved for over 


McQUAY. 
NORRIS 


40 years, the performance 
of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. 


LOUIS 10. MO. 











Armstrong Siddeley Enters U. 


S. Market— 


Introducing its new Sapphire four-door, six-cylinder sedan in New York, Arm 
strong Siddeley, British car manufacturer, has established a branch for distribution 
of the car in the U. S. The Sapphire, which delivers in New York for $4,250, develops 
155 horsepower and is said fo attain top speeds well in excess of 100 miles an 
hour and to maintain a 90-mile speed over long periods. It features a preselector 


transmission with electric control. 


we can keep all promises to cus- | has developed a “Call by phone. . 


tomers.” 

Anyone who reads the Glackin 
handbook knows where the com- 
pany stands, what it is trying to do, 
and how it is trying to do it. 
Glackin, by the way, is also presi- 
dent of the Ohio Automobile Deal- 
ers Assn. 


* * 

Shop by Phone 
EEMS like this is Chevrolet day. 
Another Chevrolet dealer, Jay 
Kline, in South St. Paul, Minn., 


+ 










shop at home” plan to move both 
new and used cars. 

Phone calls for the “shop-at- 
home” service are accepted until 
9 p.m. seven days a week, Kline 
said. 

Salesmen will drive the car the 
customer is interested in to his 
| home, or will pick up the prospect 
and bring him into the showroom. 
The prospect gets a ride home, even 
if he only looks. 

os * * 


Poetic Dealer 


2 J. AMES, president of 
Ames Chevrolet, Cortland, N. Y., 
turned to poetry in an effort to 
attract prospects. Thought you 
might like to see the result of his 
efforts: 


Value Supreme 
Wake up! young man and listen 
well, 
A used car you would find? 
Your friends will gladly tell you 
where, 
And I will show you mine. 


| The secret lies in merchandise, 
So neat and sound and fine, 
Where local owners trade for 
new, 
America’s leading line. 


That Chevrolet for ’53, 
She surely turned the trick, 
The trades rolled fast up to the 
doer, 
Quite shiny and quite slick. 


Now with the know-how: Ames 
possessed, 
To put them on his lots, 
Preparing every one with care, 
And they’re without a spot. 


He steam cleans, sanitizes all, 
For soundness he inspects, 

Assuring satisfaction true, 
There’s nothing he neglects. 


Each guaranteed, and then OK’d, 
Low priced to meet the purse, 

A demonstration tells the rest, 
A satisfactory first. 


Ten, twenty, thirty months to pay, 
That easy way, you buy, 
And still insured in case you’re 
sick, 
Or hurt or killed or die. 





Ames Chevrolet does back you up, 
A pleasant purchase ends, 
The chance you take is fortified, 
For that’s how Ames make 

Friends. 
R. J. A. 
Cortland, New York 


St. Paul Is Scene 
‘Of Auto Displays 


ST. PAUL.— Major auto manu- 
|facturers exhibited at the Minne- 
| sota State Fair, which closed Labor 
Day. Among cars shown were the 
| Buick Wildcat, Oldsmobile Star- 
| fire, Chevrolet Corvette and Jaguar. 
| At the Municipal Auditorium, 
meanwhile, an auto sports show 
|was held under the sponsorship of 
the Downtown Businessmens Assn. 

The show presented a panorama 
|of 100 automobiles, including 
|customs, classics and hot rods, as 
| well as auto equipment of all kinds 
of 


and motion pictures classic 


| races. 


Zimmerman Buys Deal 

| William B. Zimmerman has 
| purchased Bruce W. Strong, In: 
| (Chrysler-Plymouth), Chicago, ani 
changed the name of the dealershi» 
to Automobile Sales Co., Inc. Zim- 
merman had been a used-car dealer 
for 13 years. 
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y Dealer Profits | 


From a Single Sales Agreement! 






3 GREAT WINNERS | 
1 DODGE action-built CARS . . . take the measure of all “eights”. | 
2 PLYMOUTH .. . 3rd largest selling car in America. 

3 DODGE “Job-Rated”’ TRUCKS . . . meet 98% of all hauling needs. 





3 IN 1 AGREEMENT 


Dodge dealers profit from the sales of “‘all three’—the only profit opportunity 
of its kind in the auto industry. 


i 3 BIG ADVANTAGES 


1g We ses 1A single overhead for “all three’’ . . . reduces operating cost . .. 
een raises net income! 
2 Helpful field force . . . assists in dealer effort. 


3 Sales-building factory aids. . . available for selling, merchandising, 
training ideas. 
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WRITE TODAY FOR COMPLETE DETAILS 


DODGE DIVISION of Chrysler Corporation e¢ Detroit 31, Michigan 
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State Legislatures Face Increased Pressure . . . 
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New Vet Bonuses in Prospect 


ERMINATION of the Korean 

War will stimulate increased 
pressure for new and broadened 
state veterans’ bonus programs, 
analysis of reports from _ state 
capitals indicates. 

Accompanying such proposals 
will be the prospect of new, in- 
creased or extended special state 
taxes against sales, income, alco- 
holic beverages, cigarets and 
other items such as came when 
21 states previously authorized 
the payment of some $2,600,000,000 
in bonuses to World War II 
veterans, 

Massachusetts lawmakers this 
year authorized a $45,000,000 bond 
issue to provide a state bonus for 
veterans of military service since 
the outbreak of the Korean War. 

The new law provided for 
payments of $300 to veterans of 
overseas service, $200 to those with 
more than six months’ service in 
the U. S. and $100 to those with 
shorter service. 


The Massachusetts bonus will be | 


financed by taxes similar to those | 
enacted to pay for bonuses of the} 
same amount to World War II 
veterans, including additional taxes 
on corporate income, alcoholic 
beverages and cigarets. 
* + + 
MEASURE enacted in Vermont 
extended bonus payments up 
to $120 to residents of the state 
entering the armed services be- 


- 


Replacement Valve Line 


Introduced by Mich. Firm 

BATTLE CREEK, Mich.—A line 
of exhaust and intake replacement 
valves for cars and trucks as well 
as for industrial, farm, marine and 
airplane internal combustion en- 
gines has been announced by Rich 
Mfg. Corp. 

George E. Rich, sales vice-presi- 
dent, stated that the firm intended 
to deal through jobbers, and that 
warehouse stocks would be set up 
in the automotive distributing 
centers. 





tween July 1, 1953, and June 30, 
1955. The Vermont state bonus, ex- 
pected to cost $800,000 during the 
current biennium, was started in| 
1942. Since then more than $4,688,- | 
000 has been paid to veterans of 
World War II and Korea. 


Proposals for new legislation to 
provide bonuses to Korean veter- 
ans by states which previously 
authorized World War II bonuses 
were rejected this year in Con- 
necticut, Delaware, Indiana, Ohio 
and Pennsylvania, In several of 
these instances, however, action 
was merely deferred pending the 
outcome of the Korean conflict. 

Question of a Korean War bonus 
is expected to come up this fall at 
an anticipated special session of 
the Indiana Legislature. Estimates 
are that such a bonus, similar to 
that authorized for World War II 
veterans, would require about $28,- 
000,000. 

Indiana bonus 


advocates may 


seek to have the new pavment 
| made immediately from a $78,000,- 





Space for Four Patients— 


Superior Coach Corp., Lima, O., has introduced two new ambulance models, the 
Superior-Cadillac Rescuer (shown above) and the Super-Rescuer. Designed for four 
patients, they provide ample space for transporting cardiac cases in a sitting position, 
or can be used for hanging stretchers on rescue runs. The units are built on 1953 
Cadillac chassis. Hydramatic drive and power steering are optional. 



















000 state general fund surplus, to 
be replenished by continuing the 
present percent bonus state 
gross income tax surtax. 

+ * + 


ROPOSALS for new bonus 

programs covering both World 
War IT and Korean veterans were 
unsuccessfully introduced this year 
in Alabama, Arizona, Colorado, 
Georgia, Maryland, Maine, Mis- 
3ouri, New Jersey, North Carolina, 


Va 





The LONG TORQUE CONVERTER 
is in Volume Production for... 


@® INDUSTRIAL MATERIALS HANDLING TRUCKS 


@ AUTOMOBILES 


The Long Torque Converter pro- 


vides smoother, 


nomical operation for industrial 
trucks. Combined with a hydrauli- 
cally-operated clutch it provides 
even greater flexibility in use. 


Available in 11- and 12-inch diam- 
eters, for engines ranging from 
90- to 200-lbs-feet torque, the Long 


faster, more eco- 


design is easily modified for a wide 
variety of other applications. Its 
design, incorporating use of eco- 
nomical stampings and leakproof 
welding, assures /ow cost. 


To prospective users of converters 
in these capacities, we offer low 
cost production and our complete 
engineering cooperation. 


LONG MANUFACTURING DIVISION « BORG-WARNER CORPORATION 
DETROIT, MICH. AND WINDSOR, ONT. 
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|New Mexico, Tennessee and Wis- 
consin. 

Despite the fact that bonus 
proposals previously were reject- 
ed by the legislatures or voters 
of most of these states and the 
others which have not previously 
granted World War II bonuses, 
sponsors of the plans leave no 
doubt as to their intention of 
continuing to press for favorable 
action. 

In an example of efforts to keep 
the bonus issue alive, petitions to 
initiate a $20,000,000 bonus bill for 
Maine veterans of World War II 
and the Korean conflict were re- 
cently requested from the Maine 
secretary of state’s office by State 
Rep. Arthur J. Dumais jr., Lewis- 
ton Democrat, who said the pro- 
posal would be financed by a bond 
issue. 


Dumais said he and others would 
circulate the petitions in an at- | 
|tempt to bring the bonus bill be- — 
fore the 1955 Maine Legislature. A 
| bonus bill was unsuccessfully spon- 
sored by Dumais in the 1953 Legis- 
lature. He said his proposal would 
| provide $100 to veterans serving six 
|months to one year in the United 
| States; $150 to those serving more 
than one year at home, and $200 
|to those with overseas service. 

* cs * 

ONUS bills have been unsuc- 
cessfully presented in nearly 
'every Maine legislative session 
|since the end of World War II. In 
| 1946, the Legislature approved a 
|bonus plan to be financed by a 
tobacco tax, but it was killed by 
the voters in referendum, 

States which previously author- 
ized payment of cash bonuses to 
|World War II veterans are Con- 
necticut, Delaware, Illinois, In- 
|diana, Iowa, Louisiana, Massa- 
|chusetts, Michigan, Minnesota, 
|Montana, New Hampshire, New 
| York, North Dakota, Ohio, Oregon, 
Pennsylvania, Rhode Island, South 
| Dakota, Vermont, Washington and 
| West Virginia. 

Bills extending deadlines for 
| filing claims under such bonus laws 
|were enacted this year by several 
|states, including Iowa, Montana, 
|Oregon and Pennsylvania. 











New Autocar Headquarters 


Opened in Charlotte, N. C. 


CHARLOTTE, N. C.—A $200,000 
sales and service headquarters has 
been opened here by Autocar Co.,° 
with E. R. Rowland as district} 
manager. 


Planned, designed, and equipped 
|to provide the latest facilities for) 
sales and service, the new 16,600-} 
square-foot, one-story brick build- 
ing is located at 220 Dalton Ave.” 
Supervisory personnel, in addition 
to Rowland, are William H. Gau- 
thier, service manager; John L. 
Brown, manager of the parts de- 
partment and Hugh V. Wyman, of-: 
fice manager. 





Dick McDowell | 
Pittsburg, Pa. 
ae 


3 YOUR BISHES 


. . or is it? 
SEE PAGE 15 

















Spicer has developed a fine balance between mechanical 


O years. This 


excellence and human efficiency during the past 5 
combination makes things come out right in the plant 


in the field. It is one of the big reasons why Spicer power 


transmission units have become the 


WET OLLATA od i, ee WALA] 
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ei ae modern plants doing 

much of their processing from raw 
iterial to finished product 

with engineering genius and 


anufacturing skill of the highest 


ve tet, Spicer controls 
nd maintains quality standards iil may: [: 9 
ned in the industry 


Millions and millions of automotive 
vehicies of every type have proved the 
correctness of Spicer equipment ad 
with billions of service miles throughout 
the world. Spicer follow-through 
in the plant pays big dividends to the 
automotive manufacturer and his 


buyers n performance and prestige. 


SPICER MANUFACTURING DIVISION 


re) OFT ele Lele Lilla) 5 Toledo 1, Ohio 


nf 
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49 YEARS OF 


SERVICE a) 





FN nenge sa ty who are alert, may 
now look forward to the inevi- 
table triumph of intelligence over 
fear. 

It is the same thing that St. 
Theresa of Avila was talking about 
when the caution was first given, 
“There is only one thing to fear 
and that is fear” . . . repeated in 
1580 by Montaigne, who said, “That 
in which I stand most in fear is 
fear.” 

Roger Bacon said, “Nothing is 
terrible except fear itself” ... 
while in 1860 Thoreau wrote, 
“Nothing is so much to be feared 
as fear itself.” 

That historical background 
gave the more recent biographists 
the chance to credit Franklin 
Delano Roosevelt, individually, 
with that wise aphorism. One of 
his ghost writers who had read a 
book must have known of the 
true origin of the phrase. 

However, be that as it may, a 

new world market is rapidly de- 
veloping for American men and 
women with brains. Joseph V. Sher- 
man, writing in Barron’s, says that 
J. S. industry is now spending 
nearly $2 billion a year on research 
and development work . . . almost 
as much money as it took to de- 
velop the first atomic bomb, largely 
inspired by fear. 

- * s 


Back to a Better Life 


OW-—that the administration of 

realists in Washington has 
silenced the guns in Korea, in six 
months of honest effort, after three 
years of shilly-shallying, the boys 
who were not among the 25,000 
killed can eventually come home 
and go to work. 

A survey of more than 25 
companies, known for their re- 
search activities shows that they 
spent around $350 million in 1952 
- - « & big enough sampling to 
show the trend, Research person- 
nel has grown accordingly .. . 
234,000, of whom 94,000 are engi- 
neers and scientists, with 140,000 
supporting workers. The large 
chemical companies are in the 
lead. 

Dupont, for example, spent $52 
million Union Carbide, $30 
nillion . . . while American Cyan- 
amid, with $18.8 million, had the 
highest research ratio of all the 
major chemical producers. The rest 
of the 25 spent corresponding 
mounts, while the rest of the 


Buffalo Firm Ships 
Reclaimed Rubber 


In Powder Form 


BUFFALO. — Reclaimed rubber, 
which usually is shipped in slabs, 
is now being produced in powder 
form by U. S. Rubber Reclaiming 
Yo., Inc. 

In the powdered form, shipments 
may be made in tank cars or bags. 
From the tank containers, it is 
»xossible to use automatic equip- 
nent to feed the rubber to pro- 
duction lines in plants. 


C. H. Peterson, executive vice- 
president of the firm, said that a 
new process had reduced time of 
preparation from about 24 hours 
to 24 minutes, The new process is 
continuous and automatically con- 
trolled. 


First, reclaimed tires are ground 
up. Machinery then separates the 
fiber from the rubber through a 
flotation process, with the fiber 
being blown off by an air steam. 

Then, the fabric-free rubber is 
ground fine, and mixed with an oil 
plasticizer. After another treat- 
ment, the material is reclaimed 
rubber, and can either be shipped 
in slabs or in powder form. 

The new process eliminates the 
long cooking process that was 
necessary to reduce the fabric ma- 
terial into soluble cellulose form 
for removal. 
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seven major chemical companies 
brought the total expenditure for 
research to $140 million . . . greater 
‘than for any previous year in 
history. 

Take, for another example, the 
translator developed by American 
Telephone & Telegraph Co., on 
which it spent part of the $18 mil- 
lion allocated for research. 

* . * 


Miraculous Invention 


T PROVIDES for an almost 
instantaneous connection with 
any listed telephone on the North 
American continent by a simple 
dialing, to which has been added a 
three-digit code, with a code for 
each of 90 areas in the United 
States and Canada. The code digits 
are dialed before the telephone 
number. 


The translator will first select 
the most direct and fastest route. 
If the circuit is busy, it will auto- 
matically pick out the alternate 
route ... all in the fraction of a 
second, Fifteen to 30 seconds is 
a fair average time to start the 


Willys Vehicles 
To Be Built by 


Japanese Firm 


TOLEDO. — Official approval by 
the Japanese Government of the 
first agreement ever signed for the 
manufacture of American motor 
vehicles in Japan has been an- 
nounced here by Hickman Price jr., 
president of Willys-Overland Ex- 
port Corp. 

The agreement is with Mitsubishi 
Heavy Industries Reorganized, Ltd., 
one of Japan’s largest manu- 
facturing concerns. 


Price said he joined with Shinzo 
Fujii, president of Mitsubishi, in 
expressing hope that the “mutual 
efforts of these two great manu- 
facturing organizations will con- 
tribute to the expansion of the 
Japanese economy and to the grow- 
ing spirit of goodwill between our 
two countries.” 


Fujii said: “We are convinced 
that technical collaboration be- 
tween our companies will render a 
great contribution towards the 
elevation of Japanese automotive 
standards and materially assist in 
the rehabilitation of the Japanese 
economy. The Jeep and other 
Willys four-wheel-drive utility 
vehicles are ideally suited to the 
needs of Japanese industry, com- 
merce and agriculture, as well as 
to the needs of the Japanese 
Government.” 


Mitsubishi will develop the manu- 
facture of its own parts to Willys’ 
specifications and is expected to 
reach 100 percent Japanese ma- 
terial content in the near future, 
Price said. 

Mitsubishi is establishing the 
manufacturing of Jeeps in _ its 
Nagoya plant, about 175 miles from 
Tokyo. This plant, one of the 
largest and most modern in the 
Orient, has a floor space of 3,246,- 
000 square feet. 


“Despite the vital need for all 
types of transportation in the Far 
East,” Price said, “dollar shortages 
and import restrictions heretofore 
have seriously limited the number 
of vehicles reaching the area.” 


Exide Operations 
Split Two Ways 


PHILADELPHIA, Establish- 
ment of two operating divisions— 
industrial and automotive — has 
been announced by S. Wyman 
Rolph, president of Electric Storage 
Battery Co., manufacturer of Exiae 
batteries, 


Roland Whitehurst, vice-president 
and director, has been appointed 
general manager of the industrial 
products division. Heading the 
automotive products division as 
general manager is Robert L. Som- 
merville, formerly assistant general 
sales manager. 


“Because of the different natures 
of our industrial and automotive 
businesses,” Rolph said, “we first 
separated our manufacturing facili- 
ties and more recently the engi- 
neering functions. This last step is 
best integrated and our overall ef- 
fectiveness even further increased 
by going one step further and es- 
tablishing two operating divisions.” 


"Packard Clippers’ a Winning Combination— 





we 


Burning up the league in Los Angeles were the Packard Clippers, entry of Earle 
C. Anthony, Inc. (Packard), in Little League Baseball. The team won its first seven 
games and, according to Anthony, lost its eighth game only because the photog- 


rapher arrived to take this picture. 





bell ringing at the destination of 
the call. (Just imagine . . . 22,000 
miles of wire .. . 130,000 switches 
... and 50 million hand-soldered 
connections. Weight of the steel 
frame for switches and wires: 
One-half ton.) 

“Hello, Joe Moofraw. How the 
fish bitin’ on Great Slave Lake?” 


“She bite fine.” 
“Okay, Joe, I’m flyin’ up tonight.” 
Now, witness the “Changing 


American Market,” as described by 
Gilbert Burck and Sanford Parker 
in that page advertisement for 
Life magazine. 

* + * 


Growing Prosperity 

are say, “The U. S. is becom- 
ing a one-class market of pros- 

perous middle-income people .. . 

family units with $4,000 to $7,500 in 

real disposal income—now comprise 

42 percent of the total. Their 
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number increased by 44 percent 
since 1947. Real disposable income 
more than doubled within the last 
50 years and, despite all, additional 
capita has risen no less than 12 
percent since 1947. 

“Americans have twice as many 
second babies as they did in 1940. 
The population, desipte the 
virtual cessation of immigration, 
is increasing faster than it has 
in 40 years.” 

Americans may be spending 
billions on products that are today 
struggling for the merest foothold 
in the market. 


What is the reason? Restless, en- 


thusiastic energy .. . lack of tradi- 
tional impediments . . . almost dog- 
matic optimism .. . and the special 


delight in the brand new. 


P. S.: Ideas, ideas, ideas for the 
markets of the world . . . money 
to buy new things, money that the 
crooks can’t hand to the politicans 
... confidence in an honest govern- 
ment at Washington ... and a 
heartfelt tribute to Robert Taft, 
who, in life stood as an example 
to all politicians who want to be 
decent ... in death, as a lesson 
to those who don’t know the mean- 
ing of the word character. 





RUCK SALES...Volume 
and Profits...GO UP! 


.. when you show 









Truck Chassis. 


Light Truck Dealers Find 
Carry-All Bodies Bring Business 


WRITE US TODAY and you will get a detailed 
answer that will pave the way to extra 
profits on truck sales to the service trades. 
Carry-All Service Bodies not only open up 
additional sources of business, they also put 
you in position to take tough dollar com- 
petition out of the truck sales picture. 


MORRISON CARRY-ALL SERVICE BODIES are a quality 
product with a splendid sales history. Attrac- 
tively priced and backed by over 40 years of 
manufacturing experience. Modern factory. 
Ample capacity. Dependable deliveries. 


CARRY-ALL MODELS to fit all 14, 34 and 1 ton 
truck chassis. No special tools or equipment 
needed. Any man in the shop can install. 


MORRISON CARRY-ALL SERVICE BODIES are actually 
wanted by the service trades. They tailor 
your truck to fit the customer’s needs. Get 
out from under the burden of “bidding” 
for sales and close more business. Be a 


Morrison Carry-All Dealer. 


© Write for the story TODAY! 


eT RMN IL, 





@ Morrison Carry-All Model B-910 for %4 and 1 ton 





Carry-All Body with 
Caravan Top. 


Carry-All Body equipped 
with Ladder Bows. 





ORRISON = 
AP) 


STEEL PRODUCTS, INC. 
680 Amherst Street, Buffalo 7, N. Y. 
ALSO MANUFACTURERS OF ROLY-DOOR STEEL SECTIONAL GARAGE DOORS AND MOR-SUN 





Carry-All Sliding Roof for 
fully enclosed body. 








Carry-All Body with Pipe 
Racks and Vise Bracket. 
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WARM AIR FURNACES 
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” Levy Holds 


Emergence 
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Background of Auto Excise Tax 


WASHINGTON. — Recent hear- 
ings by the House Ways and Means 
Committee have again sharpened 
public interest in Federal automo- 
tive excise taxes. 

To provide answers to many 
questions which arise in con- 

nection with Federal levies on 
automotive products, here is a 
summary of such excises: 


Present automotive excise taxes 
had their origin in the Revenue Act 
of 1932, except for the tax on diesel 


GM Buys Ambulance 


For Proving Ground 


CINCINNATI.—Hess & Eisen- 
hardt Co. has delivered a new S&S 
Superline Kensington ambulance to 
the General Motors proving ground 
at Milford, Mich. 

The ambulance provides the first 
company-operated ambulance serv- 
ice for nearly 1,000 automotive 
engineers, technicians and other 
personnel at GM’s 1,268-acre_ in- 
stallation. 





fuel, which was levied 
There have been substantial in- 
creases in the rates of all automo- 
tive excise levies since their in- 
ception, as follows: 


TAX 1932 RATE 1953 RATE 
Gasoline le per gal. 2c 
Oil 4c per gal. 6c 
Diesel fuel _— 2c per. gal. 
Autos, 

motorcycles 3% 10% 
Trucks, 

trailers 2% 8% 
Parts, ; 

accessories 2% 8% 
Tires 2%c per lb. 5c 
Tubes 4c per Ib, 9c 


During World War I, Congress 
passed an emergency revenue act 
which imposed a 3 percent tax on 
the manufacturer’s sales price of 
autos, trucks and motorcycles. The 
emergency nature of these taxes 
was recognized by Congress and 
they were repealed, bit by bit, until 
all had gone by the board in 1928. 

With the depression, Federal 
revenues dropped sharply, creating 


This is Mr. George H. Ward 





This is what he says 


“Fulton Lewis, Jr. reaches the 
average Chrysler new car buyer—that 
we know from our four year sponsorship 
of this commentator. Our experience has been 


gratifying. 


In comparison with other programs, 


Fulton Lewis, Jr., pulls!’’—George H. Ward, 
Chrysler-Plymouth Dealer, Auburn, N. Y., 
inaletter to W M BO, the Mutual station in Auburn. 


This is Fulton Lewis, Jr. 





whose 5-times-a-week program is available to local 
advertisers at local time cost plus low pro-rated 
talent cost. Currently sponsored on 364 stations by 
more than 750 advertisers (among them 64 auto- 
motive firms), the program offers a tested means of 
reaching customers and prospects. For availabilities, 
check your Mutual outlet—or the Cooperative Pro- 
gram Department, Mutual Broadcasting System, 1440 
Broadway, NYC 18 (or Tribune Tower, Chicago 11). 





|cedures in coupling and uncoupling 


| fire-fighting equipment and driving 


|it was explained by State Director | 





in 1951.]a budget crisis. To meet the emer- 


gency, the Government enacted, for 
general revenue purposes, “tem- 
porary” excise taxes on the items 
listed in the above table. The taxes 
were extended by the National In- 
dustrial Recovery Act of 1933, by 
resolution in 1935 and 1937, and 
by the Revenue Act of 1939. 

When World War II broke out 
in Europe in 1939, new emergency 
conditions were created. The 
Revenue Act of 1940 created a 
“defense tax for five years,” 
which included automotive excise 
taxes and extended their period 
of application until June 30, 1945. 

In the interim, the Revenue Act 
of 1941 authorized further increases 
in the levy, making all the 1932 ex- 
cises permanent at the increased 
rate. 

Automotive excise taxes have 
proved remarkably productive, 
yielding $1,699 million in 1951 and 
$2,100 million in 1952. 

Since the first income from auto- 
motive excises was received in 1917, 
the Federal Government has col- 
lected a total of $17,200 million. 
Of this amount, more than $16,000 
million has been collected since 
1932. 

The original intent of Congress 
in levying the automotive excises 
in 1932 is clear: They were to be 
temporary and they were to raise 
taxes for general revenue. 

In later years, when the ex- 
tension of these levies was pro- 
posed, Congress also drew attention 
to their temporary nature. 

The House Ways and Means Com- 


Rigid Exams Start 
For N. J. Drivers 
Of Heavy Trucks 


TRENTON, N. J.—In the first 
such move by any state, a new 
program of mental, physical and 
driving skill tests for trailer-truck 
drivers has been launched under a 
law enacted by the 1953 New Jer- 
sey Legislature. 

Some 15,000 drivers of heavy 
trucks, officials said, will have to 
submit this fall and winter to the} 
rigid examinations for a special li- 
cense if they wish to continue oper- 
ating such vehicles after Apr. 1, 
1954, 

An applicant must be at least 21 
to qualify for the new license, 
which is intended to prevent any 
but the most skillful and physically 
and mentally fit drivers from oper- 
ating heavy trucks. 

Applicants may now apply for the 
proper forms at the office of the 
State Motor Vehicle Division’s chief 
inspector and then appear at desig- 
nated points for his written and 
psycho-physical examination. Road 
and driving skill tests will be 
started Oct. 1, and will include a 
short oral test covering safe pro- 


vehicles, use of driving controls, 
maneuvers. 


Examinations, although rigid, will 
be given at no cost to applicants, | 





of Motor Vehicles William J. Dear- | 
den, who urged all trailer - truck | 
drivers to take their examinations | 
as soon as possible to avoid a last- | 
minute rush. 

“The holders of these new li- 
censes,” Dearden said, “will, we 
hope, be the true professionals of 
the road.” 


Driver Sues Firm | 
In Fatal Crash 


SPRINGFIELD, Ill. — Carl E. 
Teubner jr., of Lowder, Ill, has 
filed suit for $60,000 against Spring- 
field Motors, Inc., in the death of 
his wife and two children in an| 
auto crash. 

Teubner charges that the firm 
twice worked on his auto and re- 
turned it to him in an _ unsatis- 
factory condition. He further 
charges that when he expressed 
jissatisfaction, he was told to drive 
‘he car over the weekend and then 
bring it back. 

During that period, he says in the 
suit, the steering mechanism of the 
car failed and it crashed into a 
bridge abutment. 








This Beats the Band— 


Stan Roper (right), owner of Stan Roper 
Motors, Inc. (Cadillac-Oldsmobile), Benton 
Harbor, Mich., delivers an Oldsmobile 98 
to Clarence (Chic) Bell, maestro of the 
Original House of David Band and en- 
tertainment manager at the House of 
David Park. The car is Bell's fourth Olds- 
mobile. 





mittee recommended a two-year 
2xtension in 1935 in view of the 
continued Federal deficit, but said: 
“In spite of this recommendation, 





Treasury permits .. . If condition: 
permit, the Congress can, of course 
remove these taxes in whole or ir 
part before the expiration of . . 
the (two-year) period.” 

Congress made no provision in 
the gasoline tax law for ex- 
emptions or refunds for non- 
highway use of gasoline as do 
states in imposing a highway use 
tax, 

However, the tax on diesel fue! 
adopted in 1951 specifically states 
that the tax shall apply only on 
fuel intended for use in diesel- 
powered highway vehicles. 

Historically, there has never been 
any connection between the Federal! 
automotive excises and the grant- 
ing of Federal aid to states for 
highway purposes. 


General Acceptance Gets 


2 New Offices in East 


ALLENTOWN, Pa.—F. R. Wills, 
president of General Acceptance 
Corp., has announced the opening 
of new loan offices in Annapolis, 
Md., and Chambersburg, Pa. 

The Annapolis office was pur- 
chased from Tide Water Finance 
Co., and is General’s 14th office in 


your committee believes that these |Maryland. The Chambersburg office, 


Gen «a % 


soon as the 


Model 250 
(Dual Mounting) 





should be removed as | a new project, is the company’s 12th 
condition of the} 


office in Pennsylvania. 


The famous Sparton Tornado 


Cash in on one of the most popular horns ever pro- 
duced. Here’s the twin-trumpet, electric air horn 
that’s perfect for cars, trucks, buses, boats. Sturdy, 
graceful design of chrome-plated brass. Has stainless 
steel diaphragm. It’s all-electric, so there’s no in- 
stallation problem. No bulky tanks, pipes or com- 
pressor to fit; no motor “‘tapping”’ to be done. Just 


connect to electric system. 


No maintenance problem. 


Simple and dependable, with a voice that can’t be 
ignored. Also available in single mounting (Model 
260). Write for Catalog Sheet No. A29-1A. 


Profit by this new PRS 








4 Allows perpendicular 


1 Safeguards bulb — Exclu- 


sive Sparton 45° mounting 
cuts shock and vibration. 
Prolongs bulb life. 


2 Cuts socket corrosion — 


Dust, grime, moisture col- 
lect at base, cannot cor- 
rode offset socket. 


mounting — Offset base 
permits perpendicular 
mounting on any surface. 


Result: Directional signal lamps that hold up under any driving con- 


ditions. Ideal for cars or truc 


ks, for city or highway. Available in these 


Series 600 directional signal lamps. Send for Catalog Sheet No. VSE-3A. 





Model 650: 

Two-face, hollow-stud 
mount. Red and 
amber lenses 


Model 664-5: 
Semi-flush mount. 
Red (664) or amber 

(665) lenses 


MAKERS OF QUALITY 
AUTOMOTIVE EQUIPMENT 
SINCE 1900. 








Model 6105-06: Model 651-2: 
Flush mount. Red Hollow-stud, pedestal 
(6105) or amber mount. Red (651) or 

(6106) lenses amber (652) lenses 
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Buy U.S. Defense Bonds 
Today . . . For Your Future 
Security Tomorrow 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

N OUTSTANDING decision was 

rendered by the U. S. Supreme 
Court a few weeks ago. This court 
upheld the right of states to tax, 
as high as $1,580 annually, for use 
of each motor vehicle used on 
highways in the state. 

For illustration, in Coordinated 
Transport v. Illinois, 73 Supreme 
Court Reporter, 468, it was shown 
that the State passed a law tax- 
ing motor trucks for “use of the 
public highways.” 

The amount of the annual tax is 
dependent upon the gross weight 
of the vehicle. The tax ranges as 
high as $1,580 per vehicle. 

The Supreme Court held this 
State law valid. 

” * * 


Bank Negligence 
READER asked this question: 
“If by mistake a bank or fi- 
nance company fails to indicate its 
lien or chattel mortgage on a 
certificate of title, can it prevail in 





Rootes Manager 
Sees Demand for 


‘Economy Cars 


NEW YORK.—A sharp rise in | 
operating costs over the last several 
years is expected to stimulate de-| 
mand for “economy”-type cars, ac- 
cording to Henry Henkel, general | 
manager of Rootes Motors, Inc.,| 
manufacturer and distributor of 
the Hillman-Minx. 

Quoting an American Automobile 
Assn. survey which reports a 6)| 
percent increase in transportation | 
costs in a two-year period, Henkel 
believes that many prospective car | 
purchasers will begin to look} 
primarily for economy of operation | 
and lower maintenance costs rather 
than bigness or power. 

It now costs the average motorist 
about $908 to drive 10,000 miles 
in a year, compared with $861 in| 
1951, Henkel says, and there is no} 
indication that this figure will drop | 
in the near future. 

The answer, he says, lies in the | 
British-made Hillman and similar | 
“budget-operated” cars, which he 
describes as less expensive to oper- 
ate all along the line in terms of | 
gasoline, registration fees, oil, tires, | 
depreciation, insurance, downpay- | 
ments, monthly payments, sales 
taxes and even parking fees. 

The AAA report, Henkel points 
out, coincides with a new Rootes ad | 
campaign and with publication of | 
“Here Is Your Proof,” a booklet | 
showing savings of up to $807.95 the 
first year of driving a Hillman| 
Minx. 


Hagans Pleads 


Tax Innocence 


HIBBING, Minn.--A plea of in-| 
nocent to charges of income-tax 
fraud was entered in Federal Court | 
in St. Paul by Elisha M. Hagans, 
an auto dealer here. | 

He is accused of defrauding the 
Government of $12,497.61 in taxes | 
in 1947 and 1948. 

He allegedly declared an income 
for the two years of $116,134.88 
whereas the Government says it| 
should have been $136,165.24. Ha- | 
gans was released on $2,000 bail 
pending trial. 


Larry Kelly 
Boston, Mass. 
Ge & se 


IS YOUR BUSINESS 


sno ae ae 
SEE PAGE 15 





a suit filed by a _ subsequent 
purchaser to avoid paying the 
amount due on the mortgage?” 
According to a late higher court 
decision, the answer is no. 

For illustration, in Royal In- 
dustrial Bank of Louisville v. 
Klein, 110 N. E. (2d) 40, it was 
shown that an automobile owner 
held the prior owner’s Indiana 
certificate of title with a line for 
the purchaser’s name left blank. 
He mortgaged the automobile te 
a Kentucky bank whose officials 
did not examine the owner’s title. 
The owner then sold the automobile 
to an automobile dealer by insert- 


ing the dealer’s name as purchaser, 
and the dealer obtained an Ohio 
certificate of title. The automobile 
dealer then sold the automobile to 
an innocent buyer named Klein. 

* a * 


Mortgage Not Noted 

| bank sued Klein to gain 
possession of the automobile. 

However, the testimony showed 

that the bank’s chattel mortgage 

was not noted on any Ohio certifi- 

cate of title. 

Hence, the higher court held 
that Klein could keep possession 
of the automobile, 

This court explained that if 
Klein’s Ohio certificate of title had 
noted thereon any indication of the 
chattel mortgage held by the Ken- 
tucky bank, the latter could have 
repossessed the automobile from 
Klein. 











The Chief a a + Right to This Emblem— 


29 
Harvey Mack, owner of Harvey Mack Pontiac Co., Detroit, has a valid reason to 
make full use of the Pontiac emblem. He was elected an honorary chief of the 
Ottawa tribe in 1950, with the title Tehi-Bwon-Diac, which in English means Chief 
Pontiac. Mack has been a dealer for more than 30 years. 
i 
| 
' 
| 


Wondering how new-car and truck production and sales re ‘making out? AU TOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive inGuesry, every _ week SReeenree the year. 


Heres why. leading trailer manufacturers 


and operators specify 






1 Recognized everywhere as “The Accepted 
Standard” for quality! 


Modern design resulting from nearly a half- 
century of TDA axle engineering experience 


and leadership! 


Tw, PAY You To Bo Modem... Go TOAL 


THE TIMKEN-DETROIT AXLE COMPANY 
WORLD'S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS 


PLANTS AT: Detroit and Jackson, Mich. ¢ 
Ashtabula, Kenton and Newark, Ohie ¢ 


« 


Oshkesh, Wis. * 
New Castle, Pa. 


DETROIT 32, MICHIGAN © 


Utica, N.Y. 


trailer axles and brakes! 


A complete line of trailer axle capacities 
to fit every need! 


3 
4 


Recent expansion in capacity of the world's 


finest trailer axle plant to supply the ever- 
increasing demand! 
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Dealer 


Robert L. Hook, former general 
manager of Cooke Chevrolet Co., 
Louisville, has taken over the oper- 
ations of Highland Chevrolet Co., 
Louisville, from Fred T, Hafendor- 
fer, owner of the business for 29 
years. 

Hafendorfer will retain owner- 
ship of property, but Hook has 
signed the franchise agreement 
with Chevrolet. Hook is also vice- 
president of Motors Investment 
Co., an auto financing concern. 

* e e 


York Joins Logsdon 


Harold R. York, for 14 years 
with Joe Fisher (Dodge - Plym- 
outh), Portland, Ore., has become 
a partner of R. M. Logsdon of 
Logsdon Motor Co. (Pontiac), 
Boise, Id, Starting next year the 
firm name will be changed to 
Logsdon-York Motor Co, 


* * * 
Self’s L-M Dealership 


Acquired by Theisen 

Joseph C. Theisen has bought Ken 
Self Motors (Lincoln-Mercury) 
from Kenneth Self, Twin Falls, Ida. 

Self had operated the dealership 
since 1949. Theisen formerly was 
a Ford dealer in La Junta, Colo., 
and more recently was associated 
with his father-in-law’s Ford 
business in Great Bend, Kans. 

* » * 


Sumption Motor Is Handling 


Cadillac, Olds After Switch 

Sumption Motor Co, (Cadillac- 
Oldsmobile) is occupying tempor- 
ary quarters at 4000 Fourth Ave., 
in Moline, Ill., while its new build- 
ing is being completed at 2101 
Fifth Ave. 

Fred J. Sumption is president, 
and Don McChesney, vice-presi- 
dent. This is a new dealership for 
Oldsmobile and Cadillac. Sumption 
Motor was formerly located in 
Rock Island, Ill., where it sold its 
DeSoto- Plymouth dealership to 
Lyn Hoover, operating under the 
name of Hoover Motor Sales. 

* = + 


Indiana Dealers Again Give 


Cars for Driver Training 

For the sixth consecutive year 
auto dealers of St. Joseph County 
are providing new cars for the 
driving-training programs in South 
Bend and Mishawaka public high 
schools. 

James F. Nelson, president of the 
dealers association, said cars will 
be provided during the coming 
school year by Scherman-Schaus- 
Freeman Co. (Studebaker); Nelson 
Pontiac, Inc.; Goes Motors, Inc. 
(Nash); L. O. Gates Chevrolet 
Corp., and L. O. Gates Chevrolet, 
Inc. 





* * * 


Danner Fills 3 Posts 


Dick Danner Motors (Ford), 
Fort Worth, Tex., has named 
Lade Conlee sales maneger, Bob 
Ferrell service manager and Cliff 
Viertel parts manager. 


Scaife in Minneapolis 
Fred Scaife has been named 
used-car manager of Barington 
Chevrolet Co., Minneapolis. He 
formerly was used-car manager for 
The Smiling Irishman in Los 
Angeles. 


Ex-Nash Aide in Deal 
Suburban Nash Co., Inc., has 
opened at 5606 W. Broad St., Rich- 
mond, Va. T. W. Riffle, general 


manager, formerly was _ district 
manager for Nash. 4 
* * 


Bolton Adds Lot 


Paul Bolton, Inc., Dayton, has ex- 
panded its used-car operation by 
taking over the lot formerly oper- 
ated by Max Ablon of Dayton Mo- 
tor Sales. 


* > * 


4-Way Switch Marks 


Cleveland Auto Scene 

A major change in Cleveland 
dealerships has taken place with 
the appointment of Joseph Cole 
as president and Phil Fleishman 
as general manager of Cole 
Motors, which has become a 
Chrysler-Plymouth firm in subur- 
ban Cleveland Heights. 

The former owner, Leo J. Con- 
way., now is constructing a Cadil- 
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lac dealership in suburban Shak- 
er Heights. 

The Cole Studebaker dealership, 
meanwhile, has been taken over 
by Harold A. Evans and Sid Eger. 
Evans and Eger had owned a 
Cleveland used-car concern, 
Colony, which they sold to Big 
Town Motors. 

* * . 


Muir Gets Roemer Post 
R. W. Muir has been named gen- 
eral manager of Bert Roemer Mo- 
tors, Pahokee, Fla. Muir joined 
Roemer in the spring, and before 
that was in the auto business in 
Miami and Fort Lauderdale, Fla., 
for eight years. 
* * 


Newberry (S.C.) Deal Sold 


By Hayes to Kirkegard 

Dave L. Hayes, owner of Hayes 
Motor Co. (Pontiac), Newberry, S. 
C., has sold his business to H. B. 
Kirkegard, former Pontiac -GMC 
dealer in Silver City, N. C. 

Hayes has been in the automobile 
business in Newberry since 1934, 








Flynn Livery Buys Fleet of Cadillacs— 


Cadillac's Chicago branch made one of its largest deliveries when Flynn Auto 
Livery received six 1953 Series 75 limousines. Participating in the delivery are (from 
left), William McNamara, used-car manager and manager of Cadillac's Michigan Ave. 
sub-branch; Leslie J. Olsen, general sales manager; Edward Pribilski, owner of the 
Flynn firm; Edward T. Mueller, Flynn superintendent, and Frank J. Tully, new-car 
salesman. 





during which time he operated a|the South Carolina Automobile 
repair shop and handled Cadillac! Dealers Assn. 

and Pontiac. He is a member of the emits 

Automobile Old Timers Club, He Cooke Nominated 
served as mayor of Newberry in 
1946-47, and is a past director of 





Broadway Chevrolet Co., Louis- 





ville, has received the nomination 
of the Republican Party in the 
city and county for the post of 
County commissioner, He polled 
more than twice as many votes 
as three other candidates collec- 
tively. — 
+ 


Waters Moves L-M Deal 


Into New Lakeland Home 


Lakeland Lincoln Mercury Co 
has moved into its new home at 
941 E. Main St., Lakeland, Fila. 
Officers of the firm are Griner 
Waters, president, and James O. 
Blackmon, manager. 

Other supervisory personnel in- 
clude Billy Ford, office manager; 
Harold Bevis, used-car manager; 
Tony Scortino, parts manager, and 
David Miller, service manager. 


o e o 
Boys’ Man 
Club Honors Dealer Greene 


For His Support 


The third “Man and Boy” award 
ever to be made in Florida by the 
Boys Clubs of America has been 
presented to a Miami auto dealers. 

J. W. Greene, owner of Trail 


Almond Cooke, president of | Pontiac, Inc., was voted the Boys 


(Continued on Page 31, Col. 3) 


SHORTER TERMS. 





FOR successful time sales in this busy new 
car market—GMAC recommends the shorter 
terms that march toward early ownership! 
Shorter terms bring satisfied customers 
back to you sooner, ready to buy again. 
By speeding your turnover, shorter terms 


open headway for increased sales and profits. 


And those profits give you leeway to attract 
better trade-ins. 

When you arrange a time-payment deal— 
it will pay you to encourage shorter terms 
and larger payments. Arrange your prospect’s 
payments to fit his purse, on the GMAC Thrift- 
Guard Plan. Then he is assured of consid- 


GENERAL MOTORS ACCEPTANCE 








wich Pee 
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Ford Dealer Treats Girl Champs to Trip— 

Max Sperry (second row, left), Ford dealer of Ligonier, Ind., recently took members 

3 of the championship ‘‘Fordomatics” girl softball team to Dearborn for a visit to 
the Ford plant and Rotunda. Sperry has sponsored the team for three years. 





Cox-Summerford Deal 


The Studebaker dealership in 
Panama City, Fla., formerly known 
as Child’s Motor Co., has been pur- 

i chased by Harold Summerford and 
Hubert Cox. Summerford’s father, ! 


E. F. Summerford, will be general 
manager. Cox will serve as man- 
ager of the service department and 
Harold Summerford will head the 
new and used-car departments, 








Dealer 


AUTOMOTIVE NEWS, SEPTEMBER 14, 1953 


31 





Doings 


(Continued from Page 30) 


Clubs’ highest honor for his finan- 
cial support and personal work in 
behalf of the Miami club. 


Beebe Rebozo, a director of the 
Boys Clubs, said that since the 
Miami club’s beginning Greene had 
been a faithful cash contributor— 
on condition that his help be treated 
anonymously. ‘ 

* 


Indianapolis Chevrolet Group 


Gives Truck to Salvationists 


Members of the Indianapolis 
Chevrolet Dealers Assn. have pre- 
sented a new Chevrolet pickup 
truck to the Salvation Army for 
use at its camp for underprivi- 
leged mothers and children at 


Oaklandon, 
* . * 


Noble Marks Big Year 
The Noble Lincoln-Mercury deal- 
ership, 204 W. Superior St., Koko- 
mo, Ind., has celebrated its first an- 
niversary by redecorating. Mr. and 
Mrs. O. L. Noble, partners in the 
firm, announced that the number 


of employes had increased from 12 
to 26 in the first year, and that 
sales had increased 100 percent. 
They also estimated an 85 percent 
increase in service work. 

+ * + 


Weilert in Grand Opening 
Weilert Motor & Implement Co. 
(Kaiser), Hays, Kans., held its 
grand opening recently. Free re- 
freshments, gifts and door prizes 
were featured. 
* * aa 


Hays Wins Contest 
Hays Equipment Co. (Packard), 
Hays, Kans., won the June contest 
in Packard’s Kansas City zone for 
showing the greatest business in- 
crease over the previous month. 
Reginald LaBunger, owner, said 

the increase was 300 percent. 

a7 * * 


Ayers Motors to Double 


Sales, Service Facilities 


Avers Motor Co. (Cadillac-Olds- 
mobile), of Chattanooga, Tenn., 





erate treatment if his circumstances change. 
He saves time, expense, worry and 
trouble because you use GMAC. And 
you gain 4 ways: (1) Control of the whole 
; transaction. (2) Gross from time contracts. 
(3) Extra business from satisfied customers. 

(4) Repeat sales from GMAC service. 


CORPORATION = 


The GMAC Thrift-Guard Plan 
available to General Motors Dealers: 







GMAC 


| — — 
TIME PAYMENT 


PLAN 


CHEVROLET « PONTIAC « OLDSMOBILE 


A .TIg@Q) 





BUICK ¢ CADILLAC 


-ésig HIGHER PROFITS! 





has announced plans for a $110,- 
000 building at Twenty-First and 
Broad Sts. 

James A. Ayers, president, said 
that the building will double the 
firm’s space for sales and service 


business. 
* * * 


Grabham Joins Staff 


Frankhauser Motors, Inc. (Ford- 
Mercury), Anthony, Kans., has 
hired Bill Grabham as assistant 
manager. Grabham recently sold 
Grabham Motor Co. (Dodge-Plym- 
outh) in Anthony, 


* * * 


Willys Names Lloyd 


Lloyd Motor Co., Clay Center, 
Kans., has received a Willys fran- 
chise. Iliff and Clyde Lloyd are 


owners, 
* * . 


Dailey Opens Lot 
Dailey Motor Co. (Chevrolet), 
Oakland, Calif., has opened a new 
used-car lot, according to Jerry 
Dailey. 
+ * * 


S. F. Packard Dealer 


Barney Norwitt’s Automotive 
City, San Francisco, has received a 
Packard franchise. The firm’s head- 
quarters have been modernized. 
Paul O’Leary is sales manager, and 
Paul St. Clair is service manager. 

* + o 


Becker Names Godwin 


Ralph M. Godwin has been named 
manager of the Beverly (O.) branch 
of Becker Motors, Inc. (Ford), of 
Marietta, O. He succeeds the late 
N. H. Becker. Godwin has been 
with the company since 1936. 

* + * 


Credicott Branch Set Up 


Credicott Motor Sales, of North 
Baltimore, O., has established a 
branch on Dixie Highway at the in- 
tersection of State Route 18 and 
US-25. Reno Whitehead will man- 


age the branch, 
« * * 


Roberts in New Home 


Roberts Motor Co., Augusta, Ga., 
has moved into its new head- 


quarters. 
oo * * 


Smith Chevrolet Expands 


A. B. Smith Chevrolet Co., Port- 
land, Ore., has completed a major 
expansion program, A second build- 
ing at 1525 S. W. Alder St. has been 
added. Simultaneously, the firm 
opened a third used-car location at 
N. E. 14th Ave. and Sandy Blvd. 


Ferrell-Hicks Slicks Up 


A new $330,000 sales and service 
building has been opened by 
Ferrell-Hicks Chevrolet at 5727 S. 
Ashland Ave., Chicago. The new 
facility has about 20,000 square feet 
of space and is equipped with the 
latest tools and machinery, accord- 
ing to Bert Ferrell, president. 

* * * 


New Posts for 2 in Pa. 


Salesman Frank Gross has been 
named sales manager of Bauman 
Chevrolet, Wilkinsburg, Pa., suc- 
ceeding H. C. White, who has 
joined Bruce Browne, Inc. (Olds- 
mobile), McKeesport, Pa. 

* a * 


$250,000 for Showroom 


Nolan Mercury, Inc., has an- 
nounced that it will spend $250,000 
on a new showroom in Euclid, O. 

* * * 


O’Donohue Names Two 


O’Donohue Motors (Hudson), El 
Paso, Tex., has announced the ap- 
pointment of Ray Forti as service 
manager and Vic Thunberg as serv- 
ice sales supervisor. 

7 7 


Brittle Gets Credit Post 


Clay T. Brittle, of Warrenton 
Supply Co, (Nash), Warrenton, Va., 
has been elected president of the 
Credit Bureau of Fauquier County. 
He has been active in civic affairs 
for many years. 

- > * 


Scott Takes U. S. Post 

George T. Scott, formerly Pon- 
tiac dealer at Baker, Ore., has 
been appointed a field represent- 
ative for the Department of the 
Interior by Secretary Douglas 
McKay. 


* * * 


Northern Chevrolet Sold 
Northern Chevrolet, Inc., Jackson 
Heights, N. Y., has been acquired 
by Harry M. Williams, who was a 
(Continued on Page 44, Col. 3) 
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Outlying Plants Spur Auto Sales .. . 





New England Gets Back on Feet 


trical firms in New England. The | more than in the rest of the 


BOSTON.—New England is con- 
verting itself from a textile “has- 
been” to a new electronics empire, 
with fat pay envelopes for its 
workers. 


Electronics plants are springing 
up in the cow pastures and re- 
cruiting workers from miles 
around, making it imperative for 
workers to have auto transporta- 
tion. 

Because of the trend of building 
new plants in outlying towns and 
communities, the used-car business 
has been given a badly needed shot 
in the arm. Public transportation 
facilities will not catch up with the 
movement to rural areas for years 
to come, experts say. 

New England now has 466 elec- 
tronics plants, with new ones going 
up monthly. Massachusetts has 
229; Connecticut, 182; Rhode Island, 
34; New Hampshire 12; Vermont, 5, 
and Maine 4. This constitutes more 
than one-seventh of the nation’s 
electronics industry. 

In 1944, there were only 88 elec- 





Now car owners can drive after dark and really 
like it! Guide’s new Autronic-Eye automatically 
takes over the entire job of headlight control 
. . . adds safety and convenience by ending 


Federal Reserve Bank of Boston 
says New England’s chief indus- 
trial opportunities depend on the 
durable industries. During the 
first half of this year, the bank 
said, 3,600 new corporations were 
started in the region, 20 percent 





Chicago Dealers Alerted 


On Service Racketeer 


CHICAGO.—Dealers have been 
warned by the-Chicago Automo- 
bile Trade Assn. to be on the 
lookout for a racketeer who says 
that his wrecked car is in another 
garage and that he needs money 
to pay towing charges before it 
will be released for repair in the 
dealer’s shop. 

The man is described as six 
feet tall, weighing 165 pounds, 
and wearing checked slacks and 
a sport shirt. A Negro, he is said 
to use the name of David Lowe, 
2640 W. Washington St. 





““when-to-dim” guesswork. 


The Autronic-Eye phototube unit on the instru- 
ment panel picks up approaching headlight 
beams . . . flashes an electronic command to 
an amplifier under the hood—and lights dim 
automatically! When all oncoming traffic has 





country. | 

Hundreds of New England firms | 
have certificates of necessity from | 
the Government making them elig- 
ible for priorities. As of July 1, the} 
total of these certificates was $689,-| 
876,067, the bank reported. 

The electronics, plastics and| 
chemical industries are relatively 
new and growing, and seem to be 
“naturals” for New England. Ac- 
cording to the report given by the| 





Arthur D. Little, Inc., research firm 
to the Federal Reserve Bank: 

“1, They can find in New England | 
the skilled labor they must have. | 

“2. Most have a material base in| 
the area or in Eastern Canada. | 

“3. They specialize in small bulk, | 
high quality products. 

“4. They are oriented to local} 
markets. 

“5, They have their origin in the 
technical research which is con-| 
stantly going on in Greater Bos-| 
ton.” 

The Little firm also reported 


passed, the Autronic-Eye brings headlights back 


to bright again —automatically! 


Ask your Cadillac, Oldsmobile, Pontiac or 
Chevrolet dealer for an Autroni¢c-Eye .demon- 
stration ... or write for complete-information. 


GUIDE LAMP DIVISION e¢ 


GENERAL MOTORS CORPORATION e 








Dattilo Motor Sales Joins Packard Family— 


Civic leaders of New Castle, Pa., participated in ribbon-cutting ceremonies at the 
opening of Dattilo Motor Sales, new Packard dealership. Among those shown are 
Jim Dattilo (fourth from left); Edward DeCarbo, mayor, cutting the ribbon; Pat J. 
Frank (third from right), Packard zone manager, and Jonathan S. Hart (second from 


Ea 


that the area’s plastics industry 
now handles well over 25 percent 


| of the nation’s plastics products. 


It said New England numbers 
more plastic companies than any 
other section of the country, it 
leads in fabrication and plastics 
research and its plants are larger 
now than the average U. S, plas- 
tics plant. 

The new industries are building 
their plants with parking areas and 
landscaped lawns. Newest plant is 
the electronics division of Sylvania 
Electric in Woburn, Mass. Cows 
graze around a pond just off its 





AUTRONIG- EVE 


AUTOMATIC HEADLIGHT CONTROL 


ANDERSON, INDIANA 


lawn, and it is surrounded by small 
farms. 

Biggest electronics firm is Ray- 
theon at Watertown, Mass., with 
12 plants, and a $200 million back- 
log of unfilled government orders 
for radar, radio equipment and 
digital computing machines. 


20 Pct. Increase 
Sought in Mass. 


Insurance Rates 


BOSTON. — Proposals for a 20 
percent increase in Massachusetts 
compulsory auto insurance rates 
for next year, and a plan whereby 
drivers under 25 and operators of 
commercial vehicles would bear the 
brunt of the boost, have been filed 
with Joseph A. Humphreys, State 
insurance commissioner. 


The recommendations were filed 
by the Massachusetts Automobile 
Rating and Accident Prevention 
Bureau. The plea for the higher 
rate was based on loss experience 
for 1950-52. 


Six previous recommendations 
for adoption of the plan have been 
rejected by the State Insurance 
Department, but no serious effort 
was made by companies to have it 
approved. 


In recommending the _ classi- 
fication plan, the bureau said that 
approximately 70 percent of private 
cars would not have to pay an 
additional rate. 


The remaining 30 percent, the 
| bureau said is about equally divided 
between cars operated by drivers 
under 25 and commercial vehicles. 


The plan proposes the lowest 
rate for the ordinary driver; a 
isecond rate for drivers under 25, 
who would pay 25 percent more, 
and a third rate for cars owned by 
business firms and _ corporations, 
which would pay 5 percent more 
than the lowest rate. 

In recommending of a virtual 20 
percent rate increase, the Bureau 
says insurance companies as a 
whole lost money on compulsory 
insurance in Massachusetts in 1952. 

Under the law, the commissioner 
is directed to announce a tentative 
rate schedule Sept. 15. But rate 
announcements have been delayed 
until November and December in 
recent years as a result of a Su- 
preme Court ruling that the dead- 
line was elastic. 








Airport-Highway Plans 
Reviewed by U. S. 

WASHINGTON.—Methods df cut- 
ting ground travel time between 
airports and the cities they serve 
are outlined in a new booklet, “City 
to Airport Highways,” issued by the 
Civil Aeronautics Administration. 

The advantages of limited access 
expressways in solving city-to-air- 
port traffic problems are explained, 
and examples are cited as to how 
cities around the country have 
planned to correct highway defici- 
encies in the vicinity of airports. 

The booklet is on sale by the U. S. 
Government Printing Office at 20 
cents a copy. 


Bill Meskill 
Kansas City, Mo 
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Here’s what you’re looking for! 
An advertisement that spells the “‘sell” in a 


Added measure 


0 For it highlights a specific example of how GM engineering 


makes a GM car a better buy—dramatically presented 
he 
: sales help 





by a true-to-life photo 

graph of GM engine i i 
and hard-hitting fact-backed copy. ee 
This is the latest of the new series of “Key” campaign 
advertisements appearing monthly in leading national 
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HERE are many reasons why you get more for your 
money in any General Motors car you buy—whether 
it be a Chevrolet, Pontiac, Oldsmobile, Buick or Cadillac. 


Take engines, for example. Long life depends upon 
perfect matching of their moving parts. Yet smooth as 
these highly machined surfaces may feel, they are 
actually ridged with microscopic peaks and valleys as 
infinitesimal as one-millionth of an inch. 


So here you see how GM insures a more perfect match. 
This production man is using a high-precision electronic 
instrument called a Surfagage®, developed by GM 
Research to measure the exact degree of roughness in 


GENERAL Morors 


“Your Key to Greater Value—the Key to a General Motors Car’ 


crankshafts, pistons, bearings, cylinder walls and other ; 


wearing surfaces. 

With this unique instrument laboratory-accurate meas- 
urements of surface roughness can be made instantly, 
right on the production line. It gives engineers in every 
GM production or assembly plant a split-hair check on 
parts’ surfaces, insuring perfect matching. 

In the making of every GM car there are literally hun- 
dreds of super-precision tests like this on transmissions, 
bodies and frames, as well as engines, which insure 
longer wear and smoother performance. That is one of 
the big reasons why the key to a General Motors car is 
your key to greater value. 
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Mack Truck Holds Open House— 


More than 4,000 residents of Allentown, Pa., attended an open house held at the 
Mack Motor Truck Corp. factory. Highlight of the event was a guided tour of one 
of the main assembly lines. Mack fire apparatus, buses, off-highway trucks and 
military vehicles were on display. Shown here (from left) are Brighton C. Diefenderfer, 
Allentown's mayor; W. Denis Kendall, manufacturing vice-president of Mack; Albert 
G. Crockett, director of sales development, and Maj. Harry K. Trend, commanding 
officer of Lehigh Valley's Marine Corps reserve detachment. Trend was presented 
with a pedigreed bulldog mascot for his detachment. 


C.1.T,. Advances Morgan district manager of the East 


Robert L. Morgan has been pro-| Orange (N. J.) branch of Universal 
moted from sales representative to|C.1.T. Credit Corp. 








Auto Personnel 


Binks Mfg. Co., maker of spray 
painting equipment, has announced 
the opening of a new branch sales 
office and warehouse at 3527 N. 
Ninth St., Philadelphia. 

P. J. Peters has been appointed 
branch manager of the territory 
that covers eastern Pennsylvania, 
Maryland, Delaware and southern 
New Jersey. 

. s * 


Truck-Trailer Appoints 


L. V. Anderson, formerly Kansas 
City zone manager for GMC, has 
been named manager of Truck- 
Trailer Supply Co., Stafford, Kans. 

* * 7 


Plastics Engineers Choose 


Underwood As Secretary 


Walter F. Oelman, president of 
the Society of Plastics Engineers, 
announces that P. J, Underwood 
has been appointed executive secre- 
tary. 

Underwood, formerly a com- 
modity-industry analyst in the 
Miscellaneous Metals & Minerals 
Division of the Department of 
Commerce, has been in organi- 


zational and public relations work 
serving as field representative and 
executive assistant for trade as- 
sociations in Washington. 

* * om 


Rohm & Haas Election 


Fills Vice-Presidency 

John C. Haas today has been 
elected a _ vice-president and 
member of the executive commit- 
tee of Rohn & Haas Co., Phila- 
delphia, manufacturer of chemi- 
cals, resins and plastics. He has 
been a director of the company 
since 1948. 

Haas joined the company as a 
development engineer in 1942. He 
was named assistant manager of 
the Houston plant in 1950. 

s s * 


U. S. Steel Unit Appoints 
Sted District Sales Head 


Norman M. Sted, manager of 
manufacturer product sales of 
American Steel & Wire, a divi- 
sion of U. S. Steel Corp., has been 
appointed sales manager for the 
Cleveland district, according to 
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GRIZZLY EXCHANGE BRAKE SHOE LININGS 
NOW IDENTIFIED BY MAKE AND GRADE 


Buying exchange shoes need no longer be a 
gamble! Now you can be sure that you will 
get the exact type of lining you order! For 
your Grizzly Distributor now clearly brands 
each Grizzly-lined exchange shoe with the 
Grizzly name and grade. 


So now, with this complete product identifi- 
cation, it pays more than ever to fill your 
brake lining needs through your Grizzly Dis- 
tributor. He is fully equipped to give you fast, 


Most Grizzly Distributors 


complete exchange service. He is well stocked 
with the finest brake linings you can buy— 
Grizzly SAFTIBOND-SYNCRO or SAFTIBOND- 
SILVERTIP for bonding... and Grizzly SyNcrRo 
or SILVERTIP drilled and countersunk sets 


for riveting. 


Get your money’s worth—buy ’em branded 
from your Grizzly Distributor! Grizzly Manu- 
facturing Company, Paulding, Ohio. 


pack branded relined shoe sets 


in cartons, labeled with 


FMS Set No. and lining type. 


sae 
Grizzly Drilled 

and Countersunk Sets 
Silvertip for deluxe or severe 


service ... Syncro-Sets for 
standard duty. Individually boxed. 


GRIZZLY 


*tG. us Par 


BRAKE LINING 


NATIONALLY ADVERTISED! ... Big, dramatic 
Grizzly ads appearing regularly in The Saturday 
Evening Post and Collier's and closely coordinated 
Grizzly merchandizing material help you get more 


brake service business! 


John Graham, general sales man- 
ager of the division. 

Sted succeeds Paul B. Gilroy, 
who started with the company 
in 1911. Sted has been with Ameri- 
can Steel & Wire for 27 years. 


Named as assistant district sales 
manager was Harry F. McAner- 
ney, who also has been with the 
firm 27 years. 


Oneida Realigns 
Its Sales and 
Fiscal Staffs 


Percy A, Thrasher, vice-president 
of Oneida Products Corp., Cana- 
stota, N. Y., has announced the 
appointment of Arthur G. Lindley 
as assistant secretary and assistant 
treasurer. He succeeds John R. 
Davis. Lindley formerly was as- 
sistant treasurer of Sterling, Inc.; 
Ferguson Brother Mfg. Co. and Sun 
Glow Industries, Inc. 


Oneida also announced that 
Charles B. Miller, former chief ac- 
countant, had been advanced to 
comptroller. 

Charles W. Trout, vice-president 
and director of sales, announced 
the following changes in the sales 
department: 

Lynn Parks, former project en- 
gineer of the Oneida Monobilt bus 
and chassis, has been advanced to 
sales engineer of the corporation, 
while Mead Hedglon will continue 
as assistant sales manager of 
school bus sales. He has been with 
Oneida for 12 years, having been 
personnel manager prior to being 
transferred to the sales depart- 
ment. 

James B. Summers has been 
transferred from cost administra- 
tor to assistant sales manager in 
charge of defense contracts. He 
joined the corporation in 1946. 

* 7 - 


Ford Names Stone as Head 


Of Midwest Dealer Office 

Appointment of Frank A. Stone 
as manager of the midwest branch 
of the dealer development office, 
sales and advertising staff of Ford 
Motor Co. has been announced by 
Harley F. Riley, dealer de- 
velopment office director. 

Stone will be responsible for the 
operation of dealerships in the 
midwest. His headquarters will be 
in Detroit. 


* » * 


Goodrich Names Allen 


Dwight L. Allen has been named 
manager of American Anode sales 
|for B. F. Goodrich Co.’s industrial 
products division, it has been an- 
nounced by R, V. Yohe, vice-presi- 
dent. Allen has been with Goodrich 
since 1936. 





* * * 


Semanson Promoted 


John N. Semanson has been ap- 
| pointed Michigan district manager 
|for Toledo Steel Products Co., ac- 
| cording to H. S. Riley, general sales 
| manager. Semanson previously had 
contacted jobbers, fleets and repair- 
men in a sales capacity. 
t * * 


Eaton Ups Berge 
| Richard H. Berge, assistant plant 
manager of Eaton Mfg. Co.’s pump 
division, has been promoted to 
plant manager, according to F. H. 
|Mott, general manager. The plant 
is located in Marshall, Mich. 
. « * 


Mulvaney Promoted 

W. F. Mulvaney, sales manager 
of the Bemis Bros. Bag Co. paper 
bag plant at Peoria, Ill., has been 
appointed supervisor of multiwall 
paper bag sales for the entire com- 
pany. R. L. Baker jr., formerly as- 
sistant sales manager, succeeds 
Mulvaney at Peroia. 

z ~ * 


Borden Picks McIntosh 
William F. McIntosh has been 
named assistant sales manager of 
Durite products by the Borden Co. 
chemical division, His headquarters 
will be in Philadelphia. 
* + - 


Duhn and Voorhees Boosted 


In Chrysler Engineering 
Appointment of J. W. Duhn and 
H. R. Voorhees as assistant chief 
engineers in the electrical section 
of Chrysler Corp.’s engineering i- 
vision has been announced by P. 
(Continued on Page 40, Col. 3) 
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He’s no mystery man—simply the fellow with an 
average family annual income of $5,000 or more. 


Here, for instance, are some Federal Reserve 
Board Facts— 





Incomes over Incomes under 

5, $5,000 
Spending units 11,000,000 42,000,000 ; 
Car Ownership 89% 54% 
| 


New cars purchased 
in 1951 2,332,000 2,068,000 


Dollar for dollar the $5,000 and over group is America’s 
biggest, best and most profitable new car market. 








NO “LIFETIME” BUYS 
FOR NEWSWEEK FAMILIES! 


Sell the average man a new car—and he’s out of the 
market for years. Sell the NEWSWEEK reader and he’s 
back in the showroom in about two years. 


NEWSWEEK readers go for the new ideas, new models 
—and most important, can afford to buy them. 
Consider: 


78.4% of NEwswEEk families are in the 
$5,000 and over income group. 


94.2% own cars—24.9% own two cars. 


77.2% of NEwswEEK family cars are 
bought new against a national figure 
of 38%. 


It’s small surprise that so many Big Names in the auto- 
motive world advertise in NEWSWEEK. 





X 





ALL THESE BIG NAMIES 
IN VNIOTORDONIT ARE CURRENTLY 
ADVERTISED IN NEWSWEEK 


Cadillac 
Chevrolet 


Chrysler 
DeSoto 

Ford 

Dodge 

General Motors 


Hudson 
Jaguar 
Kaiser 
Lincoln 
Mercury © 
Nash 
Oldsmobile 
Packard 
Plymouth 
Pontiac 
Studebaker 
Willys 
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—Coming Events= 





Dealer Conventions 


13-14—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 
Springs, Colo. 

. 13-15 — New York State Automobile 
piers, Assn., Saranac inn, Saranac 


“a Ye 

lal Automobile Dealers Assn. of 
sft th Dakota, Patterson Hotel, Bis- 
marck, N. D. 
Se 17-19— New Mexico Automotive 
ealers Assn. La Fonda Hotel, Santa 


Fe, N. M. 
Sept. 20-21—South Dakota Automobile 
ealers Assn., Aberdeen, South Dakota. 
Sept. 222 Wye ming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyoming. 
Sept. 20-22—Kentucky Automobile Dealers 
ne Inc., Phoenix Hotel, Lexington, 


sept 21-22—Wisconsin Automotive Trades 
sn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—Minnesota Automobile Deal- 
ers Assn., St. Paul Hotel, St. Paul. 
Sept. 24-25—New Jersey Automotive Trade 
sn., Hotel Traymore, Atlantic City, 


N. J. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Sept. 27-29—Arkansas Automobile Dealers 
Assn., Inc., Convention, Arlington Hotel, 
Hot “Springs, Arkansas. 

Oct. 2-3—Kansas Motor Car Dealers Assn., 
Hotel Town House, Kansas City, Kansas. 

Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn. 
annual convention, Beuna Vista Hotel, 
Biloxi, Méss. 

Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 

Oct. 11-13 — Mississippi Automobile 
—" Assn., Buena Vista Hotel, Biloxi, 


oct “13 - 16 — Federation of 
Dealer Assns. of Canada, 
Hotel, Toronto, Ontario. 


Sept. 


Automobile 
Royal York 


Oct. 17-19—- Arizona Automobile Dealers 
Assn., Horel Westward Ho, Phoenix. 
Oct. 18-20 —- Tennessee Automotive Assn., 


Buena Vista Hotel, Biloxi, Miss. 
— Connecticut Automotive Trades 
Assn., Inc., Hotel Bond, Hartford. 


4 of 5 Car Sales 
Depend on Women, 


Abernethy Says 


TOLEDO.—American automotive 
engineers and designers today are 
“working almost entirely to please 
the woman driver,” says Roy 
Abernethy, sales vice-president of 
Willys. 

“And why not?” he adds. “We on 
the sales end of new-car markets 
know that in four of every five 
new-car sales it’s the lady of the 
family who makes the final de- 
cision on the make and model 
bought. 

“We had a 100 percent sales in- 
crease in our Aero Willys line for 
the first four months of this year 
over the same period in 1952. We 
naturally examined this gratifying 
increase and had our dealers ask 
their local Willys owners what they 
liked most about their new cars. | 


“The women were the first to} 
tell us. ‘Ease of handling’ was their 
consistent reply.” 


The average man wants a rel- 
atively subdued, solid color on his 
new car, said Abernethy, but 
women are more color conscious 
and want the same color vitality 
they demand in dresses and in- 
terior house paint. The result is 
that the average car manufacturer 
now offers as many as 28 different 
color choices and combinations in | 
his 1953 line, Abernethy said. 

The principal engineering de- 
velopments in postwar American 
cars, he said, bear out the “to the 
ladies” motif. He cited automatic 
transmissions and power steering 
units. 


Since the price of the car is in- 
cluded in the family budget, “the 
economy factors are all-important 
to the wife,” Abernethy has found. 


It’s only logical for the sales end | 
of the new-car industry to “sell” 
the woman of the family, he de- 
clared. “After all, we know that 
the ladies control 70 percent of 
America’s private wealth, own more | 
than half the shares of AT&T, 
nearly half the stock of U. S. Steel 
and Pennsylvania Railroad. 

“The ladies hold title to 40 per- | 
cent of America’s 30 million homes 
and are the beneficiaries of 80 per- 
cent of the $174 billion of life in- 
surance in force.” 


| 


Belleville Deal Changes 


The Pontiac franchise at Belle- 
ville, Kans., has been acquired by 
James H. Lewis, of Belleville, and 
Melvin Pruitt, of Corpus Christi, 
Tex. Bud Hertlein had held the 
franchise since 1934. The dealership 
— be known as Jim Lewis Pon- 
tiac. 
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March 13-21, 1954— Chicago Auto Shew, 
International Amphitheater. 


April 17-25, 1954 — Seattle Auto Show. Se- 
attle Civic Auditorium. 
* 2* ®@ 


General 
Sept. 20-22—National Truck Leasing Sys- 








Oct, 25-27 — Automobile Dealers Assn. of 
— Inc., Buena Vista Hotel, Biloxi, 
iss. 


tem, ti - 

Oct. 25-27 -- Florida Automobile Dealers hk 
Assn., Sheraton Beach Hotel, Daytona Sept, 1 Se Body and Equipment 
Beach. Assn. Inc., annual convention and dis- 
Nov. 13-14—Montana Automobile Dealers oes Sheraton-Gibson Hotel, Cincinnati. 
Convention, Finlen Hotel, Butte, Mont. Sept. «Oct. 2—Second National Elec- 
Fiat Industries Show, 69th Regiment 


Nov. 9-11—Ohio Automobile Dealers Assn., Armory, New York City. 


nctorel_ Commodore Perry, Toledo. of | Oct. [4— Automobile Old Timers, 4th 
Virginia, John Marshall Hotel, Rich- Annual Meeting and Dinner, Hotel 
Oct. 19:23 National Safety C d 
Bed ational Safety Congress an 

Now, “iby moe Decl- Exposition, Chicago, Illinois. 
Nov. 30- Dec. 2—Idaho Automobile Deal- Oct. 21-31—38th International Motor Ex-- 
ers Assn., Boise Hotel. Boise, Id. hibition, Earls Court, London, — land. 
Dec. 3— Utah Automobile Dealers Assn., = 28-30—The American seer Seer 
Newhouse Hotel, Salt Lake City. ineers, Seventh Annus schnice 
Dec. 4—Oregon Automobile Dealers Assn. En tee, Rackham Memorial Build- 


Convention, Multnomah Hotel, Portland. 


Dealer Auto Shows 
Oct. ee Automobile Show, 


Nov. 1-2 — Texas Independent Automobile 
Dealers Assn., Ninth Annual Convention, 
Plaza Hotel, San Antonio, Tex. 

Nov. 9-12— American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 





Miniature Fire Engines for Outlying Bases— 


The addition of small-size fire trucks at several naval and air stations and in 


dane 9, IT9SANADA convention, Miami "Blin Annual Convention, "laa teas French Morocco was announced by the Navy Bureau of Aeronautics and Willys Motors. 
jeac orida icago. ‘ Named the Ranger, the vehicle also can be used in the place of standard pumpers at 
Seg, TR, TOES, fared NAGA, Shep “ae } em yg Ge outlying bases where it would be uneconomical to assign a major fire truck. Shown here 
Municipal Auditorium, Miami Beach, Hilton Hotel, Chicago. is a demonstration of an oil fire which was put out in less than two minutes. The 
Fla. Dec. 8-9—ASi executive Booth Confer- | truck, built by Willys and Mobile Fire Apparatus, Inc., Indianapolis, can pump 500 
Doctinn, Wiemh teeck Fa titel Fob eth 1954 ashereethn Accessories gallons of water a minute at a pressure of 120 pounds per square inch. 
in connection with NADA convention.) Manufacturers of America Exposition, So ea EE Re Ka 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Navy Pier, Chicago. 
March 4-7, i954—Pacific Automotive Show, 
Seattle Civic Auditorium. 


Jan. 30-Feb. 7, 1954—Greater St. Louis 
Automotive Assn., Inc., Exposition Hall, 
Kiel Auditorium, "St. Louis. 





Bob White, Inc., Columbus, Ohio. Architect: Sims, Cornelius & Schooley, Columbus, Ohio. 
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youre on 
display ... With an open-vision Pittsburgh Store Front 





A DISTINCTIVE open-vision Pittsburgh | Glass dramatically displays the entire in- Why don’t you use the attraction power 


Store Front like this presents your terior of this showroom. Other Pittsburgh of a modern Pittsburgh Store Front to pull 


automobile displays to the public quickly, Products used in this attention-getting in- more business your way? For complete 


clearly, impressively. Even after closing stallation include Pittco Store Front Metal information on Pittsburgh Products as 
trim and glass-holding members, and a 


Herculite Tempered Plate Glass Door. 


time your showroom goes right on selling! well as examples of other Pittsburgh in- 


An expanse of Pittsburgh Polished Plate stallations, return the coupon below. 


Pittsburgh Plate Glass Company 
Room 3340, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


Store Fronts 


Without obligation on my part, please send me a FREE copy of your 
modernization booklet, “How To Give Your Store The Look That 


ri 
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J. Kent, executive engineer in 
charge of the electrical section 

John T. Moren succeeds Duhn as 
supervisor of the heating and air 
conditioning laboratory, and B, W. 
Lane, formerly electrical engineer 
with Plymouth, takes over super- 
vision of electrical shops and wir- 
ing. Elmer T. Theurer succeeds 
Voorhees as supervisor of the 
passenger-car electrical design de- 
partment. 


+ * * 


Orr Aids Handicapped 


John D. Orr, secretary of the 
New Hampshire Automobile 
Dealers Assn., has been appointed 
member of the New Hampshire 
Society for Crippled Children and 
Handicapped Pergons, 


Radiator Specialty Adds 3 


H. B. Blumenthal, vice-president 
of Radiator Specialty Co., Char- 





Ontario Paint Firm Rebuilds After Fire— 


Standard Paint & Varnish Co., Windsor, Ont., whose plant was razed by a fire, has 
completed plans for a new $1 million plant at the site of the old one, 845 Wyandotte 
St., according to Frederick G. Weed, president. Weed also announced that the com- 
pany name had been changed to Rinshed-Mason Co. of Canada, Ltd. The firm ex- 
pects to resume paint production by December. New lines of industrial and military lotte, N. C., has announced the 


finishes will be added. 
me appointment of George E. Clark, V. 
Wondering how new-car and truck production and sales are making out? AUTOMO- T. Duke and Harry R. Putnam as 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the ° ” 
automotive industry, every week throughout the year. district representatives for Solder 
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Seal products in the Pittsburgh, 
Memphis, and Chattanooga terri- 
tories, respectively. 

o + + 


Merwin, McKnight Shifted 
In Top Chain Belt Posts 


Chain Belt Co., Milwaukee, an- 
nounces that J. C. Merwin, former 
president and chief executive of- 
ficer, has been elected chairman of 
the board of directors and that L. 
B. McKnight, former’ executive 
vice-president, has been elected to 
succeed Merwin. 


McKnight joined the company in 
1927 as sales manager of Stearns 
Conveyor Co., Cleveland, a sub- 
sidiary. He had been executive vice- 
president of the parent company 
since 1951. 


* * * 


Banite’s Sales Manager 
Frank W. Lake has been ap- 
pointed sales manager of Banite 
Co., Buffalo, manufacturer of DL 
Handi-Cleaner and other automo- 
tive specialties. He formerly was 








for... quality 
» +. quantity 
..- on-time delivery 


A combination of experience, research and technical 
knowledge has made Delco the foremost producer of 
shock absorbers . . . has made Delco the best-known, 
the most-wanted shock absorber. 


There are Delco designs for every automotive application 
—cars, trucks, buses, military vehicles—and Delco pro- 
duction facilities insure prompt delivery. For detailed 
information get in touch with Delco Products, Division 
of General Motors Corporation, Dayton, Ohio. 


Delco Hydraulic Shock Absorbers 





General Manager of the Canadia: 
affiliate of Radiator Specialty Cc 
+ * * 


Dana Ups 3 Engineers 

Promotion of R, R. Burkhalter to 
the newly created position of as- 
sistant executive engineer of Dana 
Corp., Toledo, has been announced 
by R. P. Lewis, executive engineer 
Promotions of Philip Mazziotti to 
chief engineer of the universal joint 
division and Robert Carter to uni- 
versal joint engineer also were an- 


nounced. 
+ * oa 


Nash Advances Kueffler 


To District Manager 


Frank A. Kueffler, formerly as- 
sistant zone service manager for 
Nash in Minneapolis, has been pro- 
moted to district manager for 
northern Minnesota. 

W. T. Fearon, formerly Nash 
service representative, has been ap- 
pointed assistant zone service man- 


ager for the Minneapolis zone. 
+ * * 


Cadillac Promotes Olson 


Leslie J. Olson has been appointed 
sales manager of Cadillac’s Chi- 
cago branch. He succeeds Curtis 
M. Betts, who retired July 31, after 
20 years with Cadillac. Olson had 
been manager of Cadillac’s South 


Shore sub-branch. 
+ +. a 


Haynes Establishes 


Accessory Sales Firm 


Richard H. Haynes, manu- 
facturers’ representative of parts 
and accessories to the auto in- 
dustry, has announced the es- 
tablishment of Haynes Sales 
Corp., which he heads as presi- 
dent. 

This firm will engage in buy- 
ing, merchandising and selling 
new auto accessories and allied 
products, Offices will be at 2711 
E. Jefferson Ave., Detroit 7, Mich. 

* 


* * 


Vargo Rejoins Wellman 

D. T. Wellman, president of Well- 
man Bronze & Aluminum Co., 
Cleveland, announces the appoint- 
ment of E. J. Vargo as assistant 
production manager. Vargo returns 
to Wellman Bronze after serving 
a@ year as works manager of Ebaloy 
Foundries, Rockford, Il. 

* a * 


Conrad to Cargo-Guard 


Horton Conrad has been appoint- 
ed field sales manager of Cargo- 
Guard Co., Thompson’s Point, Port- 
land, Me., it has been announced 
by E. Martin Anderson, treasurer. 
Conrad formerly was vice-president 
of Brakemaster Corp., Chicago. 

* * * 


Studebaker Shifts Three 


Clarence H. Smith, head of the 
Studebaker-operated aircraft engine 
plant in Chicago, has been ap- 
pointed assistant general superin- 
tendent of the company’s South 
Bend plants. Ernest M. Riggleman, 
superintendent of daytime oper- 
ations in the Chicago plant, moves 
up to Smith’s former spot, and 
Guilford B. Cook, production su- 
perintendent of nighttime oper- 


ations, succeeds Riggleman. 
* x 7 


Thor Representatives 


Arnold L. Robertson, of Parma, 
O., and J. A. Terpenning, of Bain- 
bridge, N. Y., have been named 
sales representatives for Thor 
foundry products in Borden Co.’s 
chemical division. Both will special- 
ize in core-bonding and shell-mold- 
ing resins, 


* * * 
Caskey, Dahleen Appointed 


Hollingshead Account Reps 


Joseph A. Caskey and Howard S. 
Dahleen have been appointed ac- 
count representatives for the pri- 

(Continued on Page 41, Col. 1) 
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vate brands division of R. M. 
Hollingshead Corp. They will serv- 
ice national accounts in the oil, 
rubber and auto industries. 

Caskey joined the Camden (N. J.) 
chemical firm last year as a district 
salesman for the automotive de- 
partment, while Dahleen joined the 
firm July 1, ; 4 


Scholar Finegan 


Charles Finegan, chief chemist at 
the Anaheim (Calif.) plant of Rin- 
shed-Mason Co., manufacturer of 
automotive and industrial finishes, 
has completed the two-year paint 
technology course at Los Angeles 
City College with the highest scho- 
lastic average in his class. 

+ * +” 


3M Elevates Westbee 


Election of Robert L. Westbee as 
a vice-president of Minnesota Min- 
ing & Mfg. Co. has been announced 
by the board of directors. Westbee 
will head 3M’s newly created elec- 
trical products division. 

* * +” 


Bohn Board Elects Taylor 


Election of F. Milford Taylor to | 
the board of directors of Bohn 
Aluminum & Brass Corp., Detroit, 
is announced by S. D. Den Uyl, | 
president. Taylor, who is treasurer | 
of the corporation, joined Bohn in 
1919. 

. * * 
Revere Sales Activities 


Centered in New York | 


Revere Copper & Brass, Inc., has 
formed an aluminum general sales | 
department in order to consolidate | 
all general sales activities at its | 
New York office. 

Stanley H. Wilson, formerly sales | 
manager of Revere’s aluminum di- | 
vision in Baltimore, has been ap- | 
pointed sales manager of the new 
department. Harold C, Wilson, as- 
sistant sales manager of the alumi- 
num division, has been transferred | 
to New York as assistant aluminum | 
sales manager. Edward S. Bunn, 
formerly metallurgical manager of 
the aluminum division, has been 
assigned to the genera] manu- 
facturing department. 

+ . ~ 


Bracken Succeeds Powers 


As L-M Manufacturing Chief | 

Appointed of D. J. Bracken as | 
general manufacturing manager of | 
Lincoln-Mercury has been an-| 
nounced by Benson Ford, general | 
manager. 

Bracken replaces R. P. Powers, 
who resigned. Bracken had been | 
vice president and general manager | 
and a member of the board of di-| 
rectors of Motor Products Corp. 

+ * * 


Corre Gets PR Post 


Donald J. Corre, purchasing 
agent for the Ingersoll Products 
division of Borg-Warner Corp., 
Kalamazoo, Mich., has been named 
chairman of public relations for the | 
fourth district of the National Assn. 
of Purchasing Agents. The ap- 
pointment is for three years, and 
his area covers Indiana and Michi- 
gan. 


Dudco Appoints Scherer 


As Dealer Sales Chief 


Appointment of John F. Scher- | 
er as dealer sales manager of the | 
Dudco division of New York Air 
Brake Co., Hazel Park, Mich., 
has been announced by Borje | 
Rosaen, Dudco sales manager. 

Scherer formerly was with Ar- 
Ka Engineering, Inc., St. Louis, | 
a Dudco division dealership, | 
where he was manager of the air | 
and hydraulic division. 

* * 7 


Chrysler Advances Heins | 


Edward D. Heins has been ap-| 
pointed chief engineer for the ex- | 
port division of Chrysler Corp. He | 

| 





had been a staff engineer of the 
division since 1948. 
* * * 


Roberts Elected Chairman 


Of Ford Community Group 
Fred V. Roberts, industrial re- 
lations manager in the Edgewater 
(N. J.) assembly plant of the Ford 
division, has been elected chairman 
cf Ford Motor Co.’s New York- 


|New Jersey Community Relations 
| Committee. 

| The committee was organized 
three years ago as a means of 
coordinating activities of various 
Ford plants and offices in the 
area on matters of community 


interest. 
s + + 


Porter Division Ups Dickson 
Russell J. Dickson has been ap- 
pointed general sales manager, 


Leschen wire rope division of H. K. 
Porter Co., Inc., St. Louis. Dickson 
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| Millionth '53 Ford Rolls Off Line in West— 


A red and ivory Ford Victoria which came off the line at Ford Motor Co.'s Richmond 
(Calif.) assembly plant bore the number 1,000,000. On hand to witness the milestone 
in overall 1953 output were (from left) C. J. Powell, Richmond district sales manager; 
Bud Anderson, manager of Berl Berry Motors, San Francisco dealership which took 
| delivery of the unit; G. P. Montagnet, Ford division car sales department manager; 

Arthur S. Hatch, western regional sales manager, and Parley Dask, assistant Richmond 





of George F. Thornally as man- 
ager of western states with head- 
quarters in Los Angeles. 

Thornally served several years 
with General Motors in executive 
capacities before World War IL 
After service in the Navy, he 
headed a Ford - Lincoln - Mercury 
dealership in Honolulu, then be- 
came a distributor for imported 
cars. 


+ * = 
Slack, Kimball Join Sunnen 
As Field Men in South 


Sunnen Products Co., St. Louis, 
announces the appointment of 
two new field men. 

Roy N. Slack, of Dallas, will 
| cover the Texas area. Ray J. 
Kimball, of Bradenton, Fla., will 





assist Turner Mayhew in cover- 
ing Georgia, Alabama, Florida 
and South Carolina. 

Sunnen manufactures precision 
engine-rebuilding equipment and 
* mechanics’ hand tools. 


* * * 


Stoltz Joins Gorvin 
Warren Stoltz, formerly with 
Banner Mfg. Co., New York, has 
joined Gorvin Mfg. Co., Philadel- 
phia seat-cover manufacturer, as 
sales manager. 


has been with Leschen for more} pignt 
than three years as Chicago district | eects 


manager. | ‘ ‘ — ‘ 
ee |}according to J. D. Wright, presi-| and the Texas Panhandle. Bishman 


Sayre Accepts Advisory Post | dent. makes tire and battery service 


, 
: | Sayre will serve as a part-time | equipment. 
With Thompson Products | merchandising consultant. 


Judson S. Sayre, former president | - 2 3 
chd since 1080 generei mascger'of| , Bishman Names Kline | 
Aveo Mfg. Gore's Bendix net B. A. Kline has been appointed! Rootes Motors, Inc., distribu- 
appliance division, has joined) Sales representative by Bishman/| tors of Hillman, Sunbeam-Talbot, 
Thompson Products, Inc., manu-/| Mfg. Co., Osseo, Minn. His territory! Humber and Rover in the U. S., 
facturer of auto and plane parts,! will include Oklahoma, Arkansas| has announced the appointment 





* * 
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RESONATOR-MUFFLER—The combination 
set is said to give softer exhaust tones, 
develop reduced back-pressure, improve 
fuel consumption and help provide a 
smoother running engine. Available now 
for 1953 Dodge or DeSoto cars, in addi- 
tion to other makes. Each one-piece set 
consists of a 22-inch muffler and eight- 
inch resonator. Porter Muffler Mfg. Co., 
Inc., 11820 W. Olympic Bivd., Los An- 
geles 64, Calif. 





NOISE CONTROL—A flip booklet which 
illustrates in animated fashion hew noise 
is controlled by the Lee Sonic Ear-Valv 
shows how an inner valve is activeted by 
sound pressure to control and eliminate 
harmful noise before it enters the ear 
canal. Ear-Valvy is a mechanical instrument 
of many hand-assembled parts, according 
to the maker, and should not be confused 
with ear plugs which close off the ear 
canal. Said to be of particular value to 
mechanics in body repair shops. Booklet 
available at no charge from Sigma Engi- 


neering Co., 1491 N. Vine St., Los 
Angeles 28, Calif. 
oe oo 


WINDSHIELD WASH—Vizo is a liquid 
concentrate to winterproof the washer jar 
and remove dirt, grease and frost from 
the windshield. It is said to be non- 
flammable and harmless to rubber and 
metal. It comes packed 36 units to the 
case in counter display cartons. Automo- 
tive Solvents & Specialties, Inc., 22700 
Harper Ave., St. Clair Shores, Mich. 

“nie eae 


Goerlich’s Introduces 
Muffler Merchandiser 


A new muffler merchandiser rack, 
which can be wheeled to any lo- 
cation fully loaded, has been in- 
troduced by Goerlich’s, Toledo, O. 
Called the D-507 Muffler Merchan- 
diser, Goerlich’s new rack displays 
four mufflers and holds eight ad- 
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ditional packaged mufflers in stock. 
A constant reminder for the 
motorist to have his exhaust 


system checked is the basic copy of 
the metal sign on top. It points to 
a dilapidated and rusty old muffler 
and says: “Mufflers Like This. . 
Steal Gas and Power . 
Deaths.” 


. Cause 





GREASING UNIT—The new heavy-duty 
Gre-Zer-Ator uses air pressure from a 
hand-operated grease gun. No _ hard 
pumping is needed, says its maker. Power 
is obtained from a sealed unit of com- 
pressed air with the Hydrajet pump. The 
unit is said to handle the toughest greases 
in all operating temperatures. It also has 
the Reserveabout booster, which allows 
the operator to use either push or pull 
motion on the handle. National Sales, 
Inc., 812 N. Main St. Wichita, Kans. 





FRAM BOOKLET—"‘Cooling System Facts” 
is a free booklet which shows how cool- 
ing systems operate and how Fram Radi- 
ator and Water Cleaner solves cooling 
system problems. Fram Corp., Providence 
16, R. |. 





CONVEYOR OVEN—Permafuse CRC is 
said to provide unlimited production of 
bonded brake shoes. Pictured here is 
Model CRC-1, designed to produce 180 
bonded brake shoes per hour. The unit 
can be expanded to increase the output 
by addition of extra sections. Permafuse 
Corp., 12 Commercial Ave., Garden City, 
N. Y. 





SPARK PLUG PLIERS—Tool CF-70 simpli- 
fies the accurate setting of spark plug 
electrodes, it is stated. The gauge wheel 
comes in 10 sizes, and once the gap is 
established the electrode will not spring 
back, according to Owatonna Tool Co., 376 
Cedar St., Owatonna, Minn. 








ALL-PURPOSE WIPER—Said to be equally 
useful for windshield cleaning, car polish- 
ing, crankcase service or dipstick tests. 
The product is marketed in a box con- 
taining 125 wipers, with 18 boxes to a 
case. Its paper surface consists of two 
sheets which are welded together for 
extra strength. Each sheet has minute per- 
forations to accelerate absorption of oil 
and water. Scott Paper Co., Market and 
Markus Sts., Chester, Pe. | 





GREASE REMOVER —Petisol 404 de- 
greaser concentrate, which removes grease 
and grime from metal parts, engines, truck 
bodies and chassis, is diluted by the user 
with mineral spirits. It is said to be 
thorough, without offensive odor, and 
harmless to skin and metals. Petroleum 
Solvents Corp., 331 Madison Ave., New 
York, N. Y. 





POLE TOP LIGHTS—A series of fixed- 
position Steberlites for pole-top mounting 
is offered. The units are cast aluminum 
with built-in top fitters. Mogul-base lamp 
sockets with silicone lamp gaskets are 
mounted in fixed position, and Iso-foot- 
candle curves are supplied to simplify 
the lighting layout for parking lots, service 
stations, etc. The light pattern is said 
to be so calculated that uniform and 
nonglare illumination is assured. Steber 
Mfg. Co., Broadview, i. a 
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ENGINE ALARM—Warns motorist when 
engine temperature rises over 200 degrees 
or oil pressure drops to under three 
pounds. A built-in oil pressure monitor 
contains a one-minute delayed - action 
mechanism to prevent false alarms. Sud- 
bury Laboratory, South Sudbury, Mass. 


Disposable Wiping Cloths 
Offered by Toledo Firm 


An all-cotton, disposable towel 
for industrial use has been de- 
veloped by Toledo Industrial Wip- 


ers Co., 871 Dearborn St., Toledo, 
oO. 

Called Wipex, it is said to absorb 
six times its own weight in grease, 
oil or water and to be cheaper 
than conventional rag wipers. 

. . * 





TRUCK TIRE DEMOUNTER—Hydraulically 
operated, the unit is described as a great 
time and labor saver. Applicable for re- 
moving stuck or frozen tires, the demounter 
handles all sizes of truck tires from 15 
to 24 inches. It is attached to the rim, 
raised into position and pumped until 
the tire is forced off. Bos Tool Co., Penns 
Grove, N. J. 





UNIVERSAL BALANCER — Several addi- 
tions have been made to Hunter's wheel- 
balancing equipment line for cars and 
trucks. They include the universal bus 
and truck wheel balancer; a wheel bal- 
ancer for cars and trucks up to 9:00-by-20 
wheel size, and the 112-A Jag wheel 
adapter for foreign cars, wire wheels 
and wheels with long hubs. Hunter Engi- 
neering Co., Hunter Ave. & Ladue Rd., 


St. Lovis 24, Mo. 
* = = 





IGNITION POINT WRENCH—K-D No. 
112, designed to remove and install the 
lock nut on the movable point, is offered 
for use on the 1953 Chevrolet. K-D Mfg. 
Co., 526 N. Plum St., Lancaster, Pa. 


Dielectric Sealer Data 


Given in 3M Bulletin 


Engineering data on use of the 
EC-1120-PC dielectric sealer are 
contained in a bulletin issued by 
the adhesives and coating division 
of Minnesota Mining & Mfg. Co., 
423 Piquette Ave., Detroit 2, Mich. 

The two-part rubber material is 
described as having outstanding 
vibration and moisture resistance 
as well as high dielectric properties 
and is said to prevent wire breaks 
and enable connector shanks to be 
designed for minimum weight. 

+. an m 





BATTERY SIGN—A lightweight plastic 
sign advertising Auto-Lite’s Sta-Ful bat- 
tery is now available to distributors and 
dealers. The sign measures 20 by 11 
inches and can be plugged into any light 
socket. Electric Auto-Lite Co., Toledo 1, O. 





TOOL DISPLAY—A new tool merchan- 
dising plan, including a counter demon- 
stration, is being offered to jobbers of 
Sunnen tools. A tool board can be dis- 
played on the floor or mounted on the 
end of a parts bin. The counter demon- 
stration consists of a valve lifter and 
split lock replacer, together with a spring 
and stem. Sunnen Products Co., 7937 
Manchester Ave., s. Lovis 17, Mo. 





TURNTABLE DISPLAY—Operates on two 
flashlight batteries. The motor is hidden 
under a two-inch-high skirt, with only the 
starting lever showing. The 11-inch table 
turns five revolutions per minute and will 
run up to 2,200 hours on a set of batter- 
ies, it is claimed. Product Miniature Co., 


Inc., Milwaukee 14, Wis. 
a 





BRAKE 
Lock-On can be 
time it takes to change a tire, according 
to the maker. Offered are 29 sets which 
service more than 900 models of cars 
and light trucks. The patented device is 


LINING—Rusco Fused Fabric 
installed in the same 


a metal strip to which the lining is 
bonded. The metal strip is installed 
directly to the old brake shoe by means 
of metal tabs. Russell Mfg., Middletown, 
Conn. 





Cars of Future 
Seen Sporting 


Bolder Colors 


CHICAGO. — Bolder use of color 
will characterize automobiles of the 
future, according to an automotive 
paint expert. 

Pointing to the current trend to- 
ward more colorful automobile 
finishes, Don A. Seeley, automotive 
division manager of Martin-Senour 
Paint Co., noted a similar de- 
velopment in home decoration, 
wearing apparel and industrial de- 






sign. 
“With the development of paint 
finishes that will retain their 


original bright colors,” Seeley said, 
“the automobile owner is demand- 
ing a wider range of tints and tones 
in keeping with the color ideas he 
is using in his home and clothing.” 

Seeley noted that as late as 1951, 
more than 90 percent of all cars 
came in the basic black, green, blue 
or gray. In the past two years, how- 
ever, red, yellow, ivory, beige and 
brown pastel shades have moved 
up to account for almost 25 percent 
of all cars, he said. 

Black now attracts only 12 per- 
cent of new-car buyers, he said 
showing a sharp decline from 1948 
when it covered 25 percent of th« 
market. 

A further development in the 
car trend is the growing popularit; 
of the two-tone finish, Seeley said 
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Are You Keeping Pace With 
New York’s Shifting Auto Market? 


This Second Survey Locates All 
New Car Dealers in New York 


Ask, also, for the revised 1953 
Automobile Dealer Analysis . . . 
showing the complete pattern of 
dealership established by all manv- 
facturers in the city's 115 sales 
districts and in each suburban city 
of 1,000 population or more. 


gunner oev8 


NEW YORK! A hundred different markets 

in one, a huge complex pattern of sales 
areas all affected by a continuous shift in 
where and how people live ... and you’ve got 
to keep pace. 


One basic requisite for the success of an auto- 
motive sales operation in New York is thorough 
knowledge of the market. The man who knows 
the market best will have the best of it in 
the competitive selling days ahead. 


@ low-priced car owners are now buying high- 
priced cars 


@ the shift in buying power means more people 
than ever can afford new cars 


Coal 
Ree Te caeem MoT (10 


more than 60°, of the city’s private car regis- 
trations are in Brooklyn and Queens (Queens 
now leads the city) 


For complete, accurate information on new 
car sales in New York during the first 6 months 
of 1953, ask for your copy of this important 
Journal-American survey. 


A borough by borough analysis points up buying 
preferences in 115 sales districts by total sales, 
sales rank and percent of field of all makes. 


Just call a Hearst Advertising Service man, ask 
him to show you the new Automotive Regis- 
trations survey and discuss its usefulness in 
forming your New York sales plans. 


wey Mis): 1€ JTAMERICAN Lewee > 


A HEARST NEWSPAPER 


NATIONALLY REPRESENTED 


BY 


haat ADVERT C 








Turning Back the Pages of Tire History— 


Guy Gwundaker jr., general manager of replacement tire sales for B. F. Goodrich 
Co., gets an invitation from J. F. Sweatt (left) and L. T. Greiner (third from left), 
Pacific zone manager, to take a turn around the firm's Los Angeles plant. The 1912 
Model T Ford, with Charles Redman at the wheel, is owned by Garden Cab Co., of 
East Los Angeles. Gundaker found the ride rather bumpy on oldtime 30-by-3.5 high- 
pressure tires. 
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(Continued from Page 31) 


Studebaker dealer on Broadway in 
New York City for more than 15 
years. The dealership now is known 
as H. M. Williams Co., Inc. 


* * * 


Fletcher Parks Closes 


Fletcher Parks, Inc. (Nash), Fern- 
dale, Mich., has relinquished its 
franchise and is going out of busi- 
ness. The dealership was organized 
last January. 

* * * 


Holler Seeks Site 


Holler Chevrolet Co. has peti- 
tioned the City of Winter Park, 
Fla., to rezone several lots on Ken- 
tucky Ave. for the purpose of open- 
ing a dealership, the first one in 
town, 

7 aa + 
Eglert Bids for Casino 

Adolph Eglert, Schenectady 
(N. Y.) auto dealer, has bid $15,000 
and gained tentative ownership of 
the Piping Rock Club, Saratoga 
Springs, N. Y., onetime elaborate 
gambling establishment. The Fed- 


eral Government put it on the block 
to satisfy an income tax lien of 
$1,058,000 against Flat Rock Hold- 
ing Corp. 

. * * 


Nebraska University Alumni 


Hand Reins to DuTeau 


Elsworth F,. DuTeau, past presi- 
dent of the Nebraska New Car Deal- 
ers Assn., has been elected presi- 
dent of the Alumni Assn. of the 
University of Nebraska. 

He and his brother Al are oper- 
ating a Chevrolet dealership in Lin- 
coln, Neb. 


* * * 


Gallagher Names Skinner 
Buddy Gallagher Motors (DeSoto- 
Plymouth), Lawrence, Kans., has 
appointed Rody Skinner as sales 
manager. 
+ ~ a7 


Spitzer Motors Set Up 


Spitzer Motors, Inc., 3112 Broad- 
view, Cleveland, has been incorpo- 
rated by John A, Spitzer, Adelbert 
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Spitzer and L. R. Ashenbach, The 
concern has purchased Hale Mo- 
tors (Dodge-Plymouth), Columbus, 
Ohio. 


* * * 


Chamber Elects Everett 

J. H. Everett, Ford dealer, has 
been elected president of the For- 
dyce (Ark.) Chamber of Com- 
merce, 


* * * 
Cooksey Sells Interest 
B. E. Cooksey has sold his one- 

third interest in B. E. Cooksey Mo- 
tor Co., Scottsville, Ky., to Ira York 
and Junior Massey. The business 
will be operated under the name of 
York & Massey Motor Co. 

- 


Gate City Building 
The new $350,000 building of Gate 
City Motor Co., Greensboro, N, C., 
is expected to be ready for occu- 


pancy in December. 
= * * 


Party Opens Pearce’s 
Al Pearce Motors, Inc., (Ford) 
McPherson, Kans., has held its for- 
mal opening. Refreshments and fa- 
vors were given out, and home 
appliances were awarded as door 


prizes. 
* * * 


Taylor Nash Formed 


Taylor Nash Co., Inc., with maxi- 
mum authorized capital stock of 
$50,000, has been established in 
Fredericksburg, Va. Charles A. 
Taylor, Charles A, Talbert and Har- 
old B. Bindseil are the principals. 

” od * 


Crane in Publishing Post 

Ethan C. Crane, secretary-man- 
ager of the Montgomery County 
(O.) Automobile Dealers Assn. at 
Dayton, has been named assistant 
publisher of the Lancaster Eagle- 
Gazette at Lancaster, O. 

* ” * 


Brown Reappointed 

Rex Brown, of Nehls Chevrolet 
Co. (Chevrolet-Oldsmobile-Cadillac), 
Marshall, Tex., has been reappointed 
by General Motors to serve as GM 
community relations chairman for 
the Marshall area. 

* 


Stone Guides Association 
J. O. Stone (Buick), has been 
elected president of the Bedford 
(O.) auto dealers’ association. 
* * * 


Berman Remodels 


Berman Buick, of Pittsburgh, has 
remodeled the front of its building. 
* * * 


DeSoto Honors Ball 


Vernon M. Ball, Inc., and its chief 
officers have been honored at a din- 
ner party for the firm’s 25 years as 
a DeSoto dealership. It is one of 46 
in the country which are being hon- 
ored for holding a DeSoto franchise 
since the first appearance of the 
car. 

- + = 


Bruckman Elected 


Grant Bruckman of Ziegler Mo- 
tors, Altoona, Pa., has been elected 
treasurer of the Plank Road Busi- 
nessmens Assn. 

* ~ * 


Lippincott Opens Lot 
Lippincott Motor Sales, Flint, has 


opened a used-car lot. 
oo * * 


Fenny Sells to Boyce 
Jack L, Fenny has sold his Olds- 
mobile dealership in Port Chester, 
N. Y., to C. John Boyce. Boyce has 
renamed the dealership Port Mo- 
tors. 
* a +. 


Pollack Appointed 


Tillman Pollack has been ap- 
pointed new-car sales manager of 
Baltimore Oldsmobile Co., Balti- 
more, 

7 * 7 


Fire Hits Parts Firm 
Fire recently damaged the build- 
ing of Wahlberg-McCreary Co., 
wholesale auto parts firm, Houston, 
to the extent of $100,000. 


7 ~ * 
McFayden Enters Retirement: 


Son Heads Ford Concern 


Joseph McFayden has retired 
as president of McFaydens, Inc., 
Omaha Ford dealership, and has 
been succeeded by his son R, J. 
McFayden. 

McFayden started in the auto- 
motive business in 1917, with a 
franchise in Council Bluffs, Ia., 

(Continued on Page 45, Col. 1) 
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and was in the business in Norfolk 
and York, Neb., before moving to 
Omaha in 1925. He was named 
president of the firm in 1944 upon 
the death of his brother, Grant. 
He said his company has sold 
$78 million worth of vehicles. 

The new president joined the 
firm in 1946 upon his release from 
the armed forces. 

* * * 


Town & Country Opens 


Town & Country Motors (Nash) 
recently opened in Wenatchee, 
Wash, Officers of the new firm are 
Homer A, English, president; L. J. 
Hanchett, vice-president, and Cliff 
Kohagen jr., secretary-treasurer. 

* * + 


Coburn Chevrolet Builds 


A new $265,000 home is expected 
to be ready for Coburn Chevrolet 
Co., Indianapolis, by Dec. 15. Harry 
Sidrow, president of the dealership 
since 1934, said the new home will 
have 26,000 square feet of floor 
space, 

* 8 *# 
Half of James’ Customers 


Own Buicks for First Time 


Ed James, head of Ed James 
Buick Co., Los Angeles, reports 
that half of the new Buicks sold 
by his firm during the past sales 
year have been to customers who 
have not driven Buicks before. 

“In our sales campaign we set 
out to convert new owners to 
Buick,” said James, “and the fig- 
ures show that we have attained 
our goal far more successfully 
than I hoped.” 

* 


* * 


Burke Made Partner 


H. B. Ransom Motor Co. (Chrys- 
ler-Plymouth), Fort Worth, has 
been changed from a corporation 
to a partnership of Ransom and 
Dick Burke, who has been with the 
firm eight years. 
general sales manager in 1948, 

+ * * 


Cadillac U. C. Unit Grows 


Expansion of the used-car de- 
partment of Cadillac’s San Fran- 
cisco branch has been announced 
by M. S. Lester, branch manager. 
Donald Davis has been named 
used-car manager. 

* - * 


Sutton Ups Merritt 
Carman Merritt, salesman with 
William A. Sutton Co., Sacramento 
(Calif.) Dodge-Plymouth dealership, 


has been promoted to sales man- 


ager. 
* * * 


New Lot in Hamilton 


Community Motors, Ltd., Hamil- 


ton, Ont., has opened a used-car lot. 
- x * 


Gar field’s Open Nights 
Garfield’s Ford Corners, Manches- 
ter, N. H., is keeping its service 
department open until 1 a.m. 
2 a. * 


Seamans Directs Publicity 


For Hospital Fund Drive 


Larry Seamans, secretary-treas- 
urer of Seaman’s Gettys-Mercury 
in Lancaster, Calif. is the new pub- 
licity chairman of the Antelope Val- 
ley Hospital fund committee. 

* * x 


Renick Takes Cadillac 


Phil Renick has acquired a 
Cadillac dealership in Fullerton, 
Calif, 


Coburn Returns 


Richard Coburn has returned to 
Springfield Buick Co., Springfield, 
Mass., as service manager. He 
served with Springfield from 1936 
until 1947, when he left to start 
his own business in Maine. 

oF * * 


Scheerer Joins Ballard 


Wilbur Scheerer has joined Al 
Balard Motor Sales (Chrysler- 
Plymouth), Peru, Ind. 

* + * 


Dollohan Changes Cities 


Patrick A. Dollohan is the new 
Chevrolet-Buick dealer in Galeton, 
Pa. having taken over the operation 
of A. E. Straitz Motors. He will 
»perate the business as Dollohan 
Motors. Dollohan operated the 
Chevrolet dealership in Oneonta 
N. Y. for five years before his move 


Burke became | 





to Galeton. Prior to World War II 
he had been a representative of 
Chevrolet. 


+ * * 


Weisman Opens Lot 
Weisman Motor Sales Co. (Chrys- 
ler-Plymouth), Royal Oak, Mich., 
has opened a used-car lot in Fern- 
dale, a nearby Detroit suburb. The 
lot is managed by Jake Weisman. 
* + + 


Chamber Elects Case 


Harold Case, manager of Hough 
Chevrolet Co., Fort Myers, Fla., 
and a director of the Florida Auto- 
mobile Dealers Assn., has been 
elected president of the Lee County 
Chamber of Commerce. 

* * * 


Grove Retires 


R. Neil Grove has retired as 
president of Beasley-Grove Co. 
(Ford), Columbus, O., according to 
Fred R. Beasley, who has been as- 
sociated with Grove 15 years, and 
will be the new president. Grove 








Hemm Motors Marks 40th Year with Buick— 


The 44-year-old dealership of Hemm Motors Co., Piqua, O., recently celebrated its 
40th anniversary as a Buick dealer. The firm also has been with Pontiac for more than 


27 years. Shown is the company's place of 
for 40 years. 





will continue as a director and 
serve in an advisory capacity. John 
Coffey is secretary, and Mrs. Alice 
B. Hively, treasurer. Les Fishinger 
has become general manager. 

* + * 


Bell Changes to L-M 
Ernie Bell, Inc., former DeSoto- 
Plymouth dealership in Royal Oak, 
Mich., has switched to Lincoln- 
Mercury. 


* * * 


N. Y. Deals Reassigned 


Loren A. Mieser, doing business 
as Meiser Chevrolet, has succeeded 


business, some of which has been occupied 


George B. Begole in Oakfield, N. Y. 
Begole is the new Chevrolet dealer 
in North Tonawanda, N. Y., having 
purchased that dealership from 
Hugh A. McLean. 


* * * 


Chambers Enters Race 
For Governor in lowa 


A, B. Chambers, 64, president of 
Chambers Motor Co. (Ford), Des 
Monies, has announced his can- 
didacy for the Republican nomi- 
nation for governor. 


Chambers, a member of the Des 
Moines City Council and president 





siistaiaitaesisaiann gan 
of the Iowa League of Municipali- 
ties, is a former mayor of Des 
Moines and past president of the 
Towa Automobile Dealers Assn. 

+ + * 


Watrous Spreads Out 


With the acquisition of a used- 
car reconditioning building, Wat- 
rous Chevrolet, Dunkirk, N. Y. now 
is operating from three locations. 
Earl Watrous is the owner. 

+ * +. 


Edwards Moves 


Edwards Chevrolet, Westfield, N. 
Y., is moving to a new location. The 
new building, converted from a 
combination bus station and restau- 
rant, was redesigned by Jerry Ed- 
wards, the dealer. 

* * s 


Buckley-Mack Builds 


Buckley-Mack Co., Inc., Water- 
town, N. Y., plans a new sales and 
service building on Bradley St. The 
firm has been a Mack truck dealer- 


ship since 1939. 
+ * o 


New Kansas City Deal 


A new Pontiac dealership has 
been formed in Kansas City by S. 
Harvey Laner and A. Russell Luen- 


berger, the latter formerly with 
(Continued on Page 46, Col. 3) 








FRAM sends you 
the customers 


Millions of motorists are reading about FRAM \ 
CLEAN OIL MONTH in The Saturday Evening yy 


GENUINE 


You cash in on Double Profit! 


You give customers the best clean oil protection 
and make twice as much profit by selling FRAM 


Post and other leading magazines. FRAM tells J 


them the story of clean oil and what it means to 
the life of a car—then urges them to see you this 
month for clean oil protection. Be sure to tie in 
for your profits—display the FRAM CLEAN 
OIL MONTH window streamer. Ask your 

distributor salesman about the new plan 

FRAM has to help you boost cartridge sales. 
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a) 


“ 


' 
A> Remember, ll be sending FRAM customers your 
way ... make oil changes pay off double—sell FRAM. 


FRAM CORPORATION, Providence 16, R. 1. 
in Canada: Fram Canada Lid., Stratford, Ont. 


OIL CHANGE ONLY 
5 qts. oil at .17 Average Profit 
8-8 
6 ats. oil at .17 = 1.02 Avg. Profit 
FRAM Cartridge = .92 








CLEAN OIL MONTH 


HERE’S HOW 


= 85¢= 


OIL AND CARTRIDGE CHANGE 
(extra quart of oil with cartridge change) 
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Stock-Car Racers Pick Up Dodges— 
Marvin Panch (left) and Dick Meyer (second from right), California stock-car race 
drivers, stop at the Dodge plant in Detroit to pickup new V-8s before entering a race 
at the Darlington (S. C.) State Fairgrounds. They are with their dealer sponsors, Oscar 
Maples (second from left) and Tom Roady (right), both of the Los Angeles area. 


Stith and Thompson Buy 


Don Stith and L. V. Thompson,; management of the firm. He came 
Garnett, Kans., have purchased the|to Garnett last November after 
Chevrolet dealership at Ulysses,| purchasing an interest in Stith 
Kans., with Thompson taking over Chevrolet Co. there. 
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Underwood Corporatio 


Accounting Machines... Adding Machines... 
Typewriters ... Carbon Paper... Ribbons 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 
Sales and Service Everywhere 








Dealer 
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Doings 





(Continued from Page 45) 


Perry Pontiac in Kansas City, 
Kans. The new firm has been 
named Laner-Leuenberger Pontiac, 
Inc. 

* + aa 


Chrysler Cites Heider 


Chrysler Corp. has awarded a 
desk trophy to Joe Heider, service 
manager of J. W. Hooper Motor 
Co., Cocoa, Fla., in recognition of 
his work as conference leader in 
an advanced training program for 
mechanics, 

+ o o 


Carroll Opens Lot 
Carroll Motors has opened a used- 
car lot in Elmira, N. Y. 
* * + 
Zoringer in Truck Post 


Frank E. Zoringer jr. has been 
named truck manager of Superior 
Chevrolet Sales Co., 4124 Spring 
Grove Ave., Cincinnati. 

* * * 


Bell Motors Launched 
Howard La Follette has an- 


nounced the opening of a new 
Nash dealership in Ratcliff, Ky. 
Named Bell Motors, it is affiliated 
with Bell Auto Sales, 612 Armory 
Place, Louisville. 

* * * 


Rokos Appointed 


George W. Rokos has been ap- 
pointed sales manager of the truck 
division of Worden-Young, Inc., 


Baltimore. 
> s e 


Baltimore Picks Pollock 


Tillman Pollock has been ap- 
pointed new-car sales manager of 
| Baltimore Oldsmobile, Baltimore. 

* os oa 


British-Car Firm Opens 
Armstrong & Goetz Motor Co., 
which sells British cars, has opened 
at 106 N.E. Grand Ave., Portland, 
Ore. 


Baicker-Keystone Sold 


The former’ Baicker - Keystone 
Studebaker dealership property at 








Replace 


do: 


hours. 


your office 





Underwood 
Sundstrand 


Accounting Machines 


Save Time 


Money! 


Follow the example of Loeber Pon- 
tiac, Inc., and other leading auto- 
mobile dealers all over the country! 


old-fashioned account- 


ing methods with Underwood Sund- 
strand Automobile Dealers Ac- 
counting Machine and System. 


Here’s what you'll get when you 


I. Daily operating and manage- 
ment controls in minutes... not 


2. Complete financial statements 
in hours... not days. 


3. Elimination of work duplication 
and confusion. 


4. A machine and system that all 


personnel can learn to 


operate quickly and easily. 


5. A method that pays for itself in 
short time. 


So don’t put off increased profits! Send the coupon 


below for complete information. 


“wJ3e@eeeeeeesegeg@eeegeeeeeee @ @ 


AN-9-14-53 


Underwood Corporation + One Park Avenue, New York 16, N. Y. 


Please send me your illustrated folder, Form S-1328, describing the 
Underwood Sundstrand Automobile Dealers Accounting Machine and 


System. 

Name of Company 
Name and Title 
Street. 

City 


Zone State 








| Contest, 





229 South Main St., Wilkes Barre 
Pa., has been purchased by Motor 
Twins, Inc. Russell W. Frantz, 
president of Motor Twins, said the 
property was secured for expansion 
purposes. 
* * * 
Baglier Buys Ohio Deal 

John Baglier has purchased Mc- 
Bride-Hone Motor Sales, Girard, O. 
and has renamed the concern Bag 
lier Ford Sales. 


* * * 


Seventh Street Expands 


Seventh Street Motor Co. (Lin- 
coln-Mercury, McKee’s Rocks, Pa., 
has added a two-story 26x65-foot 
cement block building. Owner John 
Velelany said the parts department 
will be projected into the showroom 
space and the sales offices will be 
closed in for privacy. 

ss § 


Yeggs Fail at Williams 
Safecrackers had to settle for a 
candy machine money box contain- 
ing $5, when their attempts to open 
the safe at Williams Buick Co., 
Jacksonville, Fla., failed, police re- 


ported. 


* . s 


Murphy Plans Building 

Bids have been asked for con- 
struction of a Chevrolet-Oldsmobile 
dealership for Lester Murphy in 
Pasco, Ore. The building will be 
single story, reinforced concrete 
and will measure 125x140 feet. An 
existing building will be incorpo- 
rated in the expanded setup. 

+ * . 


Derringer Motor Expands 
Sales Staff, Adds Lot 


Derringer Motor Co. (Lincoln- 
Mercury), Olympia, Wash., has ex- 
panded its sales organization to 
keep pace with its volume, which 
has expanded from $300,000 annual- 
ly two years ago to $750,000 this 
year, Larry Henderson, manager, 
announced, 

A used-car lot also has been ac- 
quired. It is managed by Wendel 
Claflin, former service manager, 
and Howard Douglas, Three men 
recently joined the organization. 
Lee Williams and Al Henderson, 
former owners of the English Car 
Sales Co., are new salesmen, and 
Dick Crosby, St. Helens, Ore., will 
be parts and service manager. 

* ¢* ®& 


Seminole Raided 


About $1,000 in cash and checks 
was stolen recently from a safe at 
the Seminole Motor Co., Jackson- 
ville, Fla., it was reported by E, S. 
Williams, manage. 

. 


Walton Wins Honor 


Jay Mitchem, manager of Walton 
County Motors, Inc., DeFuniak 
Springs, Fla., has announced that 
his firm placed among the top 50 
in the national Blow Your Horn 
sponsored by GMC. 
Mitchem won an expense-free trip 


to Detroit. 
2s ¢ ® 


Taggesell Sells 


The interest of Rudy Taggesell 
in Rudy Taggesell Motor Co. 
(Chrysler - Plymouth), Portland, 
Ore., has been purchased by C, H. 
Lyons and Cloyd M. Pim, both of 
whom were already stockholders in 
the firm. Lyons recently sold Smith- 


Lyons Co, 
s & » 


Shepperd Switches Deals 


Glenn Shepperd has taken over 
operation of the Buick dealership 
in Pompano, Fla., and is selling 
his dealership in Stuart, Fla. 

~ s * 


Johnson Reorganizing 


Total assets of Johnson Motor 
Co., Middletown, O., a dealership 
seeking reorganization under Chap- 
ter X of the Bankruptcy Act, are 
$120,018, including $79,759 inven- 
tories. Liabilities are listed at $84,- 
001. 

* * a 


McComas Adds Deal 


C. V. McComas, owner of Spear- 
ville Motors, Inc. (Ford), Spearville, 
Kans., has purchased the Ford 
dealership at Concordia from Lyle 
Conley. McComas will move to Con- 
cordia. His son, Marion, recently 
returned from Korea, will manag 
the Spearville dealership. 

* * * 


Studebaker Deal Formed 

Calkins & Peterson is the new 
Studebaker dealership at Ocean- 
lake, Ore. 
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Sells to Person He Doesn’t Think Will Buy... 





Good Salesman Never Lets Up 


By Leon M. Leffingwell 
Staff Correspondent 

PITTSBURGH.—Selling to people 
who he doesn’t think will buy is 
the margin that separates an ordi- 
nary salesman from a_record- 
breaker, says Fred H. Langer, 
salesman for Constantin Motors 
(Pontiac). 

If a salesman actually will 
follow through on every pros- 
pect, Langer says, he will make 
deals that seem impossible “on 
the face of it.” 

Not everybody who buys a car 
and gives extra profit to the sales- 
man—walks into the showroom and 
asks to be sold, Langer says. 

“Sales come by finding and meet- 
ing particular situations and going 
out and making your own deals,” | 
he says. 

While extra business means 
hard work, a good salesman 
never is through work, he says. 
A salesman can sell a new car 
anywhere, anytime, he says, be- 


Tax Seen Keeping 
Illinois Buyers 
In Own State 


MOLINE, IIl.—Dealers in Moline, 
Rock Island and East Moline, to- 
gether with dealers in other 
“fringe” areas of Illinois, are opti- 
mistic that the new motor vehicle 
use-tax statute will curtail out-of- 
state automobile purchases by resi- 
dents of Illinois. 

The law, which became effective 
Aug. 1, provides that all Mlinois 
residents registering motor vehicles 
in the state must pay a 2 percent 
use tax. 

The tax applies on the total 
purchase price of the vehicle. Title 
certificates will not be issued by 
the secretary of state unless the 
anplication includes a draft for the 
2 percent charge. 

Before the law became effective, 
many residents in communities ad- 
jacent to other states went across 
the border to buy cars and avoid 
the Illinois 2 percent sales tax. 

Traffic across the state line from 
Moline, Rock Island, East Moline 
to Davenport, Ia., had been heavy. 
Some indication of the “loss” of 
business suffered by dealers in the 
three cities is contained in statis- 
tics compiled by Jim Kittler, Mo- 
line Pontiac dealer and former di- 
rector of the Illinois Automotive 
Trade Assn. 

Kittler said Illinois lost $6,688 in 
sales tax revenue on new cars in 
July because residents of the three 
Illinois cities bought vehicles in 
Davenport. 

Of the 630 new cars registered | 
in July in Rock Island County, Ill. 
Kittler said 123 were purchased out 
of state, 83 from Davenport dealers 
alone. 

The new law actually imposes a 
nenalty on purchasers who con- 
tinue to patronize out - of - state 
dealers. The full purchase price is 
subject to the use tax on cars 
bought outside of Illinois. But the 
tax is applicable only to the dif- 
ference between the tradein allow- 
ance and the sale price of the new | 
car if the vehicle is bought within | 
the state. 











Financial Front | 





Gerity-Michigan 

Net income of Gerity-Michigan | 
Corp., Adrian, Mich., during the | 
fiscal year ended June 30, amounted 
to $303,440, equivalent to 39 cents | 
a share, according to James Gerity | 
jr., president. This compared with | 
net income of $41,534, or five cents 
a share, during the preceding fiscal 


year. 
* 


* x 
Lakey Foundry 

Lakey Foundry Corp., Muskegon, 
Mich., has reported net earnings of 
$385,453 for the nine months ended 
July 31, equal to 78 cents per com- | 
mon share. This compared with net 
earnings of $532,546, or $1.09 per 
share, in the like period a year ago. 
Sales for the nine months this year 
were $12,574,085, compared with| 
511,989,562 a year ago. 


j 





cause he never knows who really 


| wants to buy. The best prospects 


don’t announce themselves, he 
points out. 
“I sold a car to a man I met ina 





$3,000 Scholarships 

CLEVELAND. — Cleve H. Pom- 
eroy, president of National Malle- 
able & Steel Castings Co., has an- 
nounced that the company is es- 
tablishing $3,000 in scholarship 
funds this year at six educational 
institutions. They are intended for 
students in the mechanical, metal- 
lurgical, industrial, and chemical 
engineering fields, and business ad- 
ministration. 















Ice-repellent hood flexes to shed ice and ward off clog- 
ging snow...keeps soft-rubber wiping edge free for per- 


restaurant one evening,” 


man might consider their off hours 
their own, I opened the showroom 
and gave a good sales talk. He 
came in and bought.” 


Langer said he recently lost a 
| sale because he failed to follow up 
a deal. 

“I didn’t think the customer 
would want to buy a car again 
in three months,” he said. “He 
had less than 3,000 miles on the 
car I had sold him.” 
| Langer also says a _ salesman 
|shouldn’t ease up because he has 
only a few weeks to go before new 
models come out. 

“Don’t think there aren’t pros- 





For the first time in automotive history, here is a self- 
de-icing, non-clogging Wiper Blade for winter driving 
wherever there’s snow, sleet or freezing roadway slush. 


fect wiping action. It can’t stiffen. 


Can be snapped off and stored in glove compartment when 
the driver wishes to replace it with his standard Trico 
Rainbow or Triple-Action Blade for summer. driving. 





Langer 
Says, “because where many sales- 





Chevrolet Welecome— 


W. E. Fish (left), general sales manager 
of Chevrolet, greets Tom Todd, of Yarnall 
Chevrolet, Inc., Chicago, at the resumption 
in Detroit of the Chevrolet Post-Graduate 
| School of Modern Merchandising and Man- 
agement, now in its 16th year. The largest 
| class yet, numbering 49, is in attendance. 
pects,” he says. “There always is a 
new car to sell. Make your own 
|deal the way you would want to 
| be sold.” 





iF IT’S 
RAINING 


—a perfect 
wiper! 











Wisconsin Adjusts 


Insurance Rates 


MILWAUKEE. — John R. Lange, 
Wisconsin commissioner of  in- 
surance, has announced an increase 
in car liability rates for young 
drivers and a decrease for older, 
safe drivers, effective Sept. 14. 

The new rates will be put into 
effect by more than 100 auto 
liability insurance companies oper- 
ating in the state. 

Rates for young drivers will be 
about 2% times those for the best 
risks, while the safe drivers will 
have rates cut about 15 percent. 

Lange said independent com- 
panies, which handle about 65 per- 
cent of all casualty insurance in 
Wisconsin, will not revise their 
schedules, 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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IN FREEZING 


ROAD SPLASH 
—it sheds 
the ice! 





iF T's 
SNOWING 


—it can’t 
clog! 


Trico Products Corporation, Buffalo 3, N. Y. 














Fleet for St. Louis Funeral Home— 


Clinton Cadillac Co., St. Louis, has comp 


leted delivery of seven Cadillac Series 75 


eight-passenger limousines to Kriegshauser Funeral Home. Bob Hespen, sales manager, 
handled the transaction, which brings the mortuary's fleet to 11 Cadillacs. 





Booklet Discusses 


Retirement Plans 

PHILADELPHIA, — Retirement 
funds in business and industry now 
top $10 billion and cover 11 million 
workers, according to Wellington 
Co.’s new edition of its booklet on 
retirement plans. 

The beoklet says smaller com- 


panies are expected to follow ma- 
jor firms in setting up retirement 
plans because of the competition 
for workers and the tax savings 
available to both the corporation 
and the employes. 

The booklet may be obtained on 
request from Wellington Co., 1630 
Locust St., Philadelphia 3, Pa. 


in the Detroit area shows that 


Reconditioning Costs 
A survey of used-car operations 


many new-car dealers are spending 


$25 to $35 for the reconditioning of 
each vehicle on their used-car lots. 


Most of the work on the trade- 
ins is held to the outside of the 
car—bumping, painting, cleaning 
the rear deck and minor repairs. 
Except for stitching and cleaning 
of upholstery, little work is done 
on the interior because, as a rule, 
only cars with clean interiors are 
held for retail sale. 

“If we get a car in that is pretty 
well beat up inside, we just set it 
aside and wholesale it at the next 
auction,” says one dealer, who 
points out that a car’s interior often 
gives a clew to its mechanical con- 
dition as well. 

“It’s not the condition or the 
price of the car that is making 
them hard to sell,” opines the man- 
ager of one of the largest used-car 
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With the Staff... 
ALONG DETROIT'S AUTO ROW 


operations in northern Detroit. “It’s 
the credit companies that are hurt- 
ing our business. People want to 
buy and for the most part tradeins 
are pretty clean, but finance com- 
panies just won’t give many pros- 
pects a loan. Everyone seems to be 
up to his neck in debt.” 

Another dealer, who gives a 
month’s guarantee on every used 
car, says that a tradein that 
can’t be fully teed for a 
30-day period without a lot of 
work isn’t worth having on the 
lot, 


“You’re lucky if you can retail a 
‘dog’ anyway,” he says, “and even 
then you have it back in the shop 
within 10 days.” 

Another dealer deemphasizes re- 
conditioning because of the cost. 
Says he: “We’ve got too many cars 
on this lot now to put any great 
amount of money into them. Clean 
the upholstery, wash ’em and shine 





handle ALL pulling jobs 


swiftly...easily...profitably...with 


* 








INTERCHANGEABLE 
PULLER TOOLS 


ON EVERY COUNT you’re money ahead with Snap-on Pullers. 
Money ahead in first cost, because fewer Snap-on units cover 


a far wider range of pulling operations. Money ahead 


in time saved per job.. 


- right down the line Snap-on gives 


you the fastest, most efficient and adaptable pullers 


yet designed. Money ahead in durability ... because they’re 
Snap-ons, finely manufactured to traditional Snap-on 
standards of rugged strength and long life. 

Let your Snap-on Man show you how the right 
combination of puller units can do more work 
for you...more easily...at lowest cost! Let him 
demonstrate these typical Snap-on puller units: 


A—2Zjaw medium slide-hammer puller—8 4” jaw capacity. 
8 —2jaw basic gear puller—4 14” jaw capacity. 
C—Axle puller head—fits all sizes. 

D—Chrysler grease retainer puller. 

E —3-jaw medium basic puller, 8%" jaw capacity. 


F —Valve puller head. 
G—Bearing puller tool. 


H—Long jaws—fits yokes of (A) and (B). 
1 —Chevy bearing race remover unit. 


J —Brake cable remover. 

K —Large gear puller—14” jaw 
. —Chevy truck axle puller an 
M—Bearing 


hearings, closely fit gears, etc. 
Note: dey =P» (F), (G); (, 
used wit de hammer and s 
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SNAP-ON TOOLS 
CORPORATION 


28th Ave., 
*Snap-on is the trademark of Snap-on Tools Corporation. 
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‘em, and then put them on the lot 
—that’s my theory.” 


Three Sell 40 


A reputation for fairness and 
good service, built over the years, 
can sell néw cars just as well as a 
crew of hot salesmen can, says Fred 
Prout, sales manager of Weisman 
Motor Sales Co. (Chrysler - Plym- 
outh), Royal Oak, Mich. 

Prout proves his point with 

sales figures for July. With no 

“salesmen” and only two “order 
takers,” Prout says he sold 40 new 
cars during the month. 

Furthermore, says Prout, the 
company wasn’t emphasizing new- 
car sales in July, since its used-car 
inventory had grown uncomfortably 
large. During the month, he says, 
with the accent placed on used-car 
sales, that inventory declined from 
80 to 48 units. 


Prout has been selling cars for 
28 years. 


* * * 


Dayton, Detroit Compared 


Bob Jenkins cut his selling teeth 
on an independent line in Dayton, O. 


Five months ago he moved to 
the Detroit area and began sell- 
ing the same line of cars in a 
suburban area. He’s noted several 
major differences in the auto bus- 
iness between the two towns. They 
are: 


| 
1. The percentage of closes was 
higher in Dayton. 

2. There were no overallowances 
in Dayton. 
| 


3. Dayton customers were inter- 
ested in things besides dollars and 
cents when they came into buy a 
car. 

4. He’s making more money in 
| Detroit. 


Look to Promote 
Dealer War on 


Inferior Parts 


NEW YORK.—Car owners will 
be alerted to the dangers of install- 
ing inferior, cut-rate parts in their 
cars when an article entitled “Don’t 
Put a Killer in Your Car” appears 
in the Oct. 20 issue of Look maga- 
zine, which goes on sale Oct. 6. 

Written by Automotive Editor 
George Koether, the article demon- 
strates the chances motorists take 
when they buy “bargain” automo- 
tive parts of substandard quality. 

Warning drivers that “the dollar 
you save may cost your life,” the 
article advises car owners to trade 
with reputable dealers in order to 
be sure of getting reliable merchan- 
dise. 

In connection with this editorial 
feature, the magazine is making 
available merchandising aids for 
point-of-sale promotion by dealers. 
Free display posters, in three col- 
ors, will carry the promotion slo- 
gan “Be Safe—Buy Quality,” and 
will list automotive parts which are 
mentioned in the article and 
stocked by the dealer displaying 
the poster. 

In addition, map-sized reprints of 
the article will be available as self- 
mailers at $3 per 100 or $25 per 
1,000. They can be mailed to pros- 
pective customers with the dealer's 
personalized service message in- 
serted. 
| The merchandising aids may be 
obtained by writing to Woods 
Kingman, Look Magazine, 488 Mad- 
ison Ave., New York 22, N. Y. 


ae 
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Now...LOOK gives 
you a powerful 
sales aid for 
boosting Fall 
SERVICE 
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BATTERIES 
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UTA 
co me CAP oe. 
ep | Above is a poster you can get absolutely free 
...and it’s based on a LOOK editorial feature 
7 ioe which emphasizes to motorists the life-saving 


Tittea “Don’t Put A KILier IN Your Car,” the 
214-page feature in the issue of Look on sale October 
6th dramatically demonstrates the dangerous chances 
motorists take when they buy inferior, cut-rate parts 
and products. 

In this feature Look warns its 20,650,000 readers: 
“The dollar you save may cost your life.” 

This article . . . part of Loox’s continuing automo- 
tive editorial program .. . goes all out to warn motor- 
ists to trade with reputable service facilities in order 
to be sure of getting reliable merchandise. 


LOOK 





importance of quality parts—the kind you stock. 


Here is a made-to-order opportunity to push your 
quality auto replacement parts and boost your busi- 
ness. Take advantage of this opportunity by merchan- 
dising Look’s message through community channels 
and at point-of-sale. Look will provide you, free of 
charge, with a hard-hitting three-color poster like the 
one reproduced in miniature above. In addition, self- 
mailer reprints of “Don’r Put A KILLer IN Your 
Car,” in a form convenient for mailing with your own 
service message, are available at $3 per hundred or 
$25 per thousand. 


Arrange now to tie in. 
To get your free poster ...and to 
order reprints ... write Woody Kingman, 


Associate Automotive Promotion Manager, 
Look, 488 Madison Ave., New York 22, N. Y. 


49 











XL 





__ AUTOMOTIVE NEWS, SEPTEMBER 14, 1953 








Affecting Factories and Dealers. . . 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

Chevrolet has launched a special 
campaign in women’s sections of 
Sunday metropolitan newspapers. 
So far as is known, the division 
said, this is the first advertising 
purchase of its kind by an auto 
manufacturer. 

First, of the four -column, 
eight-inch advertisements ap- 
peared Sept. 6 and others of 
similar size will follow on a bi- 
weekly schedule. Only one Sun- 
day newspaper in a city is on the 
list of 24. 

“The campaign is further recog- 
nition of the influence of the 
woman in the purchase of a new 
automobile,” explained W. G. 
Power, advertising manager. “In 
each ad we concentrate on a Chev- 
rolet feature of style, comfort, con- 
venience or some point we feel has 
a particular appeal to a feminine 
audience.” 

The eight-inch square ads con-| 
tain art and copy treatment in 
harmony with women’s section ad- 
vertising by swank shops. The ads 
contain no dealer identification but | 
suggest the reader visit a Chevrolet | 
dealer. 





* * 


Metro Lists New Rates 

Metropolitan Sunday Magazine 
Group has announced new rates for 
its basic group of _ individually 
edited Sunday newspaper maga- 
zines. 

The Portland Oregonian maga- 
zine switches from 1,000-line 
letterpress to 850-line gravure 
and joins the basic group Jan, 10. 
The Syracuse Post-Standard 
gravure magazine, previously 
available through Metro as an 
optional addition, becomes part of 
the basic group Jan. 3. 
. With the addition of Portland 

and Syracuse, Metro’s basic group 
will number 24 cities. The new full- 
page rates, for 24 papers with a 
total circulation of 14,300,000, will 
be $32,500 for monotone and $40,500 | 
for four-colors. 
New rate cards are available 
from Metro sales offices in New 
York, Chicago, Detroit, San Fran- | 
cisco and Los Angeles. 
.% 


Lawler Moves to Coast 

N. F. Lawler, vice-president of 
Geyer Advertising, Inc., will join 
Foster & Kleiser 
Co., San Fran- 
cisco, on Sept. 15. 
He will serve as 
sales vice - presi- 
dent for the Coast 
outdoor advertis- 
ing firm. 

Prior to joining 
Geyer in April, he | 
had been ad man- 
ager of Nash. He} 
entered the auto| 
industry in 1938 | 
at McCann-Erickson, Detroit, as an 


account executive. 
a * 





* * 


N. F. Lawler 


ok 


Lincoln Goes 3-D 

Lincoln-Mercury division has is- | 
sued a brochure of its Lincoln line | 
in third dimension. Complete with | 
glasses, the company claims this | 
new type of advertising permits | 
the reader to see the “finer points | 
of the Lincoln line.” 

* & 


Inquirer Boosts 2 
The Philadelphia Inquirer 


* 


has | 
announced two changes in its ad- | 
vertising staff. 

Armin J. Richter has been trans- 
ferred to the Detroit Offices of 
George S. Dix, Inquirer advertising 
representative. Richard I. Krug, 
former publications account man) 
in the Inquirer’s national advertis- 
ing department, has replaced 
Richter. 


* * 


To Offer 4-Color Ads 


The Columbus Dispatch, Colum- 
bus, O., will offer run - of - press, 
color to its advertisers within a 
year. This service is being made 
possible by the purchase of 21 new 
Goss Headliner presses and the 
erection of a three-story building 
to house the units, officials said. 

Eighteen of the new presses are 
scheduled for delivery next March 
or April and will be ready for 


operation soon thereafter, officials 
said. 

The presses will be capable of 
printing four-color pictures on four 
different pages and spot color on 
12 other pages. Their capacity will 


be 52,500 newspapers of 96 pages| 


each per hour, or 105,000 news- 
papers of 40 pages each hour. 
+ * * 


MSC Hosts Ad Managers 


Seminar discussions and a clinic 
on how to stretch the advertising 
dollar will highlight the annual Ad 
Managers Conference Sept. 25-26 at 
Michigan State College. Regis- 
tration will take place at 8 a.m. 
Friday, Sept. 25, in Kellogg Center, 
East Lansing. 


The clinic will be conducted by 


Charles R. Sligh jr., president of | 


the National Assn. of Manufactur- 


ers; Harry W. Smith jr., of Harry | 
W. Smith, Inc., New York; Frank- | 


lin Hawkins, advertising director 
of Libbey-Owens-Ford Glass Co., 


Toledo, and W. Donald Molitor, ac- | 


count executive for Jaqua Advertis- 
ing Co., Grand Rapids, Mich. 


* * * 


Direct-Mail Volume Up 


The estimated dollar volume of 
| direct-mail advertising during the 
| first seven months was $716,099,127, 
according to the Direct Mail Ad- 
| vertising Assn. This represents a 
gain of more than 7% percent over 
figures for the first seven months 
of 1952. 

For July, the association reports 
|estimated dollar volume as $99,- 
757,573, a gain of 12% percent over 
|the July, 1952, figure of $88,664,- 
| 382, 


* * * 


| Auto-Lite to Salute AAA 


The school traffic safety program 
of the American Automobile Assn. 
|and other organizations in 14,000 
subject of a_ special E 
|radio presentation to be 
Sept. 21. 

The salute by Electric Auto- 


“Suspense 
heard 


member clubs and branches will 
be entitled “The Empty Chair” 
and will tell the story of a youth 
who ignored the counsel of his 


(Continued on Page 56, Col. 3) 





Lite Co. to the AAA and its 750 | 


| 
| 
| 


| left are Leo Hayes, 


Legion Praises Wagner Electric— 


A citation for its cooperation in civic and health activities is presented to Wagner 


| American communities will be the | Electric Corp., St. Louis, by Wellston (Mo.) Post No. 154 of the American Legion. From 


mayor of Wellston; E. D. McCuddy, past commander of the 
post; C. W. Hesse, Wagner plant manager, and R. W. Boeringer, industrial relations 
director. 


Scarritt Gets L-M Award |ritt-Motors, Inc., St. Petersburg, 
W. A. Toms, regional sales man- | Fla., a certificate of recognition for 
ager for Lincoln-Mercury’s|Scarritt’s contributions to the Lin- 
southern region, has presented to|coln-Mercury National Dealer 
F. M. Scarritt, president of Scar- | Council. 


Where is farm income both 


FIELD CROPS 


ORCHARDS AND VINEYARDS 


FROM WOODLANDS 











é 
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Lloyd of Bremen Reveals New Model— 


The 1953 model of Germany's Lloyd of Bremen is powered by a 13-horsepower 


Ex-Ford Dealer Buys Share | 
In Daytona Beach L-M Firm 


Bev Smith, former Ford dealer | 
in suburban Detroit, has purchased 
a half-interest in Cox Motors (Lin- 
coln-Mercury), Daytona Beach, 
Fla., from Paul Cox. 


engine, and features front-wheel drive. Another model is provided with a rear door 





sales department from 1933 until 


| he opened his Detroit dealership 10 


years ago. Fred Tosland, a service 
manager for 28 years, and Earl 
Alexander, who had been sales 
manager for a Ford dealer in De- 
troit for 30 years, accompanied 





Smith was with Ford Motor Co. | 








Smith to Florida. 


Planned diversification is the Ohio farmer’s advantage over farmers in most 
states ... his income stabilizer when the market for some product is unfavorable. 
Something to sell every month keeps farm revenue at a high, steady level 

in productive Ohio, a top-third income state. 


'Chamber Official Lists 5 Points . . . 





PITTSBURGH. 
program by which the 


| lined by Harold F. Hammond, man- 
ager of the transportation and 
| communication department of the 
Chamber of Commerce of _ the 
U. S. 

Hammond took part in a panel 
discussion at the Second Nation- 
al Traffic and Transportation 
Conference and Seminar held 
here under sponsorship of the 
American Society of Traffic and 
Transportation. 


Noting that while the _ trans- 
portation business is now good, but 
that it may face difficulties if traf- 
fic declines sharply. Hammond 
suggested that Federal de- 
partments and agencies which deal 
with transportation reexamine 
their policies and actions to de- 

| termine whether they are doing the 
| best job possible. 

| Hammond said these five specific 
steps should be taken by Federal 


The Ohio Farmer doesn’t put all his eggs in one basket. Loss of a lone 
crop won’t cripple him. 


Big earnings the year ‘round mean big spending the year round. This 
exceptionally rich market is best reached through the homestate farm paper — 
THE OHIO FARMER. Three out of four Ohio farm families look to 

THE OHIO FARMER for down-to-earth features edited for them about people 
they know and about their own farming methods. 


More farmer-interest makes THE OHIO FARMER preferred reading and your 
strongest selling medium... brings greater returns per advertising dollar. 


» |Government can aid the trans- | 
| portation industry has been out- 


| 


U.S. Transport Aid Suggested 


A five-point agencies to aid transportation now 
Federal | and in the future: 


1, Government agencies should 
stay out of rate proceedings be- 
fore regulatory authorities. 

2. Section 22 of the Interstate 
Commerce Act should be revised. It 
permits the Government to get 





Chain Belt Is Marketing 


Redesigned Sprocket Units 


MILWAUKEE. — A redesigned 
line of drive and conveyor sprocket 
chains has been introduced by 
Chain Belt Co., Milwaukee 1, Wis. 

Designated as the R, RX and RR 
series, they replace and supplement 
the Rex Chabelco line of steel 
chains. The R and RX series are 
drive chains, and the RR, conveyor. 


Improvements are said to include 
controlled material selection and 
heat treatment for greater wear 
resistance and strength; closer 
planned tolerances of press fits, and 
better finishes. 


| 
| 
| 


| rents a fleet of 500 cars for season- 


|have had to plunk down $1 million 























“cut-rate” bargains from carriers 
and results in commercial shippers 
picking up the check for these lost 
revenues. 

3. A Department of Commerce 
survey revealed that there were 40 
major Federal agencies, with 164 
minor agencies, conducting trans- 
port research projects simultane- 
ously. Steps should be taken to 
make certain that in the future 
these are cut to the absolute 
minimum. 

4. The Government should get 
out of the commercial transport 
business. Sale of the Federal 
Barge Lines is a significant step 
in this direction, but the Govern- 
ment-owned and operated 
Panama Steamship Line is ac- 
tively competing for commercial 
shipping traffic between New 
York and the Canal Zone and 
should be sold, In addition, many 
activities of the Military Air 
Transport Service and the Mili- 
tary Sea Transport Service could 
well be eliminated. 


5. Federal agencies also can help 
transportation by full support of 
the new Hoover Commission and 
the new Intergovernmental Re- 
lationship Commission, both of 
which will probably touch on points 
of the transportation industry dur- 
ing their studies. 

“These steps taken as a whole,” 
said Hammond, “can do a lot of 
good, since they all represent a 
new outlook — one that means 
greater opportunity for the private 
enterprise system.” 


20 Pet. of Fleets 
Leased Autos, 


Avis Estimates 


DETROIT. — A surge toward 

leasing of cars by businessmen has 
| been indicated by a survey by Avis 
| Rent-A-Car System. 
Although it is calculated only 2 
|percent of U. S. corporations used 
leased cars five years ago today 
|the figure is placed at 20 percent. 
At the end of World War II there 
were few fleet-leasing companies; 
today many make leasing a 
standard practice. 


One executive, 
































whose company 







al use, explained that if his con- 
cern had bought this fleet, it would 






in spot cash. 








“That,” he remarked, “is a large 
amount of money to tie up.” 

Renting the cars for six months 
a year costs this company $300,000. 
According to Avis officials, most 
companies can save 20 to 25 per- 
cent a year by leasing cars. 

One important reason for the 
growing trend to fleet rentals by 
large corporations lies in taxes. By 





















Two comparable publications, PENNSYLVANIA FARMER and MICHIGAN 
FARMER, also serving top-third income states, are equally effective and 
economical. Investigate all three. Write T1013 Rockwell Ave., Cleveland 14, Ohio. 


(Percent Farm Cash Income Received Each Month) 
11.0% 


91% Box 8.6% 


yin 73% 27% 75% 


5.9% 


Jon Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. 


Based on eight-year study of Ohio farm 
income — 1940 through 1947 
(Government payments not included) 





Cleveland, Ohio 


PENNSYLVANIA FARMER, Harrisburg, Pa. 


Advertise in Ohio 





MICHIGAN FARMER, East Lansing, Mich. 





|renting a fleet of cars exclusively 
|for business purposes, a corpo- 
| ration can deduct the entire rental 
|cost on its tax return as a business 
|expense. If it bought the fleet of 
| cars, it could take off only a cer- 
tain amount for depreciation each 
| year, 

| An important segment of the 
| rental industry is the growing use 
|of the plane - auto plan developed 
|by the Avis System, in which 32 
|airlines now participate. In this 
|setup, cars are maintained for 
rental at airline terminals. 















|Grappone Lowest of Seven 


|In Concord Truck Bid 

| CONCORD, N. H.—(UTPS) — 
Grappone, Inc., of this city, was the 
|lowest bidder among seven dealer- 
ships which submitted proposals for 
|selling three truck chassis to the 
|Concord Board of Public Works. 


| The bids were as follows: Grap- 
pone (GMC), $10,485; Ralph George 
|Motor Co. (Ford), Concord, $10,- 
|495; Mack Motor Truck Co., Man- 
|chester, $11,999; Spear’s Garage 
(International), Concord, $13,100; 
Bracken Co, (White), Manchester, 
$13,141; Keegan-Contrucci (Dodge), 
Concord, $13,887, and C. A. Smith 
Garage (International), Man- 
chester, $14,391. 
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Used-Car Auction Prices 





Market Trend 


Another decline in wholesale prices of used cars was recorded last 
week in the Automotive News’ index. The overall average price 


dropped $8 to stand at $895. 


Prices on 1953 models, which for two weeks in a row had shown 
gains, declined $29. Only gains were on 1950 models, up $6, and 1949 


models, up $9. 


Losses were recorded for ’52s, down $15; ’51s, down $14; ’48s, down 


$11; ’47s, down $6, and ’46s, down $4. 


Activity at the blocks also dropped off for the week, according to 
the index, as the sales ratio dropped from 64 percent a week ago to 
60 percent last week, At nine representative auctions last week, 1093 
cars were sold from 1,816 cars offered, as compared with 1,201 cars 
sold from 1,881 offerings a week earlier. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 1.) 

(Market steady—more new cars being 
offered, Sold 154 cars out of 269 offer- 


ings.) 

BUICK—’53 Super 4-dr., $2,275*. '52 Su- 
per Riviera 2-dr., $1,645*. ‘51 Super 
conv., $1,245*. ‘50 Super 4-dr., $940; 
Special sedanet, $695. ‘49 Super 4-dr., 


5. 

OCADILLAO—’'53 (62) conv., $4,550*; (€2) 
club coupe, $4,205*. ‘52 (62) 4-dr., $3,- 
200°, $3,105*; (60) sedan, $3,195*. ‘51 
coupe deVille, $2,845; (62) 4-dr., $2,710*, 


$2,585*, $2,390*, $2,215*. '50 (61) coupe, 


$2,365". (61) 


"49 4-dr., $1,450. 


CHEVROLET—’53 Bel Air coupe, $2,235; 
Townsman, $2,165; conv., $2,050; station 


wagon, $1,985; 2-dr., $1,890; $1,815; 
(210) 4-dr., $1,830*, $1,765, $1,715; 2- 
dr., $1,705, $1,685; (150) 2-dr., $1,560. 

CHRYSLER—’53 Windsor club coupe, §$2,- 
230*. '47 NY Highlander, $255. 

DeSOTO—’'52 Fire Dome (8) 4-dr., §$1,- 
465*. 

DODGE—’53 %-ton pickup, $1,070. ‘50 
Coronet 4-dr., $735. 

FORD—’'53 Country sedan, $2,443*, $2,- 


400*, $2,260; (8) Ranch Wagon, $2,300*; 
Victoria, $2,260*, $2,240* $2,150* $2,- 
115; (6) Ranch Wagon, $2,000; Custom 
(8) 2-dr., $1,975; 4-dr., $1,875*, $1,855", 
$1,845*, $1,755. °52 Victoria, $1,685*; 
Ranch Wagon, $1,515; Custom (8) 2-dr., 


The biggest customer you have is the time-buyer. Then 
why not sell him with the American Bank Credit Plan. This 


time payment plan enables you as a dealer to provide your 


customers with a low-cost dignified bank credit plan through 


your local bank. 


Car buyers are more and more demanding bank credit 


for their personal consumer needs. Then why not become 
an accredited dealer today under the American Bank Credit 


Plan and give your customers a service that will build repeat 


sales and future good will. 


This Dealer-Bank Plan does not by-pass you. It assures 


Connecticut New York Wisconsin 
New Hampshire 


Rhode Island 


AMERICAN 
ae 





$1,425, $1,380*, $1,225. '51 conv., $910. 
HUDSON—’51 Commodore (8) 4-dr., $695. 


*49 Commodore (8) 4-dr., $475; club 
coupe, $400. 
KAISER—’'53 Deluxe 2-dr., $1,455. 


LINCOLN—’53 Capri club coupe, $3,275*; 
Cosmopolitan 4-dr., $3,125*, °52 Capri 
4-dr., $2,300*. '51 2-dr., $1,385. 

MERCURY—’53 Monterey 4-dr., $2,395; 
sport coupe, $2,250; 4-dr., $2,050. ‘52 
sport coupe, $1,770. ‘51 2-dr., $1,100; 4- 
dr., $1,035. °49 4-dr., $700. 

NASH—’52 Rambler country club, $1,070. 


’49 (600) 2-dr., $455. 
OLDSMOBILE—’53 (98) 4-dr., $2,930*; 

(88) Holiday, $2,845*, $2,800*; conv., 

$2,790*; 4-dr., $2,600*; Super (88) 2-dr., 


$2,515. °51 (98) 4-dr., $1,470*; (88) 4- 
dr. $1,355*. 

PLYMOUTH—’53 Savoy, $2,135*; subur- 
ban, $1,875; Cambridge 4-dr., $1,550. °52 
suburban, $1,400. °51 suburban, $1,240. 
’50 suburban, $870. 

PONTIAC—’53 Catalina, $2,605*, $2,675*; 
Chieftain (£) 4-dr., $2,475*, $2,415*, $2,- 
210*. °52 Chieftain (8) 4-dr., $1,515*; 
conv., $1,465*; 2-dr., $1,385*. '51 Cata- 
lina, $1,420; Chieftain (8) 4-dr., $1,295*. 

STUDEBAKER—'53 Commander (8) club 
coupe, $2,110*; Champion Starliner, $1,- 
995, $1,855. '50 Champion 4-dr., $615; 
2-dr., $555. 

WILLYS—’53 Hardtop, $1,555; Jeep $1,- 
460. ’'52 Aero Wing 2-dr., $950. ’49 sta- 
tion wagon, $425. '48 1-ton pickup, $450. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 28.) 

(Prices somewhat weaker, with no 
higher market this year in view.) 
BUICK—’53 Super Riviera sedan, $2,090. 

’52 Special sedan, $1,400*. '51 Special se- 


dan, $1,200*. ‘50 Special sedan, $785, 
$750*, $730. ‘49 Super sedan, $785. 
CHEVROLET—’'53 %-ton pickup, $1,165. 


’51 SL Deluxe sedan, $1,165, $1,135*, $1,- 





Average Used-Car Prices 


(Compiled by Automotive News) 


Sept. 1953 
To Date 


Aug. 
1953 
$2,098 
1,476 
1,092 
849 
653 
443 
361 
282 


July 
1953 


$2,188 
1,571 
1,126 
878 
676 
485 
373 
305 


$ 907 $ 935 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


050*. ’50 SL Del 


uxe sedan, $835; Bel 


Air, $1,025. '49 SL Deluxe sedan, $705; 


SL Special, $685, 
coupe, $545, $520. 
$440; conv., 
$380. 


CHRYSLER—’51 Wi 


DODGE—’50 Coronet 


$400. 


$645. °48 FM club 
’47 FM club coupe, 
‘46 FL aerosedan, 


ndsor sedan, $1,170. 
sedan, $840*. ‘47 


Custom sedan, $405. 


FORD—’53 Victoria, 


$2,260*. '52 Main (8) 


sedan, $1,180. '51 Deluxe (8) sedan, $925; 


Custom (8) sedan, 


$845. ’50 Custom (8) 


sedan, $865. "49 Custom (8) sedan, $585. 


MERCURY—’51 sed 
‘50 sedan, $600*. 
NASH-—’'51 Statesm 
Ambassador sedan, 
OLDSMOBILE—’51 


an, $1,180*, $1,040*. 
°49 sedan, $685. 

an sedan, $715. ‘49 
$565. 


(98) Holiday, $1,650*. 





you of your well merited reserve. It meets all competition 


and backs you up as no other plan does. You, and only you, 


make all the financial arrangements for your customers at 


one time, on the spot, without delay. You are supported 100%. 


The American Bank Credit Plan is designed to help 
build your business as an Automobile Dealer — If not 


immediately available in your territory, ask your bank to 


write us. 


The Foremost Dealer-Bank Plan in the 
automotive field offered exclusively to dealers through banks in 


linois Ohio 
Massachusetts 


Minnesota 
West Virginia 


Pennsylvania 
New Jersey 


Vermont 
Michigan 


Maryland 
Missouri 


INSTALLMENT CREDIT CORPORATION 
NEW YORE 22; 


PARK AVENUE 


Mm... s 





’49 Deluxe (88) 
sedan, $380*. 
PLYMOUTH—’53 Cranbrook conv., $1,833: 
’52 Cambridge sedan, $1,130. '51 Cran 
brook club coupe, $865; Cambridge 4-dr 

$760. ’46 SD sedan, $380. 


PONTIAC—’53 Chieftain (8) 2-dr., $1,540 
’49 Chieftain (8) 2-dr., $800*. '47 Chief- 
tain (8) club coupe, $445. 


STUDEBAKER—’53 Commander Starliner 
$2,120*. "50 Champion club coupe, $675 


WILLYS—’52 Aero 2-dr., $940*. ‘51 sta 
tion wagon, $655. 


LITTLE ROCK, ARK. 


(Arkansas Auto Auction, No. Little Rock 
Ark, Sale every Tuesday. Prices are for 
sale of Sept. 1.) 


(Market steady. 
75 offerings.) 
BUICK—’51 Super Riviera, $1,160. ‘5u 
Special 4-dr., $800. °49 Super 4-dr., $675 
CHEVROLET—’53 (210) 2-dr., $1,580. °52 
SL Deluxe 4-dr., $1,110. ’51 SL Deluxe 
2-dr., 2 at $530, $550. '47 SM club coupe, 
$320; 2-dr., $350. '46 %-ton pickup $320 
°40 2-dr., $1385. 
CROSLEY—’50 Super station wagon, $16v. 
FORD—’'52 Custom (8) 4-dr., $1,185*, $1,- 
230*. ’50 Custom (6) 2-dr., $500. °49 
Custom (8) 4-dr., $510. '48 Deluxe 2-dr., 
$370. '47 Deluxe club coupe, $405, $380, 
$250, $110. 
OLDSMOBILE—’'49 (88) 2-dr., $375. 
PLYMOUTH—’52 Cranbrook 4-dr., $900. 
PONTIAC—’48 Chieftain 2-dr., $24». 
STUDEBAKER—’50 Champion 2-dr., $425 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale ever) 
Monday. Prices are for sale of Aug. 31.) 

(Prices unchanged. Dry weather slow- 
ing up buying. Sold 107 out of 140 of- 


ferings.) 

BUICK—’53 Super Riviera sedan, $2,300; 
Super sedan, $2,270*. ’51 Special sedan 
$1,195; Super sedan, $1,410*; RM sedan. 
$1,360*. '50 Super Riviera sedan, $1,225". 
Super sedan, $1,080*; Special sedan 
$910*. '49 RM sedan, $630*, $690*; Super 
sedan, $810; RM conv., $850*. '47 Super 


sedan, $760, °47 (75) 


39 cars sold out of 


sedan $399. 
CAD C—’52 (62) coupe deVille, $3,- 
470*. '51 (62) sedan, $2,490*. '50 (61) 


sedan, $1,700*. '49 (61) sedan, $1,310*: 
(62) sedan, $1,270*; conv., $1,430*. ‘48 
(62) conv., $1,100*. '47 (62) sedan, $475* 
°46 (60) SP sedan, $33v*. 
CHEVROLET—’53 Bel Air sedan, $2,035". 
$1,730; (210) sedan, $1,755, $1,800*. °51 
SL Deluxe sedan, $1,070, $1,150, $1,100*. 
‘50 FL Deluxe sedan, $880; conv., $875: 
SL Deluxe sedan, $960*, $890*, $810. ‘49 
FL Special sedan, $760, $640; FL De- 
luxe sedan, $650, $740; FM conv., $740; 
SL Special sedan, $550. 47 FL sedan, 
$440; SM business coupe, $490. '46 FM 
sedan, $340. 
CHRYSLER—’52 NY sedan, $1,885*. 
DeSOTO—’53 Fire Dome sedan, $2,325*. 
DODGE—’53 Coronet conv., $1,875*. °52 
Coronet sedan, $1,425*. '51 Diplomat se 
dan, $1,275*. '47 Deluxe sedan, $230. 
FORD—’53 Custom (8) sedan, $1,825. '51 
Custom (8) sedan, $820; Victoria sedan 
$1,190; Deluxe (6) sedan, $870; Country 
Squire station wagon, $1,050; Custom (8) 
conv., $1,110*. '50 Custom (8) sedan, 2 
at $740. ’49 Custom (8) sedan, $750". 
$475; (6) %-ton delivery, $170. ’48 Super 
(6) sedan, $375. ‘47 Super Deluxe (8) 
=. $390. '46 Custom (8) sedan, $230. 


KAISER—’51 sedan, $790. 

LINCOLN—’49 Cosmopolitan sedan, $630*: 
sedan, $690*. 

MERCURY — ’53 sport coupe, $2,100*: 
Monterey sedan, $2,300*. ’52 conv., $1,- 
925*. ’51 sedan, $1,130; club coupe, $1.- 
210*. 49 club coupe, $520. 

NASH—’50 Ambassador sedan, $550*. 

OLDSMOBILE — ’51 (98) sedan, $1,375: 
Super (88) sedan, $1,060*. 50 (88) Hol- 
iday, $1,275*; (98) sedan, $1,015*. °49 
(88) sedan, $770*, $860*. '48 (78) club 
coupe, $475*. °47 (98) sedan, $380*. ‘46 
(98) sedan, $330*. 

PACKARD—’53 Clipper sedan, $2,010. 52 
(250) conv., $1,560*. ’50 sedan, $600°. 
’48 sedan, $290. 

PLYMOUTH—’53 Cranbrook sedan, $1,635; 
Cambridge sedan, $1,625, $1,637.50, $1,- 
610. ’51 Cranbrook sedan, $870; Cam- 
bridge sedan, $930, $960; Belvedere se- 
dan, $1,100. 

PONTIAC—’'53 Custom (8) Catalina, $2.,- 
720*. ‘51 Chieftain (8) sedan, $1,450, 
$1,350*. '48 SL (8) sedan, $435; SL (6) 
sedan, $520*. '46 SL (8) sedan, $230. 

STUDEBAKER — '53 Commander sedan. 


(Continued on Page 53, Col. 1) 
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Used-Car Auction Prices 


(Continued from Page 52) 





PACKARD — '50 
$525*. 


$2,260*. '49 Commander sedan, $310. '47 
Champion sedan, $220. 


4-dr., $825*. ‘49 4-dr., 
























WILLYS—’50 station wagon, $730*. PLYMOUTH—’53 Cranbrook 4-dr., sedan, 
MISCELLANEOUS — ’51 Henry J sedan, $1,760*; Cambridge club coupe, $1,470. 
$420. °53 Minicar roadster, $360. 52 Cambridge 2-dr., $1,150. '51 Belve- 
dere, $1,150; Cambridge 4-dr., $930. ‘49 

DYER IND Special Deluxe 4-dr., $450. 
9 - PONTIAC—'53 (8) station wagon, $2,030 
(Dyer Auto Auction. Sale every Friday. ‘51 Deluxe (8) 2-dr.. $1,270*. '50 Cata- 


lina, $1,250. ‘49 (8) 4-dr., 
club coupe $750*. 


Prices are for sale of Aug. 28.) $880*. "48 (8) 


(Market steady for past two sales. Sold 


159 cars out of 249 offerings.) STUDEBAKER—’53 Starliner, $2.200*. ‘52 

BUICK—’53 Super Riviera, $2,605*; RM Commander (8) 4-dr., $1,730*, $£1,110*. 
sedan, $2,650*. ’51 RM conv., $1,470*,| ‘51 Commander 4-dr., $865*. ‘50 Cham. 
‘50 Super sedan, $1,100*, $950; Special] Pion 2-dr.. $625* 


— Star (4) 
410. 


sedan, $885*, $900. 49 Super sedan, $550. touring 


CADILLAC—’53 (62) sedan, $4,085*. °51 
(62) sedan, $2,610*. '50 (62) sedan, $1,- 
875*, $1,975*. °49 conv., $1,455*, $1,170*. 
'48 (52) sedan, $775*. 

CHEVY ®OLET—’53 station wagon, $2,080; 
(210) sedan, $1,610, $1,575, $1,835*. '52 
SL Deluxe sedan, $1,175, $1,130, $1,215; 
%-ton pickup, $700. '51 SL Deluxe sedan, 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 28.) 

(Sold 160 cars out of 247 offerings.) 
BUICK—’53 Special Riviera, $2,325*; se- 

dan, $1,950. '52 RM Riviera, $1,735, $1,- 


$1,010*, $900; FL Deluxe sedan, $980. 7 

"50 SL’ Deluxe sedan, $670, $675, $710.| 660. '51 RM sedan, $1,325, $1,300; Spe- 

*49 SL Deluxe sedan, $675, $695, $620,| cial sedan, $1,170. '50 Super Riviera 

$580, $665. '48 conv., $380. "46 FL aero-| $1,150, $960, $870; RM sedan, $870. 
CADILLAC—’53 (62) Special $4,140*. '52 


sedan, $125. 

CHRYSLER—’51 Windsor sedan, $995. ‘50 
Windsor sedan, $600. ‘49 NY sedan, 
$810*, $675. 

DeSOTO—’'50 Custom sedan, $1,065*, $800. 


(62) conv., $3,600*. °51 

305, $2,200. 
CHEVROLET—’53 Bel Air conv., $1,890*, 

$1,840*. sedan, $1,875*, $1,845*, $1,750*: 


(62) sedan, §$2,- 


DODGE—’52 Wayfarer sedan, $935. '50] Handyman, $1,800*; (210) sedan, §$1,- 
Coronet sedan, $885; Wayfarer sedan, 740*; %-ton pickup, $1,225. °52 conv., 
$740. $1,350*; SL Deluxe sedan, $1,270*, $1,- 


250*, $1,230*; FL Deluxe sedan, $1,210*. 


FORD—’53 Custom (8) sedan, $1,800*; 
Main (8) sedan, $1,410. '52 Custom (8) 
station wagon, $1,505; Custom (8) sedan, 
$1,320; Custom (8) conv., $1,515; Cus- 
tom (8) sedan, $1,280. '51 Custom (8) 
sedan, $1,030, $1,225, $1,120, $1,055. °50 
Custom (6) sedan, $715, $630; Custom 
(8) sedan, $635, $550, $725. 

FRAZER—’48 Manhattan sedan, $180. 


HUDSON—’52 Commodore (8) sedan, §$1,- 
410. ’51 Pacemaker sedan, $665. ‘49 
Commodore (6) sedan, }3$335. 


KAISER—’52 Henry J Vagabond, $425. ‘49 
sedan, $195. 

LINCOLN—’52 Capri club coupe, $2,190*. 

MERCURY—’53 sedan, $2,005*. 52 sport 
coupe, $1,670. '51 Monterey «lub coupe, 
$1,390; sedan, $1,080. ‘50 club coupe, 
$815. °49 sedan, $525, $690, $415. 

NASH—’52 Rambler station wagon, $1,000. 


’51 Rambler conv., $665. "50 (600) se- 
dan, $540. 
OLDSMOBILE—’53 (98) sedan, $3 020*. 


’52 (88) sedan, $1,620, $1.675*. 51 (88) 
sedan, $1,415*. '50 (88) Holiday, $1,310*; 
(98) sedan, $1,080. °49 (88) sedan, $€60. 
‘48 (98) sedan, $250. 
PACKARD—’51 (300) sedan, $1,230. 
PLYMOUTH—’52 Cranbrook sedan, $1,115, 


$1,100, $1,150, $1,140. '51 Belvedere se- 
dan, $1,010; Cambridge sedan, $850, 
$905. '50 Special Deluxe sedan, $630, 
$750, $635. °49 Special Deluxe sedan, 


$395, $625, $645; Suburban, $570. 
PONTIAC—’53 Chieftain (8) sedan, §$2,- 
285*, $2,100. °52 Chieftain (8) sedan 
$1,515, $1,500; Deluxe Catalina, $1,790*. 
"51 Chieftain Deluxe (8) sedan, $1.150, 


$1,325; Chieftain Deluxe (8) conv., $1,- 
245. °49 Chieftain Deluxe (8) sedan, 
$765. °48 Chieftain Deluxe (8) sedan, 
$480. 


STUDEBAKER —'52 Champion sedan. §1,- 
055. ’51 Commander sedan, $615, $850. 
"50 Champion sedan, $535, $475, $550. 
$430, $525, $500. ‘49 Champion conv., 
$350. °48 Champion sedan, $320; Com- 
mander conv., $290. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction, Inc. 
Sale every Friday. Prices are for sale of 
Aug. 28.) 

(Market good. Sold 142 cars out of 218 
offerings.) 

BUICK—’53 Super 4-dr., $2,480*. '52 RM 
Riviera, $2,030*; Special Riviera, $1,350*; 
°51 Special 2-dr., $1,350. '50 Super Rivi- 
era, $1,190*; Super conv., $1,090*; Spe- 
cial 2-dr., $670. '46 Super 2-dr., $230. 


CADILLAO—’53 conv., $4,500. °51 coupe 
deVille, $3,140; (60) 4-dr., $2,650. °49 
(60) 4-dr., $1,620. '48 (62) club ccupe, 


$1,400; (62) 4-dr., $1,020. 

CHEVROLET—’'53 sport coupe, $2,190*; 
Bel Air 4-dr., $2,125; (210) 4-dr., $1,770. 
*52 conv., $1,580; SL Deluxe 2-dr., $1,- 
250; %-ton pick-up, $825. "50 8L Deluxe 
sare $1,015. °49 SL Deluxe club coupe, 

0. 

OHRYSLER—’53 NY Deluxe 4-dr., $2,710*, 
$2,400*. °51 Windsor Deluxe 4-dr., $1,- 
300°, °48 Windsor 4-dr., $530. "47 Wind- 
sor 4-dr., $595. 

—’53 Powermaster, $2,300*. ‘47 
club coupe, $435*. '46 Deluxe 4-dr., $350. 

DODGE—’53 Coronet (8) club coupe, $2,- 
155*; station wagon, $2,100*; 4-dr., $2,- 
075*. ’°51 conv., $975*. '50 Coronet conv., 
$825*. ’46 Deluxe 2-dr., $255. 

FORD — '53 Custom (8) 4-dr., $1,740; 
Main (6) 2-dr., $1,640. ’52 Custom (8) 
4-dr., $1,500*. °51 Victoria, $1,160*; 
Custom (8) 2-dr., $1,050*. °50 Country 
Squire, $950; °49 station wagon, $825. 

HUDSON—’51 Hornet 4-dr., $1,110. 

LINCOLN—’50 4-dr., $710*. 

MERCURY—’52 Monterey, $1,690*. '51 2- 
dr., $1,285*. ’50 2-dr., $985*; club coupe, 
$805*. ’48 station wagon, $370. 

NASH—’51 Rambler station wagon, $910, 
$775. '50 Statesman 2-dr., $580*. °49 
(600) 4-dr., $450. 

OLDSMOBILE—’51 (98) 4-dr., $1,500*; 
(88) 4-dr., $1,235*. '50 (88) 4-dr., $1,- 
095. °49 (98) 4-dr., $420*. '47 (78) 2-dr., 
$455*; (76) 2-dr., $300. 
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$1,000, $1,055. 


Deluxe club coupe, 
$450. ‘49 FL sedan, 


$400. '48 FM sedan, $565, $410. 47 aero- 
sedan, $375. '41 sedan, $390. 


DeSOTO — '52 sedan, 1,550*. ‘51 lub 
coupe, $1,050. ° ve luxe sedan, $300; Standard sedan, $200. 
DODGE — '51 sedan, $840; Coronet club — a ee eee 


coupe, $800, $780. 


FORD—’53 Victoria, $2,050*, $1,790; Ranch 
Wagon, $2,025*, $1,950*; Custom (8) se- 


dan, $1,710; %-ton pickup, $1,340. °52 $40. 
Deluxe (6) coupe, $900. ‘51 Victoria, MEROURY—’52 sport cou 1,660* . 
$1,125*; Custom (8) sedan, $1,000, $910. | 495. '51 a cer eee. eh.aes, 


$825; Crestline, $860; Deluxe (8) sedan. 
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“The beach, nothing—I’ve been 
on the used-car lot all summer!” 





ONLY SOCONY-VACUUM OFFERS ALL THREE: 


® America's Favorites —Mobilgas and Mobiloil. 
© World's Greatest Lubrication Experience. 
® Exclusive “On-The-Job” Training. 


SOCONY-VACUUM OIL COMPANY, INC., and Affilictess MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


51 Bel Air, $1,050*. 50 
FL Deluxe sedan, $900*, $790, $725; SL 
$825, 
$710, $760, $550.| up, $550. 


6 
— 6 
Pri if 


ar 
or 


$780, $605. ‘50 Deluxe (8) club coupe, 
$1,050, $900; Custom (6) sedan, $840 
$825, $820, $800, $775, $710; %-ton pick- 
49 Custom sedan, $640, $600, 
$530, $510, $440, $400. '47 Super Deluxe 
sedan, $350. °46 Super Deluxe sedan, 
$400. '41 club coupe, $420, $180. '40 De- 


$680; conv., 


HUDSON—’53 Hornet sedan, 
PM conv., $310; sedan, $280. 


LINCOLN—’51 sedan, $975. '46 club coupe, 


$1,950*. ‘49 


$825, $710. '50 coupe, $680, $700; sedan. 
$800. '49 sedan, 2 at $550, $500. ‘47 se 
dan, $430, $300. "46 coupe, $340. 


OLDSMOBILE—'53 (98) sedan, $3,500". 
$3,390*; (88) conv., $2,700*; sedan, §2,- 
405*. '52 (88) conv., $1,850*; sedan, $1,- 
710; (98) sedan, $1,650. '51 (88) sedan 

| $1,430*, $1,030. °49 (98) sedan, $895. 

PLYMOUTH—’53 Cambridge sedan, §$1,- 
500*. °52 Suburban, $1,425*, $1,390*; 1 
Cambridge sedan, $1,100; Concord sedan, 
$1,050. '51 Cranbrook sedan, $850, $700. 
'49 sedan, $545. 

PONTIAC—’53 Chieftain Deluxe sedan, 
$2,200*, $1,975*. ‘52 Catalina, $1,600; 
Chieftain Deluxe sedan, $1,550, $1,350, 
$1,300, $1,290, $1,270, '51 station wagon, 
$1,410; Chieftain Deluxe sedan, $1,200. 

STUDEBAKER—’51 Champion sedan, $640. 
‘50 Champion sedan, $485. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of Aug. 31.) 
(63 model cars slightly off but older 
models still holding. Sold 48 cars out of - 
109 offerings.) 
BUICK—’46 Super 2-dr., $290. 
(Continued on Page 60, Col. 3) 
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lubrication men to find extra business 


Scores of training centers coast-to-coast—plus a staff of 
experienced instructors and salesmen to train your men 
on the job—make Socony-Vacuum’s lubrication training 
program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell ... teaches them to 
point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 
your customers are satisfied, you and your lubrication 
men gain an outstanding reputation for quality work. 






Mobilgas 


SOCONY-VA' 





* Socony-Vacuum will help train your °*, 
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BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A”, Box 1037, Cleveland 2, Ohie 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


*., for your other service departments! _,°" 





xt 





w Passenger Car Registrations, All States for July, 1953- 


Ne 


Car registrations by states are 
released here weekly, as com- 
iled by R. L. Polk representa- 
ives in state capitals. 


‘53| 
52) 
‘53) 
52) 
*53) 
52) 
‘53| 
'52| 
‘53 
52] 
‘53) 
'52| 
‘53 
‘52 
‘53 
‘52 
*53| 
'52| 
'53) 
‘52 | 


‘53 | 
‘52 
53) 
el 
53 
‘52 | 
‘53 
‘52 | 
‘53 | 
‘52 
‘53 
‘52 | 
‘53 | 
'52| 
53 
‘52 
‘53 
‘52 


9835 

7042 
151} 
103 


33 States Previously 
Reported for July 
Alabama 


Arkansas | 
63 
707) 
917| 
381) 
316 
213 
177 
156 
99 
69 
4\ 
445 
275 
85 
87 
385 
238 
61 
42) 
89 
214 
1366 | 
939 
46 | 
54) 
156 
91 
114) 
| 147] 
10885| 
10845 


California 
Indiana 

lowa 
Kentucky 
Maine 
Massachusetts 
Mississippi 
Missouri 

New Mexico 
Oregon 
Pennsylvania | 
South Dakota 
Tennessee 

Washington 

~All States Reported — i 
For July 


Year 
_To Date 





72363 


7393 
5243 


0845 _8197| 2556 
95876| 73780) 187239 
55805 | 156585 
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uv 
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64917 
31351 


1418) 
480 


755 
436 
7347 
2692 
3074, 
138! 
1849 
777 
1454 
472 
455 
160 
2649 
891) 
797 
371 
2817) 
1377 
412 
159 
953 
978 | 
6963 
3949 
408 | 
233 
1598) 
612 
1312; 39 
785| —30/ 
99178; 4435) 
47104; 2737) 


i 


| 17920| 34129! 
17255| 26638| 
224; 709| 
208}  463| 
199; 536 
211) 409 
1462) 3551 
1499} 2691 | 
604) 2091 
722| 1274 
417, 988 
408; 699) 
359; 692 
260' 390 
207, (319 
90! 168 
878, 1531 
734| 1242 
142; 431 
137, 332 
857; 2315 
504} 1070 
85; 20! 
75 144 
223, 536 
347| 663 | 
2491) 4936 
2356, 3895 
108; 232, 
115} 202 
420; 947) 
313; 525) 
124; 260; 720) 
125| 335} 556| 
185| 26856| 54864 
25569| 41361 
sean 
276716| 


CHRYSLER 
TOTAL 


4389| 
9305 | 
332) 
157} 
130 
117 
2149 
1260| 
485 
430 
479 
244 
233 
144 
15 
45 
677 
298 
167 
136 
618 
397 
97 
86 
275 
316 
1464 
933 
86 
85 
289 
138 
285) 
220 


69277 
56178 
1195) 
826) 
868 
751} 
6378) 
5780, 
3368 
2577) 
1780. 
1416 
1321 
809 
680 
345} 
3216 
2525 
715 
5% 
3935 
2005 | 
373 
289 
944 
1378 
9869 | 
7914) 
421 
404) 
1668) 
1016} 
1218) 
1163) 
107226 
85972 | 


1310| 


65) 

31} 

21) 

7| 
430 

285) 
154 
101 
56 
40 
33 

20) 
21 
6 


Ht 
52 
71 
68) 

658 

673 

292 

265 

162 

132| 

114 
60 
85 
46 

362, 

274 
57| 
40 

378 

193 
26 | 
28| 
9% 

154) 

076, 

724| 
35 
33| 

145 | 
87| 


87 


27 
17 


44 
23 
8 
44 
50! 
307 
161) 
18 
15 
38) 
25| 


14311 


22270| 125883| 43194; 9752) 


Chevrolet 
Oldsmobile 


g GM TOTAL 


82232 
42466 
1815) 
668 
906 
560 
9926 
4237 
3713 
1912 
2384 
1061 
1720 
636 
591 
21) 
3442 
1276 
991 
524 
3552 
1818 
532 
253 
1272 
1344 
8734 
5043 
512 
333) 
1925 
775 
1636) 
1035) 


28793 
16903} 
515) 
210 
294 
193 
2782 
1467 
1274 
730 
717 
438 
542 
226 
186 
83 
1182 
529 
289 
194 
1372 
512 
199 
101 
347 
490 
3528 
1953 
179 
115 
682 
316 
313, 
403 


82130| 21123 
42165} 11579 
1779, 343) 
614 143) 

1027, 228 
544 124 

8252, 2559 
3097, 1130 
4936, «1199 
1990 478 
2460 599 
1020, 246 
1829, 449 
602; 150 

725 (123 

259 64 

3095 989 
1153 415 
1079, ‘182 
487 99 

4685, 1089 
1753 408 
550 121 

69 


188 
1342 416 
409 


1389 
9969, 2556 
5413, 1437 
598 136 
282 65 
2034, 401 
216 


74\ 
1550, 410, 417, 2773 
993| 275| 227| _1983 

32923| 39352) 253261 


128040 
62690| 17307| 21270| 134074 


3123 
1223 
1866 
1093 
17336 
7769 
8979 
4078 
4658 
2209 
3470 
1249 
1244 
514 
6612 
2775 
1858 
994 
8710 
3308 
1097 
47\ 
2588 
2811 
19581 
10922 
1069 
608 
3790 
1697 


180 
87) 
375 
408 | 
2893 
1588 
125 
9 
576 | 
262 


5 

635 

531 
31 
27 
97 
72 
83 
85) 


64152| 24863) 7944! 


| 714128) 574678) 25998| 141738) 742414|279938| 66213) 798122 | 201254) 242733) 1588260) 8242) 17505| 25747) 
561469| 401951| 15213| 103974) 521138| 186332) 4996! | 508826) 131077| 156087/ 1032283| 20161/ 23791| 43952 


| 
90460 


| 


K-F TOTAL 
Allstate 


4194 
5089 
66 
68 
16 
38 
374 
825 
166 
262 
89 
8I 
62 
78 
56 
44 
178 
212 
47 
32 
129 
100 
23 
33 
68 
202 
608 
621 
12 
26 
55 
73 
93 
122 
6236 
7906 
44792 
48275 


= 
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New Commercial Car Registrations, All States for July, 1953-1952 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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California 
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Mississippi 
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Tennessee 
Texas 
Washington 


All States Reported 
For July 


Year 
To Date 


The following advertised-delivered prices 
og AA a ay 
the factory, pro’ or le) es, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 
ALLSTATE — Four—2-dr. sed., $1,399. 
Six—2-dr. sed., $1,561.18. (Sold only by 
Sears, Roebuck & Co. stores in certain 
areas.) 

AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., 1,895; conv., 
$1,945; A-40 sports conv., $2,295. Austin- 
Healey 100 sports conv., $2,985. (Delivered 


at U. 8. ports.) 

BUICK — Special—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 
$2,255.32; 2-dr., Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 

—4-dr. Riviera, $2,696.17; Riviera 
cpe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. Roadmaster — 4-dr. Rivi- 

$3,254.36; Riviera cpe., $3,358.05; 
conv., $3,505.56; stat. wag., $4,030.73; 
Skylark sports car, $5,000. (Dynaflow 
standard on Roadmaster models, optional 
at $192.50 on all others.) 

CADILLAO — Series 62—4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe de Ville, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
cigl—4-dr. sed., $4,304.88. Series 75 — 8 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613.; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2.- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe.. 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2.123; 8-pass. stat. wag., $2.273. Bel Ai 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; spt. 
epe., $2,051; conv., $2,175. (Powerglide 
optional at $178.35 on Two-Ten and Bel Air 
models only.) 

CHRYSLER — Windsor—4-dr. sed.. $2,- 
492.25 (8-pass., $3,433); cl. cpe., $2,471.75 
stat. wag., $3,288. Windsor Deluxe—4 


. 15. 
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Current Prices on New Cars 


$3,246.75. New Yorker — 4-dr. sed., $3,- 
184.50 (8-pass., $4,369); cl. cpe., $3,155.50; 
Newport, $3,522; stat. wag., $3,932.75. 
New Yorker Deluxe—4-dr. sed., $3,327.50; 
cl. cpe., $3,298.50; Newport, $3,687.75; 
conv., $3,980. Custom Imperial—4-dr. sed., 
$4,259.50; lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. sed., $6,921.50; 
lim., $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other 
models. Fluid-Torque standard on Custom 
Imperial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor.) 


DeSOTO—Powermaster 6—4-dr. sed., $2,- 
385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2,- 
024.75; cl. cpe., $1,983; stat. wag., §$2,- 
201.25. Coronet 6—4-dr. sed., $2,136; cl. 
cpe., $2,109. Coronet V-8—4-dr. sed., $2,- 
244.50; cl. cpe., $2,223; Diplomat, 
$2,385.50; conv., $2,519; stat. wag., §2,- 
527.50. (Fluid Coupling optional at $20.40 
on all six-cylinder models except the Mead- 
owbrook station wagon. Gyro-Matic op- 
tional at $130.10 on all models except the 
Meadowbrook station wagon. Gyro-Torque 
optional at $233.50 on V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 — 4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr., ., $1,858.35; 2-dr. sed,, 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 


$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els. ) 


FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr. sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 
Six 4-dr. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 
entry.) 


HENRY J — Corsair Four — 2-dr. 
$1,399. Corsair Deluxe Six — 2-dr. 
$1,561.18, 


HUDSON—Jet—-4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 
epe., $2,741.99; Hollywood, $3,095.15; 
conv., $3,342.05. (Hydra-Matic optional on 
all models at $178.03.) 

JAGUAR—Mark VII 4-dr. sed., $4,170; 
Mark VII 4-dr. sed., with automatic trans- 
mission, $4,450; XK-120 cpe., $4,065; modi- 
fied XK-120 cpe., $4,460; XK-120 open 
sports, $4,035; modified XK-120 open 
sports, $4,430; conv., $4,250; modified 
conv., $4,608.50. (Delivered at U. S. ports 
of entry.) 

KAISER — Carolina —4-dr. sed., §$2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club. sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 

LINCOLN — Cos: tan —4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed.. 
$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 

MEROURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed. $2,193.50; spt. cpe., 


sed., 
sed., 


$2,315. Monterey — 4-dr. 
hardtop, $2,451.50; conv., $2,609.50; - 
pass, stat. wag., $2,825.50. (Merc-O-M ic 
optional at $189.81 on all models.) 

MORRIS and MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. MG/TD — standard conv., 
$2,115; Mark II conv., $2,360. (Delivered 
in New York City.) 

NASH—Rambler Super — Suburban, §$2,- 
002.60. Rambler Custom — Hardtop, §$2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed.. $2,695; hardtop, $2,828.60. 
(Hydra-Matiec optional at $178.85 on States- 
man and Ambassador.) 

OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §$2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Hydra -Matie standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PACKARD—Clipper—4-dr. 
2-dr. sed., $2,544; Sportster hardtop, $2,- 
805. Clipper Deluxe — 4-dr. sed., $2,745; 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., $3,244; Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr, sed., $3,740; 
Caribbean conv., $5,210: formal sed., $6,- 
531; executive sed., $6,900; corporation 
lim., $7,100. (Ultramatic standard on Pa- 
triclan and formal sed., optional at $199 
on all other models. ) 

PLYMOUTH — Cambridge — 4-dr. sed., 
$1.765; cl. sed., $1,727.25; bus. cpe., $1,- 
617.50; stat. wag., $2,064. Cranbrook— 
4-dr. sed., $1,872.50; cl. cpe., $1,842.50; 


sed., $2,332.50; 


sed., $2,598; 


39817 |'53 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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Belvedere, $2,064; conv., $2,220; stat. 
wag., $2,207.25. (Hy - Drive optional at 
$145.80 on all models.) 
PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. Chief- 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr. 
sed., $2,060.28; conv., $2,444.21. Chieftain 
8 Special—4-dr. sed., $2,089.62; 2-dr. sed., 
$2,031.45. Chieftain 8 Deluxe—4-dr. sed., 
$2,193.51; 2-dr. sed., $2,136.32; conv., $2,- 
517.66. Catalinas — Deluxe 6, $2,304.30; 
Custom 6, $2,370.43; Deluxe 8, $2,379.99; 
Custom 8, $2,446. Station wagons—Two- 
seat Special 6, $2,449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, $2,- 
589.61; two-seat Special 8, $2,524.61; three- 
seat Special 8, $2,580.15; two-seat Deluxe 
8, $2,663.61. Grain finish on all station 
wagons, $80 extra. (Hydra-Matiec optional 
on all models at $178.35.) 
ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,699; 
conv., $2,899; Sunbeam Alpine sports 
conv., $2,999. Rever—sed., $2,899. (Deliv- 
ered at U. S. coastal ports.) 
STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1.- 
868.21. Champion Regal—4-dr. sed., $1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr, sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. 
mander Regal—4 


. sed., $2,315.64, (Auto- 
matic Drive optional at $231.24 on Cham- 
Pion, $243.08 on Commander.) 

WILLYS — Aero Lark — 4-dr. sed., $°.- 
727.15; 2-dr. sed., $1,640.99. Aero Falcon —- 
4-dr. sed,, $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sec.. 
$1,963.50. Aero Eagle—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862. 0 
Gee ctad drive, $2,304.55); 6-cyl,, $:.- 














Highways & Safety 


AUTOMOTIVE NEWS, SEPTEMBER 14, 1953 








(Continued from Page 16) 


cil said—3,120 deaths for both 
years. 

Travel up to the end of June 
was 6 percent greater than the year 
before, according to the Council 
statistics, resulting in a mileage 
death rate of 6.5 per 100 million 
miles. The previous low for the 
same period was 6.7 last year. 

+ * oa 


Police Executives 
Meet in Detroit 


Police executives from all parts 
of the country are meeting this 
week in Detroit for the 60th an- 
nual conference of the International 
Assn. of Chiefs of Police. 

Cyrille Leblanc, of Gardner, 
Mass., is president of the group, 
and Carl F. Hansson, Dallas, first 
vice-president. 

Among the topics to be discussed 
are traffic law enforcement, car 
thefts and safety programs. 

The conference will end next 
Thursday with the election of new 
officers. 

* + . 
H & S Shorts 

The National Safety Council has 
been incorporated under a Federal 
charter, but no Government funds 
will be appropriated, according to 
Ned H. Dearborn, president . . 


Previews of Progress, a dramatic 


National Discount, 


Heller Merge 


SOUTH BEND. — Merger of 
National Discount Corp., South 
Bend auto financing company, with 
Walter E. Heller & Co., Inc., com- 
mercial financier with headquarters 
in Chicago, has been announced by 
Ivan G. Brady, National Discount 
president. 

The agreement, approved by di- 
rectors of the two firms, calls for 
meetings of stockholders of both 
companies no later than Oct. 15 to 
pass on the merger. 

National Discount will operate 
as a division of Heller. C. Frederick 
Cunningham, board chairman of 
National Discount, and Brady will 
be nominated as directors of Heller. 
Brady will continue as president of 
the division. Cunningham, also 
board chairman of the National 
Bank & Trust Co., will be inactive. 


Camel Obsolete 
Dodge Power Wagon Pride 


Of Desert Party 


NEW YORK.—The pride of a 
fully mechanized oil - exploration 
party in Saudi Arabia, according to 
an article in the September issue 
of the American magazine, is a 
four-wheel-drive Dodge Power 
Wagon. 

Shod with oversize tires from a 
DC-3 airplane, it will “go abso- 
lutely anywhere,” says its driver. 
“You couldn’t get her stuck with 
a ton of glue.” 

There are no roads in the Saudi 
Arabian desert, the article says, 
and the accepted driving practice 
is to set the hand throttle for about 
50 miles per hour and head in the 
approximate direction of the desti- 
nation, steering only occasionally. 
There are few rocks or dunes— 
just 1,000-mile stretches of fiat, 
hard, gravelly surface. 


Britain’s Leyland Boosts 


Vehicle Output 11 Pet. 


LEYLAND, Lancashire. — An in- 
crease of 11 percent in vehicle pro- 
duction for the first half of 1953 
as compared to the same period 
last year has been reported by 
Leyland Motors, Ltd. 

The firm said that there had been 
&@ general decline in Leyland ex- 
ports due to curtailment of im- 
ports in many countries resulting 
from currency difficulties, but that 
overseas shipments of Leyland 
heavy-duty vehicles and the Comet 
“90” cruiser-weight trucks are 


greater than last year’s. In the 
home market, deliveries of chassis 
ior double-deck buses were double 
those of last year. 


science show will highlight the 
luncheon honoring the winners of 
the National Safety Council’s 22nd 
annual fleet safety contest in Chi- 
cago, Oct. 22... Elmer R. Reeves, 
accident prevention director of the 
National Automobile Transporters 
Assn., will give safety courses at 
South Dakota State College and 
Pennsylvania State College this 
month, 

A speeders clinic for traffic of- 
fenders is being conducted by 
Kalamazoo (Mich.) police ... 
Traffic accidents in southern 
California during the first six 
months killed 1,028 persons, an 
increase of 104 over the like 
period in 1952, 


The 41st National Safety Congress 
and Exposition will be held in Chi- 
cago Oct. 19-23, with special em- 
phasis on small fleets with limited 
budgets .. . Traffic deaths in the 11 
northeastern states dropped 13 per- 
cent in June from those in June, 
1952. There were 414 highway 
fatalities against 478 a year ago. 


... lhere’s a job 
in your oltice 
for this complete 


comput typewtitet 


This unique new office typewriter can 
handle every typing need of the busi- 
ness or professional office. And the 
Remington Office-riter’s compact size 
and 11-inch paper capacity make it the 
ideal low-cost machine for meeting 
your business typing requirements. 





Handles paper and forms up to 11 inches 


wide.. 


Remington. Frand. 


writes a full 10 3/10-inch line... the 
longest writing line of any 11-inch carriage 
typewriter now manufactured. 





Stronger Tire— 

A new truck tire called the Gillette 
Super-Ribbed, which has variable grooves 
and ribs that are claimed to give up to 
40 percent more ton-miles of wear, is 
demonstrated by J. A. Boll, sales manager 
of the Gillette tires division of U. S. Rub- 
ber Co. The tire has a patented air-cooled 
shoulder design to dissipate excess heat. 
Groove cracking is said to be eliminated 
by infra-red curing. There also are extra- 
depth tread and two special shock pads 
to cushion against road shocks. 


action . 


versatility . . . 


Miracle Tab makes it 
easy to set up for bill- 
ing, statements, list- 
ings and reports. 


See the new Remington Office-riter in 
.- Mote its superb performance, 
its distinctive printwork, its remarkable 
and you'll be convinced, 
as have thousands of others through- 
out the country, that there is a definite 
place for this typewriter in your office! 


The Office-riter 
makes up to 10 good 
carbon copies, cuts a 
clean sharp stencil. 


Oregonian to Push 


+ Plan for Uniform 


License Plate Size 


Ore.—Oregon Secretary 


SALEM, 
_ | of State Earl T. Newbry has an- 


nounced that when the American 
Assn. of Motor Vehicle Administra- 
tors meets in October in Richmond, 
Va., he again will propose an agree- 
ment on a uniform license plate for 
all states. 

Newbry said that for years auto- 
mobile manufacturers had been as- 
suring the states that once a uni- 
form plate was adopted, motor ve- 
hicles would be manufactured with 
provision for a permanent and 
protected license plate holder. 

He said that such a receptacle for 
license plates would save hundreds 
of thousands of dollars each year 
in plate material. 

Recent approval of a 36 percent 
increase in parcel post rates, ef- 
fective Oct. 1, was expected to lend 
support to Newbry’s proposal be- 
cause of its bearing on the cost of 
mailing license plates. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 







today... 


FLASH-A-CALL 
NATH HAD 


offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, corrective 
measures that must be 
taken, Train your entire 
on personnel, g 
to increase your 
labor sales or you owe 


paid 

us nothing. As manufac- 
turers, we offer you d 
equipment designed for 


ha 
the 
of quality, in two complete 
packages, for the large 
dealer or “i. service 


factories, Write us t rnd 


arrange an 
pelataent with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-62, Chicago 5, Illinois 





hemington 
UYYiterwer 


So, if you have been thinking of getting a 
new typewriter for your office—and if you 
want to make a substantial saving—ask 
your local office equipment dealer for a 
complete demonstration of the Office-riter 
or call at your Remington Rand 
Business Equipment Center. Be sure to 
ask about convenient terms. 


MAKERS OF THE REMINGTON QUIET-RITER PORTABLE, 
STANDARD, NOISELESS AND ELECTRIC TYPEWRITERS. 











Lube Department with a Foyer Look— 


Modernization of the lubrication department of Greene-Haldeman (Chrysler-Plym- 
outh), Los Angeles, had the effect of combining an attractive appearance with practica- 
bility. In design, the Lincoln Engineering-equipped department more nearly approaches 
the looks of a hotel foyer than the “grease department" of an auto dealership. Ii 
represents the theory that such surroundings further better workmanship by attendants 
and pleasant relationships with customers. 
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Affecting Factories and Dealers... 





Auto Advertising 


(Continued from Page 50) 


teachers only to find tragedy due 
to carelessness behind the wheel 
of an auto. 

It will be heard at 8 p. m. (EDT) 
over the facilities of the Columbia 
Broadcasting System and 34 
stations of the Canadian Broad- 
casting System. 

Transcriptions and scripts of the 
show will be made available to 
schools and interested organi- 
zations for use in connection with 
traffic safety programs, Auto-Lite 
announced. Auto-Lite distributors 
and jobbers will release the trans- 
criptions on the local level. 

* * * 


Names 


Jack Moran has joined D. W. 
Hacker Co., Detroit direct-mail ad- 
vertising agency. He will serve as 
creative account executive. 

R. W. Heizer has joined the De- 
troit office of Ruthrauff & Ryan, 
Inc., as account executive. He 
comes to R & R from Compton, 
Chicago, where he was central 


region account executive on the 
Socony-Vacuum account. 


Bernard M. Kewin has been 
named advertising manager of 
Automatic Transportation Co., Chi- 
cago manufacturer of electric driv- 
en industrial trucks. He formerly 
was assistant advertising manager. 


Me.vin G. Grover, formerly ad- 
vertising director of Fawcett Pub- 
lications, is now a vice-president 
and director of Wilson, Haight, 
Welch & Grover, Inc., Hartford 
(Conn.) and New York advertis- 
ing agency. 

James P. Danaher has joined the 
radio and television relations de- 
partment of Ford Motor Co’s office 
of public relations. He formerly was 
assistant head of the radio and 
television department of Brooke, 
Smith, French & Dorrance, ad 
agency. 

Dana Fernald has been named 
national advertising sales manager 
of Farm Journal magazine. He pre- 





HALL o+ MIRRORS 





This 
is 
interest 





This 
is 


HNTHUSIASM! 


Phe 
AMERICAN WEEKLY 
creates HWIN'THUSIASM. 


Automotive dealers appreciate most the kind of advertising support 
The American Weekly provides best . . . the kind that 
gives payoff coverage of their own communities! 


*Enthusiasm is interest raised to the buying pitch! 


viously was assistant advertisin; 
manager. 

Harold T. Leiskau, associate: 
with the company has been prc- 
moted to advertising manager of EP. 
F. Goodrich Rubber Co. of Canada 
Ltd., Ottawa. He was assistant ad- 
vertising manager for four years 

William B. Tanner has been 
named director of advertising for 
Frontier Industries, Inc. Tanne;, 
formerly was director of advertis- 
ing for Aerovox Corp, New Bed- 
ford, Mass. 


William J. Andrews has joined 
the staff of Ross Roy, Inc., and hes 
been assigned to the product ii- 
formation department. Andrews 
formerly was with Ford Motor Co. 
as a special vehicle coordinator. 


Edward M. Keyes has been named 
publicity director of American Mag- 
azine. Keyes was previously on the 
promotion staff of Look and Quick 
magazines. 

A. Drx Legson has been named 
advertising manager of Budd Oo. 
He previously was assigned to the 
office of the secretary. 

Gordon Hanna and James Spon- 
seller have been appointed to the 
staff of Kaiser Dealer News. 


Vern Myers, vice - president and 
Don Perkins, vice-president and 
publisher of Look magazine, and 
advertising director of the publi- 
cation, have been named to the 
board of directors of Cowles Maga- 
zines, Inc., according to Gardner 
Cowles, president of the firm. 


A. Dix Leeson has been named 
advertising manager of Budd Co. 
He had been serving in the office 
of the secretary. 


Richard P, Sisson has been named 
supervisor of sales presentations 
for Collier’s magazine. He formerly 
was with Criterion Advertising Co., 
Inc. 


Ralph C. Robertson has joined 
Geyer Advertising, Inc., as_ vice- 
president and marketing director. 
He formerly was an assistant ad- 
vertising manager of Colgate- 
Palmolive-Pete Co. 


Walter J. Reichart has joined 
the New York sales staff of Col- 
lier’s. Reichart had been a salesman 
for Today’s Woman. 

FraNK PoMERANTZ has been 
named promotion supervisor of 
Woman’s Home Companion. He 
has been with the magazine five 
years in the promotion and mer- 
chandising departments. 

R. V. Pollock, New York spe- 
cialist in motion picture produc- 
tion for television, has joined D. P. 
Brother & Co. Pollock will assist 
Kenneth G. Manuel, vice-president 
in charge of radio and television 
creative staff, in handling the 
agency’s expanded telecasting activ- 
ities. 

George Wolf has joined Geyer 
Advertising, Inc., New York, as di- 
rector of the radio-television de- 
partment. He previously was di- 
rector of radio and television pro- 
duction of Foote, Cone & Belding. 


Navy Selects Wayne Pump 
To Initiate Test Program 


FORT WAYNE, Ind.—Wayne 
Pump Co. has been selected by the 
Bureau of Ordnance to serve as 
the first installation of a new Navy 
inspection program, the Navy has 
announced, 

The plan is designed to reduce 
the number of Navy inspectors re- 
quired, the Navy said. To reduce 
the on-the-spot inspections, the 
records of the supplier will be util- 
ized as one element in the accept- 
ance or rejection of the finished 
product, the Navy said. 

The company has been making 
20-millimeter projectiles for the 
Navy. 


Dodge 


SELL YOUR BEST RURAL 


CUSTOMERS THROUGH . 


oT a 


leader n Automotive Advertising’ 
Where Automotive Ownership : 


is Greatest 
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Washington 





(Continued from Page 11) 


chancellor of the University of Ne- 
braska, who is president of the 
group, said the forthcoming meet- 
ing will neither draft nor indorse 
any conservation programs. 

Its sponsors hope, he said, to lay 
a groundwork “for the adoption by 
others, in both public and private 
undertakings, of policies and pro- 
grams which will safeguard and 
promote the national interest now 
and for later generations.” 

* * oa 


Douglas to Preside 

EWIS W. DOUGLAS will be 
4 chairman of the conference. 
The steering committee includes: 


Ira Gabrielson, president, Wild- 
life Management Institute; Mar- 
garet Hickey, public affairs editor, 
Ladies Home Journal; Allan B. 
Kline, president, American Farm 
Bureau Federation; James L. Mad- 
den, president, Hollingsworth & 
Whitney Co., Boston; William R. 
Mathews, editor and publisher, 
Arizona Daily Star, Tucson. 

Albert Mitchell, president, T. E. 
Mitchell & Son Cattle Ranch, Al- 
bert, N. M., Lloyd Partain, sales 
manager, Curtis Publishing Co., 
Philadelphia; Boris Shiskin, direc- 
tor of research, AFL; Anthony 
Smith, secretary of the conservation 
committee, CIO. 

H. DeWitt Smith, vice-president, 
Newmont Mining Corp., New York; 
H. Christian Sonne, chairman of 
the board, Amsinck-Sonne Corp., 
New York; A. C. Spurr, president, 
Monongahela Power Co., Fairmont, 


W. Va.; John R. Suman, vice-presi- | 
dent, Standard Oil Co. of New Jer- | 
sey and representative of American | 
Petroleum Institute; Abel Wolman, | 
professor of sanitary engineering, | 


Johns Hopkins University. 

As chairman of the board and 
president, respectively, of Resources 
for the Future, Horace M. Albright, 
president of U. S. Potash Co., and 
Dr. Gustavson are ex-officio mem- 
bers of the steering committee. 

* * * 


Stockpiling Continues 
UERIED concerning current 
stockpile procurement policies, 
the Office of Defense Mobilization 
stated that on July 31 it had issued 
to the General Services Administra- 
tion a stockpile procurement direc- 
tive which will be in force until 
completion of review of individual 


stockpile materials. 
The current directive has the fol- 


lowing three principal purposes, 
ODM said: 
To insure the most advan- 


tageous use of funds by concen- 
trating on the purchase of ma- 
terials considered most vital; to 
lessen the impact on industry of 
sudden withdrawals from the 
market as the stockpile program 
for certain materials approaches 
completion, and to prevent over- 
buying through better coordina- 
tion of direct stockpile procure- 
ment with materials expansion 
programs. 

The directive permits procure- 
ment to proceed without interrup- 
tion for critical materials that have 
been given a top priority. Existing 
stockpile contracts remain undis- 
turbed by the directive, according 
to ODM. 


* * * 


ODM Retreats 


POLLOWING a dispute over 
available civilian aluminum in 
the last quarter of this year, the 
Office of Defense Mobilization last 
week issued this statement: 


‘It is estimated that aluminum 


available for civilian users should 


be between 2 and 3 percent higher | 


in the fourth quarter than in the 
preceding quarter. 

“That increase, however, can 
range to 6 percent on the basis 
of increasing amounts of alumi- 
num expected to be imported 
from foreign sources during the 
fourth quarter. 


“On the basis of these figures the | 


ODM was incorrect in its release 
of Aug. 31 when it stated that 
civilian users will have appreciably 
more aluminum in the October- 
December period of this year than 
in any previous quarters.” 

The ODM figures given out Aug. 
31 were disputed not only by in- 
dustry representatives, but also by 


Government men in the National 
Production Authority. 


* x * 


588 Cars Stolen Daily 

| ORE than 215,000 automobiles 
valued at $228 million were 
| Stolen in the U. S. last year, the 
| Federal Bureau of Investigation 
reported last week. 


| According to FBI Director J. 
| Edgar Hoover, auto thefts _in- 
| creased 9.3 percent in 1952. “On the 
| average,” he said, “588 automobiles 
were stolen every day.” 
Convictions for interstate trans- 
portation of stolen cars totaled 
4,313, a five-year peak, the FBI 
report showed. 
* * + 


Federal Payroll Shrinks 


HE Civil Service Commission 
reported last week that civilian 
employment in Federal executive 
agencies at home and abroad 
dropped 18,100 during July. 
Since January, said the CSC, em- 
ployment changes show a net re- 


| 





duction of about 88,000 Federal 
employes in the U. S., its territories 
and possessions, and foreign coun- 
tries. 

Overseas employment decreased 
by 1,600 during July, reducing the 
number serving abroad to 178,800. 

* + * 


Aid to Small Businesses 
A eAet designed to assist 
small business firms by helping 
them establish a sound materials 
control system was issued last 
week by the Small Business Ad- 
ministration. It is available free at 
all SBA field offices. 


* x * 


Fabulous Facts 
| pee THAT portion of his weekly 
letter to his constituents devoted 
to “Washington Wonderland,” Rep. 
Allen Hunter, California Republi- | 
can, includes: 
“The Bureau of Indian Affairs 


more cars than there are Indians 
in Wyoming. 

“The Government paid $4,700 
for some 8,900 spools of red tape 
last year. 

“Leon Henderson, who used to 





ride a bicycle around Washington 
as OPA administrator, is now dis- 





“Every 10 seconds somebody 
comes by to check, though. . .” 





tributor for the Travis Bike Motor 
owns 2,357 automobiles, which is| Co 


“The Trailways Bus Co., in Wash- 
ington, will soon tear down its ter- 


‘|year is 17,710 registrations, 





Columbia totaled 1,840, compared 
with 995 in the same month last 
year, and 2,320 in 1951, according to 
license bureau figures. 

The total for last month declined 
from 2,362 in July. The aggregate 
for the first eight months of this 
com- 
pared with 15,179 for the like period 
in 1952, the report showed. 


Dearborn Motors Aide 


Becomes Distributor 

BIRMINGHAM, Mich.—Iowa 
Ford Tractor Co., of Des Moines, 
farm equipment distributorship 
formerly owned by Dearborn Mo- 
tors Corp., has begun operating as 
an independent distributorship un- 
der new ownership and manage- 
ment, according to Thomas A. Far- 
rell, Dearborn president. 

G. D. Andrews, Dearborn sales 
vice-president, has resigned this po- 
sition to become president and gen- 
eral manager of the new Iowa Ford 
Tractor, as well as one of its own- 
ers. The distributorship serves 98 


minal to make room for more|Ford tractor dealers in Iowa. 


buses.” 
* * * 


D. C. Registrations Up 


UGUST registrations of new 


New Home for Ritter 


A new building for Ritter Motor 
Co., Osburn, Id., has been completed 


automobiles in the District of| at a cost of $60,000. 











| 
| 
| 
| 
| 































Get 50% More 


Profit on 


YOUR 


UNDERCOATING JOBS 





UNDER-CAR SEALER 


AND SILENCER 


50% More Jobs Per Drum 


* Nokorode is concentrated —no excess solvent. 


You spray Nokorode to %” 


thickness—and it 


dries to almost '%@”. It’s made entirely by Lion 
under U.S. Patent 2393774, assuring controlled 
uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ... Lower Labor Cost 
* Nokorode is uniform for smooth application 


—no troublesome ‘“‘blobs’’. . 


. flows freely, per- 


mitting steady pressure in the gun. There’s no 


lost time due to lost pressure. 


Nokorode is stable, made of highly compatible 
materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


Made and guaranteed by 


LION OIL 


EL DORADO 


undercoating profit. 


Please send information 


Name 
Address 
City__ 
State____ 








FREE! Details on how to increase 


LION OIL COMPANY, El Dorado, Arkansas 


with LION NOKORODE. 


COMPANY 


ARKANSAS 















on higher profits 
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Tell Me 


(Continued from Page 3) 


One or more spaces are alloted to 
dealers in accordance with the 
dealer’s desire and the space is 
available. 

Whitehurst tells me that $40,000 
worth of sales were traced to the 
first ad of the series. Such adver- 
tising is more valuable than in- 
dicated in the traceable results. 
Such advertising is read and acted 
on by a great many people who 
never look into the classified sec- 
tion. So display space lends itself to 
setting forth the utility and invest- 
ment value of used cars. It is crea- 
tive selling. It not only sells cars 
immediately and exerts pulling 
power for future business, but it 
increases the size of the market 
because more people will under- 
stand that used cars are wanted 
and desirable merchandsie. 

In other words, such space is 
devoted more to the thesis as to 
why the public should buy used 
cars, rather than a demonstration 
as to why dealers want to get rid 
of them, 

With the new-car cleanup season 
upon us, used cars must be turned 
in volume to keep pace. A dealer 
needs to constantly keep his used- 
car inventory under control be- 
cause, whether we like it or not, 
used-car prices are finally going to 
level off to the same percentage as 
compared with new-car prices as 
they were before the war. In some 
towns and communities, these low 
prices are already in effect, but in 
most other places there is sure to 
be lowering of prices of used cars 
until they reach the comparative 
level that normally exists between 


new and used cars. 
e * * 


Best Time to Buy 

— are many reasons whv. 
from the customer’s standnoin* 

fall is a better time to buv a used 

ear than any other season of the 

year. Dealers know these argu- 


ments, but to refresh your memory 
a few are listed below. They sug- 


No Piker, He 


Lou Unser Cracks Record 


In Mountain Race 


COLORADO SPRINGS. — Louis 
Unser, veteran Colorado Springs 
racer, won the annual Labor Day 
Pike’s Peak climb with a record- 
breaking time of 15 minutes, 15.4 
seconds—13™% seconds faster than 
the previous record. It was the ninth 
time Unser had won the dash over | 
the twisting course to the 14,000-| 
foot summit. 

Unser made his winning run after 
the record had been twice broken 
and once tied by earlier starters. | 
The first man in the race against 
and once tied by earlier starters. | 
tied the old mark of 15:28.75. Then | 
Al Rogers, Colorado Springs, a fre- 
quent winner, set a new mark of 
15:27.05. Herb Bryers, Colorado 





Springs, third man to start, re- 
corded a 15:44.15. 
Keith Andrews, Denver, then 


shaved 10 seconds off the mark with 
a time of 15:17.95. That stood until 
Unser made his run. 


HASTINGS 


PISTON RINGS 
YOUR BEST RURAL 


Country 


GENTLEMANe 





THROUGH 









¥ STEMAC PERSONALIZED 
NAME PLATES 
ASK FOR DETAILS 


DENVER, COLORADO 


gest material for the sales canvas 
as well as leads for your used-car 
advertisements in display or classi- 
fied sections of your newspapers: 


1. Lots of people change to new 
models each announcement period, 
and better used cars are always 
available in the fall. 

2. By buying a used car now, 
you will get full 12 months’ use 
of it before it’s another year old. 

3. You get a car that will stand 
the hazards of winter driving and 
be safe and comfortable. 

4. You'll save the repair and 
maintenance expense on your pres- 
ent car. 

5. Used cars now have all the 
engineering improvements of a new 
one — safety glass, steel bodies, 
economy motors and safe brakes. 

6. The modern finishes used the 
last few years have kept used cars 
looking new. 

7. By summer your new used car 
will be half paid for, and you'll 





have more money for vacation 


trips. 


* * * 


Get the Savings 
8 PRICES are lower in the fall, 

* because dealers write off what 
it would cost to carry cars over 
until spring. 

9. Many automobile owners trade 
each year when new cars are an- 
nounced. They pay for the pride of 
possession, and the used car buyer 
gets the saving. 


10. The greatest factor in depre- 
ciation of a car is the introduction 
of new models. Used cars bought 
now will depreciate only half as 
rapidly as cars bought in the 
spring. 

11. You'll avoid winter starting 
trouble. 


12. You and your family will 
enjoy safer driving and eliminate 
expensive accidents due to me- 
chanical weakness of an older 
car. 

13. When you buy a used car, 
you don’t pay the freight or federal 
tax that are added to the price 
of a new one. 

14. Dealers now sell twice as 
many used cars as new ones, and 
therefore cater to and satisfy the 
used-car customer. 








Warning to Fast Holiday Travelers— 


This upside-down car was planted as a warning against speeding in Green Bay, 
Wis., and given wide publicity. Shown (from left) are Sgt. Sloam, of the Green Bay 
Traffic Bureau; R. W. Crust, of Crust Buick Co., and Dominic Olejniczak, mayor of 
Green Bay. 





Gates Buys Buildings two-story apartment building on 

L. O. Gates, Inc. (Chevrolet),| Property adjoining the dealership. 

Mishawaka, Ind., has purchased a|A spokesman said the firm has no 
one-story business structure and | immediate plans for the property. 











AWARD WINNER AT LOS ANGELES 
MOTORAMA AND NEW YORK INTERNATIONAL 
MOTOR SPORTS SHOW 









Packard that a firm market exists in the sports car field. Hundreds of 


IN SPORTS CAR TEST MODEL 


tte 
Pace onv's test sports car, whose styling has won awards 
throughout the United States and Europe, is a hand-built model 
that has been exhibited to 4% million persons in auto shows 
throughout the country. Popularity of this model convinced 


offers to buy this car were made at the shows. This prompted Packard 
to develop the Caribbean, Packard’s sensational new sports car, 
which is now in production. 


Los Angeles Motorama, and won styling awards at the International 
Motor Sports Show in New York. Excelling in roadability, this low-slung 


increased carburetion and cylinder head modification. The air 
scoop on the bonnet is part of the cooling system as well as a 
styling feature. 


Interior is finished in oyster-white leather with green trim. An extra-large 
luggage compartment is complemented by a package area behind 
the seat. Its low center of gravity makes it easy to handle when cornering. 























The Packard test car was top prize winner in Brussels, at the 





three-seater is powered by a Packard Thunderbolt engine with 











Chrome is used only to accent forms of body sections. Wire wheels and 





rear-mounted wheel add to the car's complete custom appearance. 





Here is further evidence of Packard’s New Program in action. 





THIS HAND-MADE MODEL WAS EXHIBITED TO 4% MILLION PEOPLE 
AT AUTO SHOWS THROUGHOUT THE COUNTRY 
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in Silk-Glove Duel... 





One-Day Ford Sales Hit in Md. 


(Continued from Page 3) 


stantiates the basic soundness of 
the promotion.” 

DeFoe said earlier that the gross 
on each sale had averaged $285. 

Planck implied in his letter that 
criticism, like charity, should begin 
at home. He pointed out that DeFoe 
is a member of the Maryland asso- 
ciation, and said that if the associa- 
tion disliked his merchandising 
methods, it should direct its criti- 
cism toward DeFoe rather than at 
Ford. 

After receiving Planck’s reply, 
Darrell made public a letter pur- 
portedly written by R. K. Norton, 
assistant district sales manager, 
which he said was sent to all 
Ford dealers in Baltimore and 
vicinity on Aug. 25. DeFoe’s pro- 
motion came Aug. 27. 

Norton’s letter quoted a wire 
from L. W. Smead, general sales 
manager of Ford division, citing 
two outstanding sales performances 
of Ford dealers in Birmingham, 


Mich., and Philadelphia. The wire 
quoted by Norton in his letter said 
in part: 

“The results achieved by these 
dealers prove what can be done 
when an entire organization dis- 
plays its competitive spirit and 
makes up its mind to accomplish 
an outstanding job.” 

Noting that Philadelphia is in the 





South Dakota Eyes Ban 


On High-Speed Cars 

PIERRE, S. D.—Gov. Sigurd 
Anderson said it may become 
necessary for South Dakota to 
prohibit automobiles which can 
be driven faster than 60 miles an 
hour. 

Speed is the greatest cause of 
highway deaths in South Dakota, 
he said. 

“jt is ridiculous to manufacture 
automobiles that can go up to 100 
miles an hour,” he added. 








rae 


Chester district, Norton’s letter 
concluded: 

“Wouldn’t it be something if 
one of the Washington district 
dealers could take this world rec- 
ord away from the Chester dis- 
trict?” 

The Maryland association man- 
ager, in commenting on the Norton 
and Planck letters, said: 

“In spite of factory denial of re- 
sponsibility for the sale, the fact 
that the extra cars were supplied, 
| plus the (Norton) letter, clearly in- 
dicates to the dealers that the fac- 
tory arranged the whole deal. 
| “Not only are Ford dealers up 

in arms over the market-break- 
ing sale, but also dealers in other 
lines have raised violent objec- 
tion to this type of merchandis- 
ing which has markedly depressed 
the new-car market. 

“If the Ford Motor Co. or any 
other manufacturer persists in this 
type of merchandising, it will result 
in a completely demoralized new- 
car market because purchasers will 
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Mystery Bomb-Tosser 


Raids Berl Berry 


KANSAS CITY.—Berl Berry 
(Ford) is among Kansas City 
firms, victimized by a mysterious 
bomb thrower. 

The bomb knocked out windows 
and created considerable damage 
in the dealership, Two men’s 
stores and a supermarket have 
also been bombed. 

Police have found no clues to 
the bombings and no motive is 
apparent. 





demand and will get excessive over- 
allowances and discounts.” 
Factory officials in Dearborn de- 
clined comment on the Maryland 
merry-go-round. 
+ *~ + 


Ehlers Sells 100 Fords 
In One-Day Campaign 

GARY, Ind.—Lou Ehlers, Inc., 
has joined the rapidly growing list 
of Ford dealers selling more than 
100 units in one day. 

Newspaper advertisements were 
used by Ehlers to lead up to the 
big day—when 124 new cars and 
trucks sold. 


Baker, in Olds 88, 
Wins 500-Mile 
Stock-Car Race 


DARLINGTON, S. C.—Averaging 
92.78 miles per hour for 500 miles, 
Buck Baker, of Charlotte, N. C., 
piloted a 1953 Oldsmobile Super 88 
to victory in NASCAR’s Labor Day 
stock-car race. 

Victory, worth $5,500 to Baker, 
came after the lead had changed 
hands 35 times among seven 
drivers. His time for the 500 miles 
was five hours, 23 minutes, 19 sec- 
onds. 

Run on a 1%-mile, full-banked 
asphalt track, the race attracted 
59 starters and 36,000 spectators. 

Fonty Flock, who qualified his 
1953 Hudson Hornet at a blistering 
117.4 miles per hour, was a leader 
part of the way but had to settle 
for second place. He was followed 
by Curtis Turner, driving a 1953 
Oldsmobile Super 88 and Herb 
Thomas, in a 1953 Hudson Hornet. 


Thomas, who had a commanding 
lead with only four laps to go, fell 
by the wayside with an overheated 
engine. Under NASCAR rules which 
halt the race as soon as one car 
has finished the full distance, he 
managed to salvage fourth place. 

Other money winners, in order of 
their finish in the first 10 places, 
were: Jim Pascal, 1953 Dodge V-8; 
Dick Meyer, 1953 Dodge V-8; Dick 
Rathman, 1953 Hudson Hornet; 
Speedy Thompson, 1953 Oldsmobile 
Suver 88; Dick Passwater, 1953 
Oldsmobile Super 88, and Tim 
Flock, 1953 Hudson Hornet. 


Arkansas Deal 


(Continued from Page 1) 


rolets involved in the first swap. 
* * * 

Wy L. Bailey, president of the 
fe dealership, told the commission 
last June that Chevrolet refused to 
vrovide new cars for the second 
half of the deal. He then proposed 
to complete the deal with new 
Fords. 


The commission ruled that Fords 
would be a satisfactory substitute. 
It was upheld by the attorney gen- 
eral. 

No commission official could 
explain how a Chevrolet dealer 
could obtain 75 new Fords. Bailey 
himself said that for “certain rea- 
sons” he could not disclose how 
he procured the cars, Ford di- 
vision officials in Dearborn de- 
clined to comment. 

Bailey said he also has purchased 
orders from the State Department 

of Education and the State Revenue 
Department and plans to deliver 
new Fords to both. 





Micro-Moisture Grants 
N. J. Franchise to Rich 


NEW YORK.—A franchise for 
the distribution of Micro-Moisture 
Controls, Inc., products and the 
“Weather-Guard” for New Jersey 
has been awarded to Arthur Rich, 
48 William St., Newark, N. J. 

“Weather - Guard” automatically 
closes power tops and windows on 
cars at the first drop of rain. Rich 
said he is completing a statewide 
dealer organization to handle the 
Micro-Moisture line. 
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Foundations Contract Let 
At Ford Louisville Plant 


LOUISVILLE. — A contract for 
construction of the substructure of 
Ford Motor Co.’s new Louisville 
assembly plant has been awarded 
to Huber, Hunt & Nichols, Inc., of 
Indianapolis, according to Ralph 

oD eee: - enn 
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W. Settles, Louisville plant man- 
ager. 

The contractor will pour foun- 
dations and do other site de- 
velopment work, with completion 
of this phase scheduled for early 
next spring. Other work on the 
186-acre site is to be carried on 
simultaneously. 
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CADILLAC—’'50 (60) Special 4-dr., $2,- 
100*, '47 (62) 4-dr., $865. 

CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
095. °51 SL Deluxe 4-dr., $865. '50 SL 
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Deluxe 4-dr., $765, $750. 
2-dr., $675. '48 SL 2-dr., 


$500. 
CHRYSLER—’52 NY club coupe, $1,550. 
DODGE—’51 Coronet 4-dr., $980. 
FORD—’53 Custom (8) 4-dr., $1,945". ‘51 
Victoria 2-dr., $1,290; conv., $1,050*; 
Deluxe (8) 4-dr., $900. ‘50 Deluxe (8) 
4-dr., $820, $740. '49 Deluxe (8) 2-dr., 
$720, $710, $650, $620, $600, $500, $490. 
’47 Deluxe (8) 2-dr., $395, $310. ‘46 
Deluxe (8) 2-dr., $265, $210, $205. 
FRAZER—’'47 Manhattan 4-dr., $150°*. 
LINCOLN—’51 Cosmopolitan 4-dr., $1,280*. 
MERCURY—’49 club coupe, $810. 


‘49 SL Deluxe 
$400. '47 conv., 


OLDSMOBILE—’50 (88) club coupe, $875*.« 


"47 (78) 2-dr., $325. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,500. 
’51 Belvedere 2-dr., $1,250; Cambridge 
4-dr., ’50 conv., $900. '49 SD 4- 
dr., $675; club coupe, $600. '48 Special 
4-dr., , $240. 

PONTIAC—’53 Chieftain (8) 4-dr., $2,155*. 
’51 Chieftain (8) 4-dr., $1,105, $1,080, 
$1,060, $1,045. 

STUDEBAKER—'50 Champion 4-dr., 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 2.) 

(Sales just average due to sultry hot 
weather. Sold 46 cars out of 82 offerings.) 


$765*. 


BUICK—’52 RM 4-dr., $1,680. ‘50 RM 4- 
r., $800. ’48 Special 4-dr., $180. '47 RM 
4-dr., $200; station wagon, $110; 2-dr., 
$410. 

CHEVROLET—’53 Deluxe 4-dr., $1,705*. 
"52 SL 4-dr., $1,205*. ’50 FL 2-dr., $960*, 
$910; SL Deluxe 4-dr., $875; 2-dr., $795, 
$710. °'49 SL Deluxe 2-dr., $615, °47 
Panel, $200. ’°46 FL 2-dr., $405. 

rant Town & Country 2-dr., 
125, 

DeSOTO—’52 Custom 2-dr., $1,225*. °46 
2-dr., $315. 

DODGE—’48 Wayfarer 4-dr., $345. °47 %- 
ton pickup, $235. 

FORD—’53 Main (8) 2-dr., $1,675*. °51 
Victoria 2-dr., $1,260*; Deluxe (8) 2-dr., 
$930. "49 Custom (8) 2-dr., $595. '47 SD 
(8) 2-dr., $420. °46 SD (8) 2-dr., $355. 
"42 SD (8) 2-dr., $570. '40 2-dr., $200. 

LINCOLN—’49 4-dr., $620. 

MERCURY—’50 2-dr., $810. °49 4-dr., 2 
at $600. 

NASH—’52 2-dr., $1,060. 

OLDSMOBILE—’48 (88) 2-dr., $210. °'47 
(88) station wagon, $160, "46 (88) 4-dr., 


$300. 
PACKARD—’51 2-dr., $955. 
PLYMOUTH—’52 Cranbrook 2-dr., $1,060. 
"48 Deluxe 4-dr., $315; Special Deluxe 


4-dr., $400. 
PONTIAC—'50 Silver Streak (8) 2-dr., 

$860. '46 SL (8) 2-dr., $200. 
STUDEBAKER —'47 Commander 4-dr., 

$340. 

LOS ANGELES 

(Los Angeles Auto Auction. Sale every 

Tuesday and Thursday at San Gabriel, 


Calif. Prices are for sale of Aug. 27, 

Sept. 1.) 

(Prices steady, except for current mod- 
els which were slightly lower. Demand 
seems to be holding well, Sold 296 cars 
out of 589 offerings.) 
BUICK—'53 Skylark, $3,895* 

Riviera 4-dr., $2,055*, 
Riviera 2-dr., $1,175*; Super Riviera 4- 
dr., $1,025*, $895*. °49 Super conv., 
$780", $675*: RM 4-dr., $665*. '48 Spe- 
cial sedanet, $575; RM 4-dr., $450°. °47 
Super sedanet, $320; Special 4-dr., $310. 

CADILLAC—’53 conv., $4,900* (ps), $4,- 
850* (ps); (62) 4-dr., $4,590* (ps), $4,- 
395* (ps); club coupe, $4,565* (ps), $4,- 
395* (ps). °52 coupe deVille, $3,910* 
(ps); (60) 4-dr., $3,700* (ps); (62) club 
coupe, $3,625*; 4-dr., $3,500* (ps), $3,- 
445* (ps), $3,235* (ps). ‘51 coupe de- 
Ville, $3,030*; (61) coupe, $2,710*. ’50 
coupe deVille, 2 at $2,600*. '49 (62) 4- 
dr., $1,490*, $1,430*. °47 (62) coupe, 
$650*. °46 (62) 4- dr., $535*. °41 coupe, 
$260. 

CHEVROLET—’53 Bel Air 4-dr., $2,015, 
$1,975*, $1,920; 2-dr., $1,910, $1,900, $1,- 
885; (210) 4-dr., $1,820; 2-dr., $1,795; 
(150) business coupe, $1,525; %-ton pick- 
up, $1,410. 52 SL Deluxe 4-dr., $1,410*, 
$1,280; conv., $1,375*; club coupe, $1,- 
225. '51 Bel Air, $1,255*; SL Deluxe 4- 
dr., $1,025; SL Deluxe 2-dr., $1,015, 
$935; %-ton pickup, $695. ‘50 Bel Air 
$1,170*; SL Special club coupe, $865; SL 
Deluxe 2-dr., $845*; sedan delivery, $710. 
49 FL Deluxe 2-dr., $740; SL Deluxe 


(ps); Super 
$2,700*. °50 RM 


4-dr., $740, $700; conv., $715; FL Spe- 
cial 4-dr., $590. 48 4-dr., $490, $385. '46 
FL 2-dr., $395. 

CHRYSLER—’51 NY 4- dr., $1,250*, ’50 NY 
4-dr., $1,175*; club coupe, $995*. °49 NY 
4-dr., $870*. '48 NY 4-dr., $525. °42 NY 
club coupe, $125. 

DeSOTO—’49 Custom 4-dr., $850*; club 
coupe, $690; Deluxe club coupe, $825*; 
conv., $800*. 

DODGE—’53 Diplomat, $1,985*. °52 Coro- 
net club coupe, $1,400*; 4-dr., $1,300*. 
’50 Coronet 4-dr., $810*. °48 conv., $400. 

FORD—'53 Country Squire, $2, 550*, $2,- 


470*, 
Victoria, 


$2,320; (8) ranch wagon, $2, 250*; 

$2,225*, $2,140*; conv. $2,- 
220°, $2,070*, $1,995*; Custom (8) 4- 
dr., $2,030*, ‘$2, 000°, $1, 910; 2-dr., $1,- 
775. ’52 (8) ranch wagon, $1,360*, $1,- 
790*, $1,550, $1,520; Victoria, $1,855*, 
$1,775*, $1,745*, $1,700*, $1,680*; Ccoun- 
try Squire, $1,850*; conv., $1,695*, $1,- 
675*, $1,655*; (6) ranch wagon, $1,610; 
Custom (8) 4-dr., $1,370. °51 Victoria, 
$1,250; conv., $1,165*, $1,125; Custom 
(8) 2-dr., $1,100, $985; Custom (6) club 
coupe, $960*; Deluxe (8) 4-dr., $890. '50 
Custom club coupe, $1,150*, $840*; 2-dr., 
$965*; Custom (6) 2-dr., $845. '49 sta- 
tion wagon, $805; Custom (8) 2-dr., 
$705, $645; 4-dr., $690, °47 (8) conv., 
$240. 

FRAZER—’49 Manhattan 4-dr., $485*. 

HUDSON—’52 Hornet club coupe, $1,320*. 
’51 Hornet 4-dr., $1,140. °49 PM (6) 
club coupe, $520. 

KAISER—'51 4-dr., $950°. 

r., $375. '47 4-dr., $100. 

LINCOLN—'53 Capri coupe, $3,570* (ps), 
$3,405*. °52 Capri coupe, $2,870*; Cos- 
mopolitan’ 4-dr., $2,250*. '51 Cosmopoli- 
tan 4-dr., $1,000*. '50 4-dr., $600*; ‘49 
Cosmopolitan 4-dr., $720*; conv., $615*. 

MERCURY—’53 Monterey coupe, $2,555*; 
sport coupe, $2,390*, $2,245*; 4-dr., $2,- 
145*. '52 Monterey coupe, $2,180*, $2,- 
000*, $1,920*; sport coupe, $1, 885°" $1,- 
875*, $1,800*; Monterey 4-dr., $1,685*. 
"51 4-dr., $1,170. °50 conv., $900*. °49 
club coupe, $840*, $715; conv., $780; 4- 

r., $645. 


$980*, '49 4- 





Young James in Navy— 


Ed James (right), head of Ed James 
Buick Co., Los Angeles, holds the commis- 
sion of his son, Bob, as an ensign in the 
Navy. Following two years in the service, 
Bob plans to enter the General Motors 
Institute and then join his father's firm. 


NASH—’52 Statesman 4-dr., 
bler Deliveryman, $1,025. 
station wagon, $995*; 
$925*; conv., $850*. ’'50 
dr., $605*, $520*. 

OLDSMOBILE — ’53 
(ps), 2 at $3,300° 
355*, $3,215* (ps); 
175* (ps), $3,095*; 4-dr., $2,875*. $2)- 
650*; 2-dr., $2,500; Deluxe (88) ‘4-dr. 
$2,460°*. "52 (88) Holiday, $2,295°; (98) 
4-dr., $2,275* (ps), $2,215* (ps), $2,- 
085* (ps); (88) conv., $2,030* (ps}; De- 
luxe (88) 4-dr., $1,795*. 51 (88) Holi- 
day, $1,650*, $1,585*; (98) Holiday, $1,- 
575*. '50 (98) Holiday, $1,385*; 4-dr., 
$1,100*, $1,080*, $985*. °49 (88) 4-dr., 
$1,010*; (98) 4- ‘r., $890*, $840*; conv. 
$880*; (88) conv., $870*; club sedan. 
$795*; (76) club sedan, $705*. °48 (98) 
4-dr., $770*, $665*; club sedan, $595*: 
conv., $590*. '47 (98) club sedan, $215*. 

PACKARD—’51 4-dr., $1,040*, $1,020*. '49 
4-dr., $505*. °46 4-dr. $220°. 

PLYMOUTH—’53 Cambridge 4-dr., $1,570; 
Cranbrook 4-dr., $1,500. °52 Cranbrook 
4-dr., $1,080. 51 Cambridge 4-dr., $760. 
*50 conv., $950; station wagon, $950. °48 
club coupe, $470; Special Deluxe 4- -dr., 
$465. 

PONTIAC—’53 Catalina, $2,745*, 
$2,640*, $2,650*, $2,555*; 
4-dr., $2,520* (ps); conv., 
350*. '52 Catalina, $1,685*. 
(8) 4-dr., $1,350*, 


$1,400*; Ram- 
"51 Rambler 
Country Club, 
Ambassador 4- 
"46 4-dr., $175. 
(98) 4-dr., $3,440* 
(ps); Holiday §$3,- 
(88) Holiday, §$3,- 


$2,700", 

Chieftain (8) 
$2,470*, $2,- 
"51 Chieftain 

$1,230, $1,110*. '50 
Catalina, $1,350*, $1,190*; (8) 2-dr., 
$875*. '47 (8) conv. $350, $300. 

STUDEBAKER—’53 Commander Starliner, 
$2,335*; club coupe, $2,300*. '52 %-ton 
pickup, $885*. '50 Champion conv., $595*; 
Land Cruiser, $530*. 


MISCELLANEOUS—’52 Austin 4-dr., $€50. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 2.) 

(Market weak and spotty here this 
week, due to heat wave and usual dull 
pre-Labor Day activity. Sold 57 cars 
out of 98 offerings.) 
BUICK—’52 Special sedan, 


$1,375*. '50 
Super sedan, $1,010*, $990*; 


Special se- 


dan, $890. 49 RM sedan, $740*, $690*; 
Super sedan, $725*, $200. '46 Super se- 
dan, $290. 
CADILLAC—’50 (62) sedan, $2,150*. ‘41 
7-passenger sedan, $135. 
CHEVROLET — '53 (210) sedan, $1,660; 


(150) sedan, $1,550. °52 Deluxe sedan 
$1,315. '51 Bel Air $955; Deluxe sedan 
$940, $915, $885. "50 Deluxe sedan, $920, 
$870, $820, $550; Special sedan, $780 
$735. '49 Deluxe sedan, $750, $740. °47 
FL sedan, $330. 46 FL sedan, $305. 

CHRYSLER—’51 Windsor sedan, $1,200. 
"50 Windsor Deluxe sedan, $1,225. 


DODGE—’49 Meadowbrook sedan, $645. '47 
Custom sedan, $265. 

FORD—’'52 Custom (8) sedan, $1,195; Cus- 
tom (6) sedan, $1,100. ’51 Deluxe (8) 
sedan, $940. '50 Custom (8) sedan, $800 


$500. 

MERCURY—’50 sedan, $950. 

OLDSMOBILE—’51 (88) sedan, $1,015*. ‘50 
(88) sedan, $850*. 

PLYMOUTH—’52 Cambridge sedan, $1,- 

65, $1,040. °51 Cranbrook sedan, $1,025, 
$995. '50 SD sedan, $740; suburban, $670. 
"48 SD sedan, $510. ‘47 station wagon, 
$330; SD sedan, $405. ’°46 Deluxe sedan, 
$250, $195. 

PONTIAC—’51 Chieftain (8) sedan, $1,130, 
$1,090. ’50 SL (8) sedan, $785. '49 Chief- 
tain (8) sedan, $630. 

—— Land Cruiser sedan, 
1,920. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 2.) 
BUICK—’53 Special Riviera sedan, $2,175* 

"52 Super Riviera sedan, $2,005*. '51 Spe- 

cial Riviera sedan, $1,440 $1,325; RM 

Riviera 4-dr., $1,440, $1,405, $1,290; 

Special 4-dr.,’ $1,235, "$1,215. *50 Super 

sedan, $1,125, $995, $950; Special 4-«r., 


$760, $710. °48 Super 4-dr., $405. ‘41 
Special 4-dr., $150. 
CADILLAOC—’51 (62) 4-dr., $2,515*. 


CHEVROLET—’52 SL Deluxe 4-dr., 5!,- 
240*, $1,200*. '51 SL Deluxe 2-dr. - 
000; SL Deluxe club coupe, $980, $°7 
*50 Bel Air, $1,015; SL Deluxe conv., 
$775; %-ton pickup, "$475. "49 SL Deluxe 
4-dr., $650, $615, $595; Deluxe 2-cr., 
$615. '48 SM 4-dr., $375. 

CHRYSLER—’51 Windsor 4-dr., $1,075. ‘48 
conv., $290. '47 Windsor club coupe, 


$355. 
DODGE—’51 2-dr., $660. 50 Coronet 4--'., 
$695. '47 club coupe, $305. 
(Continued on Page 61, Col. 3) 
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Used-Car Auction Prices 





(Continued from Page 60) 


FORD—’'52 Victoria club coupe, $1,600*; 
Custom (8) 4-dr., $1,300*; 2-dr., $1,295*, 


$1,290*, $1,105. ‘51 Custom (8) 4-dr., 
$1,055, $1,050; conv., $1,015; (8) 2-dr., 
$890. '50 Custom (8) 2-dr., $785, $720, 


$715, $700; (8) club coupe, $675. ‘49 
(6) club coupe, $585; Custom 2-dr., $525, 
$495, $460; Custom 4-dr., $450, $400, ‘48 
Super (8) 2-dr., $290. ‘47 (8) 2-dr., 
$365. 

HUDSON—’49 4-dr., $575. 

MERCURY—'53 4-dr., $1,935". 


NASH—’52 4-dr., $1,150. °51 station wag- 
on, $880; Ambassador 4-dr., $800. 
OLDSMOBILE—’'50 Deluxe 2-dr., $990. ’49 
sedan club, $710. '48 conv., $500; club 
coupe, $300. °47 (76) club coupe, $290. 
'46 sedan club, $175. 
PACKARD—’51 club coupe, "49 
4-dr,, $450. 7 
PLYMOUTH—'53 Cranbrook 4-dr., $1,400*. 


$1,250. 


’52 suburban, $1,300*; Cranbrook 4-dr., 
$1,105, $925. °50 4-dr., $755. ‘47 2-dr., 
$360. 


PONTIAC—’52 Catalina 2-dr., $1,750*. '51 
Chieftain (8) 4-dr., $1,275; (8) 2-dr., 
$1,105, $1,080. "50 Chieftain Deluxe 2-dr., 
$890; Chieftain (6) sedan coupe, $705. 
"48 4-dr., $420. 

STUDEBAKER — 
coupe, §1,800*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 3.) 

(Prices have as have retail 
sales due partly to Pennsylvania sales 
tax which was effective Sept. 1. Sold 65 
cars out of 97 offerings.) 

BUICK—’51 Special Riviera sedan, $1,210; 
Special 4-dr., $1,325*; RM 4-dr., $1,200*. 
’50 Special 2-dr., $815*. °48 4-dr., $450. 
"47 Super conv., $400. ‘40 Super 4-dr., 
$170. 

CADILLAC—’48 (60) Special 4-dr., $1,- 
065*. 

CHEVROLET—’'53 Bel Air 2-dr., $1,740; 
(210) 4-dr., $1,670. ’51 conv., $970; SL 
Deluxe 4-dr., $1,095; 2-dr., $940*; sport 
coupe, $890; %-ton pickup, $810. °49 FL 
Deluxe 4-dr., $800, $780, $725; SL De- 
luxe 2-dr., $725, $705; 4-dr., $730. '48 
FM 2-dr., $650; club coupe, $550; SM 
4-dr., $390. ‘42 Special Deluxe 4-dr., 
$310. °40 Special Deluxe 2-dr., $205, 
$175. 

CHRYSLER—’50 Newport, $1,075". ‘'49 
Windsor 4-dr., $730. ‘47 Windsor 2-dr., 
415. 

pépez—'s0 Coronet club coupe, $810*. 
49 Coronet 4-dr., $600*. ‘47 Deluxe 
coupe, $210. 

FORD—’53 Main (8) 2-dr., 
Main (8) 2-dr., $1,160. ‘51 
2-dr., $1,000*. °40 2-dr., $70. 

HUDSON—’53 Super Jet 4-dr., $1,425. 

KAISER—’51 4-dr., $610. 

LINCOLN—’49 4-dr., $450; 
$550*. 

MERCURY—’51 Sedan coupe 2-dr., $905. 
’50 club coupe, $775. '49 4-dr., $600, 
$580*. 

NASH—’51 Rambler station wagon, $835*. 
’50 Ambassador Custom 4-dr., $400*. 
OLDSMOBILE—’47 (98) conv., $525*; (66) 

4-dr.. $400*. 

PLYMOUTH—’53 Cranbrook club coupe, 
$1,575. °52 Cranbrook 4-dr., $1,240; 
Cambridge club coupe, $1,135. '50 SD 
4-dr., $850, $785. ’°49 SD 4-dr., $550. '48 
SD 4-dr., $500; 2-dr., $400. ‘41 4-dr., 
$145; 2-dr., $135. 

PONTIAC—’49 (8) station wagon, $500; 
(6) 4-dr., $700. '48 (6) 2-dr., $375. °46 
(6) 4-dr., $385. °42 (6) 2-dr., $155. °41 
(8) club coupe, $100. 

MISCELLANEOUS—’50 GMC (100) %-ton 
pickup, $625. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sale of Sept. 2.) 
(Consignments down, prices steady. 
Sold 102 cars out of 140 offerings.) 
BUICK—’53 RM 4-dr., $2,600* (ps), $2,- 
575* (ps). °50 Special 2-dr., $1,005, 
$985, $960. '49 Super 4-dr., $730*. 
CADILLAC—’50 (61) 4-dr., $1,885". 
(62) 2-dr., $665*. 
CHEVROLET—’53 Bel Air $2,055; (210) 
4-dr., $1,765, $1,740, $1,705. '52 SL De- 
luxe 4-dr., $1,265*; 2-dr., $1,215; SL 
Special 2-dr., $1,200. ’51 Bel Air $1,195; 
SL Deluxe 2-dr., $995. '50 FL Special 
2-dr., $775. °48 FL aerosedan, 2-dr., 
$615. °46 FL aerosedan 2-dr., $445. 
CHRYSLER—’50 NY 4-dr., $1,105". 
NY 4-dr., $435*. 
DeSOTO—’53 (8) 4-dr., $2,295*. 
DODGE—’52 Coronet 4-dr., $1,060*. 
Coronet 4-dr., $970*, $960*, $905*. 
FORD—’53 Victoria, $2,100*, $2,135*; (8) 
4-dr., $1,765; (8) 2-dr., $1,815", ‘52 
Custom (8) 2-dr., $1,250; (8) 2-dr., $1,- 
330*, $1,265*. ’51 Deluxe (6) 2-dr., $800, 
$850*. °49 (8) 2-dr., $630*; (8) 4-dr., 
$545. °46 (8) club coupe, $390. 
HUDSON—’49 (6) 2-dr., $505*. 
KAISER—’51 4-dr., $680*. 47 4-dr., $205. 
MERCURY—’52 4-dr., $1,550*. °’51 4-dr., 
$1,130*; Monterey 2-dr., $1,320*. '49 4- 
dr., $715*. 
NASH—’51 Ambassador 4-dr., $930*. 
OLDSMOBILE — '53 (98) 4-dr., $3,355* 
(ps), $2,845*. ’51 (88) 4-dr., $1,400*. °47 
(6) 2-dr., $205*. 


’53 Commander club 


$1,650. °52 
Custom (8) 


club coupe, 


"47 


"48 


"51 


PACKARD—’50 (8) 4-dr., $675*. '48 (8) 
4-dr., $385*. 
PLYMOUTH—’53 Cambridge 2-dr., §1,- 


585, $1,535. °52 Cranbrook club coupe, 
__$1,045*, $1,160. '51 Cranbrook club coupe, 
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$865; 4-dr., $685, $915; Cambridge busi- 
ness coupe, $470; 2-dr., $835. 


PONTIAC—’53 Chieftain (8) 4-dr., §2,- 
415*, $2,245*. station wagon, $2,490*. '52 
Chieftain (8) 2-dr., $1,480*. '51 Chieftain 
(8) 4-dr., $1,040°. ‘50 SL (8) 2-dr., 
$920. °49 SL (8) 2-dr., $665. °'48 (6) 
4-dr., $495*. °46 (8) 2-dr., $305. 

STUDEBAKER—’52 Champion 2-dr., $950*. 
‘50 Champion 4-dr., $780*. 


FT. WAYNE, IND. 


(Carl Markers Auto Auction. Sale every 
Tuesday. Prices are for sale of Sept. 1.) 

(Sharp newer cars brought good prices. 
Others harder to sell but prices fair. 
Sold 107 cars out of 152 offerings.) 
BUICK—’53 Super 4-dr., $2,100*. ’52 Spe- 


cial 2-dr., $1,625*; 4-dr., $1,520. ‘51 
Super 2-dr., $1,275*. °50 Super Riviera 
2-dr., $1,200*. °49 Super 4-dr., $580, 


$650, 2 at $685, $700. '47 Super 4-dr., 
2 at $200. °46 Super 4-dr., $350; sedanet, 


$370. 
CADILLAC—’52 (62) 4-dr., $3,100*. °51 
=? 4-dr., $2,535; coupe deVille, §$2,- 


CHEVROLET—’53 Bel Air 2-dr., $1,780*, 
$1,870; sport coupe, $2,000*; conv., $1,- 
970*. '52 SL Deluxe 2-dr., $1,245, $1,- 
285. °51 Deluxe conv., $1,080; 2-dr., 
$975. '50 Deluxe 2-dr., $735, $790; 4-dr., 
$855. °49 Deluxe 4-dr., $705. °48 FL 
aerosedan, $520. '47 SM 4-dr., $285. 

CHRYSLER—’51 NY Newport, $1,485*. °49 
eaten 4-dr., $730. '47 NY club coupe, 
475. 


CONTROL 


THAT 


WALLOP 





» 
with excessive gassi 


DeSOTO—’53 Fire Dome (V8) 4-dr., $2,150. 
’51 Custom 2-dr., $1,050. 


DODGE—’51 Coronet 4-dr., $1,020. °49 
Coronet 4-dr., $480. °'47 Custom 4-dr., 
$395. 


FORD—’53 Custom Victoria, $2,010*, ‘52 
Main (8) 4-dr., $1,225*. °51 Deluxe (6) 
4-dr., $835; 2-dr., $705. °50 Deluxe (8) 
club coupe, $835; 2-dr., $775. '49 Cus- 
tom (8) conv., $600; 2-dr., $375, $575, 
$610. °48 Deluxe (6) 4-dr., $350. °47 
Deluxe (8) club coupe, $245, $370. 


HUDSON—’52 Hornet Hollywood, $1,635*. 


‘51 Hornet Hollywood, $1,200; 4-dr., 
$720. '49 Super (6) 4-dr., $465. 
HENRY J—’51 (6) 2-dr., $525. 
LINCOLN — '51 4-dr., $1,300. °49 club 
coupe, $540. 


MERCURY—’52 Monterey conv., $1,810. 
"50 Deluxe 4-dr., $800. '49 Deluxe 2-dr., 
$625; 4-dr., $625. 

NASH—’51 Rambler station wagon, $650. 

OLDSMOBILE—’53 Super (88) 4-dr., $2,- 
520*, $2,525*. ’52 (88) 4-dr., $2,025". '51 
(98) 4-dr., $1,575, $1,650*. '48 (98) club 
coupe, $540. 

PACKARD—’51 (200) $1,100. °48 
4-dr., $285. 

PLYMOUTH—’'53 Cambridge 2-dr., $1,555; 
4-dr., $1,470. '52 suburban, $1,305. ‘51 
Concord 2-dr., $790. '50 SD 2-dr., $795. 
"49 Deluxe 4-dr., $710. °48 SD club 
coupe, $525. 

PONTIAC—’53 Chieftain (8) 2-dr., $2,290; 
4-dr., $2,215. '51 SL (8) 2-dr., $1,270; 
conv., $1,450; Catalina, $1,400. '50 Chief- 
tain (6) 4-dr., $920. ’46 Chieftain (6) 
4-dr., $270. 

STUDEBAKER — '52 Commander Land 
oo 4-dr., $1,100. ’50 Champion coupe, 

50. 


4-dr., 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 


day. Prices are for sale of Sept. 3.) 








J 








City Chevrolet Opens Used-Car Building— 


A third location has been opened .by City Chevrolet, Baltimore, at 101-15 W. Mount 
Royal Ave. Designed for used-car sales, approximately 30,000 square feet of the 
45,000-square-foot area are under cover. More than 100 cars can be displayed in 
the building. The firm, which is headed by Louis W. Kiefer, president, and John G. 
Kiefer, executive vice-president, also has a commercial center and a truck repair and 
maintenance building. Manager of the new location is Jean Messick, and Adam Jab- 
lonski is used-car manager. 





wagon, $1,750. '51 Custom (8) conv., 
$900; sedan, $975. '50 Custom (8) sedan, 
$825, $800. '49 Custom sedan, $550, $490, 
$395; Deluxe (8) sedan, $525, $470. 


(Market holding steady, Sold 52 cars 
out of 69 offerings.) 
BUICK—’47 Super sedanet, $405. 
CHEVROLET—’53 Bel Air sedan, $1,950*, 


2 at $1,900*; (210) sedan, $1,695*, $1,- | MERCURY—’53 2-dr., $2,180; club coupe, 
700*; %-ton pickup $1,255. ‘51 Special $2,370*; Monterey 4-dr., $2,210*. ‘52 
sedan, $800, $670; SL Deluxe sedan, Monterey 4-dr., $1,400. '51 2-dr., $1,205. 
$940, $920; %-ton pickup, $460. '50 De- ’47 4-dr., $375. 


OLDSMOBILE—’53 (98) 4-dr., $2,650*. 
PACKARD—’50 sedan, $410. °48 sedan, 
PLYMOUTH '53. suburban, $ 
—’53 suburban, $1,900, ; b 
FORD—’53 Custom (8) Victoria, $2,300*, "52 Deluxe club coupe si 050, ‘eo = 
$1,965; Main (8) ranch wagon, $2,250*; luxe sedan, $670, $655. , 
%-ton pickup, $1,585. 52 Main (8) ranch | PONTIAC—’49 Chieftain (8) sedan, $600. 


luxe sedan, $900, $875; Bel Air coupe, 

$910. '49 Deluxe sedan, $715, $700, $690, 

$680, $675. '46 SM sedan, $275. 
DODGE—’50 Meadowbrook sedan, $510. 


Prevent Overheating with HEYER Thermostatic Control 


Yes, Fast Charging gives a battery a 
terrific wallop in a short time, and con- 
siderable heat is generated as full 
charge is reached. This heat, combined 
ng, can severely damage, if not com- 
pletely ruin, a good battery during one recharging. It is a 
particularly serious problem with 12-volt batteries since 


they are of much smaller capacity. 


s A Thermostat Controlled Fast Charger shuts off automat- 
ically when 125°F. is reached, for at this temperature the 
battery has received the maximum safe fast charge. No 
charts, thermometers or hydrometers are required and bat- 
tery size or condition need not be considered. The thermo- 


stat does the whole job for you. 


= Engineers of both A.A.A. and the Association of American 
Battery Manufacturers state in their manuals and in service 
bulletins that fast charging should be stopped at 125°F. to 


avoid possible damage to the battery. 


Be safe when buying your new 6/12 volt Fast Charger 
and be sure it has a Heyer Thermostat Control, the approved 
system used in over 100,000 Fast Chargers sold under 
prominent brand names since 1938. 


SS 


is 
FAT ROE) BATTERY SERVICING EQUIPMENT 


—\ 
HIE ' ER INDUSTRIES, INC., Belleville e New Jersey 









HEYER DE LUXE 
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Model No. 200 MT 











@ This handsome unit 
safely fast-charges 6-volt 
batteries at 100 amps, 
12-volt at 50 amps. The 
Heyer Thermostatic con- 
trol is the ONLY method 
that automatically stops 
charger when battery 
has received the maxi- 
mum safe charge —re- 
gardless of battery size 
or condition. Compara- 
tester checks each cell individually, shows 
condition clearly on meter. Test is made under 
correct load, automatically selected for either 
6 or 12 volt batteries. Load testing is the 
ONLY accurate way to measure plate wear 
and to determine actual cranking ability ot 
the battery. 






















More dealers use HEYER-Built Equipment 
then that of any other manufacturer. 
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Union Criticism Rises 
Against the GOP 


(Continued from Page 6) 


Bachrodt jr., general manager of 

Paul Manning Chevrolet Co. 

Another contract affecting 11 
salesmen at Taylor-O’Brien Corp., 
Buffalo, was reached with Local 
24898 of the AFL Automobile Sales- 
men’s Union, according to its presi- 
dent, Al Brown. 

Brown reported that the contract 
calls for a $75 weekly salary and 
2% percent commission on sales, 
replacing a straight four percent 
commission. Also included are hos- 
pitalization, paid holidays, supply 
of a new car for salesmen at invoice 
cost and other benefits. 

* + + 
HE same Buffalo local, however, 
is still picketing Dave Waite 
Pontiac, Inc., in a dispute over un- 
ion recognition, 

While the union asserts that the 

firm has failed to negotiate, the 


Talbott to Attend 
Auto Old Timers’ 
Fete on Oct. 24 


NEW YORK.—Harold E. Talbott, 
Secretary of the Air Force, will be 
guest of honor at the 14th anni- 
versary dinner of ! 
Automobile Old 
Timers at Hotel 
Astor, Wednes- 
day, Oct. 14, it 
was announced 
last week by R. 
A. Stranahan, 
dinner chairman. 
Among the spe- 
cial guests will be 
Arthur H. Motley, 
publisher of Pa- 
rade magazine. aye. Sabet 

Distinguished Service Citations 
will be awarded to: Thomas H. 
MacDonald, retired U. S. commis- 
sioner of public roads; Robert A. 
Stranahan, president, Champion 
Spark Plug Co.; John R. Davis, 
vice-president, Ford Motor Co.,; E. 
C. Wareheim, president, Commer- 
cial Credit Co., and George A. Mar- 
tin, president, Town and Country 
Motors. 

A meeting of the dinner com- 
mittee will be held at the Wings 
Club, New York, Sept. 14. In addi- 
tion to Chairman Stranahan who 
will preside, the following are ex- 
pected to attend: C. Ray Palmer, 
executive vice-president, Brooklyn 
and Long Island Automobile Deal- 
ers Assn., vice-chairman; Clifford 
M. Bishop, president, Bishop, Mc- 
Cormick & Bishop; A. A. Lally, 
principal owner, John W. Stokes & 
Co.; Reginald M. Cleveland; J. E. 
Henry, president, and Frederick H. 
Elliott, executive vice-president, ex- 
officio, 


Mexican Race 


(Continued from Page 6) 


will include those having engines 
under 1,500 cubic centimeters pis- 
ton displacement. 

In the production cars, a “spe- 
cial” standard car class, which will 
include many of the more econom- 
ical American makes, has been set 
aside. In this division, the race au- 
thorities have included the Henry J 
4s and 6s; Studebaker Champion; 
Willys Aero; DeSoto, Dodge and 
Plymouth 6s; Chevrolet, Hudson 
Wasp and Jet; Nash Statesman and 
closed Rambler models; Ford 6s 
and 8s, and Pontiac 6. 

In the larger class, the Lin- 
colns, Hudson Hornets, Oldsmo- 
biles, Packards, Dodge V-8s and 
Chryslers, etc., must compete 
against each other. 

The race will be run under the 
rules of the F.LA., international 
auto race governing body, and 
driver’s licenses for U. S. drivers 
must be obtained through the 
American Automobile Assn. contest 
board in Washington. 

Prizes, in American money, for 
the winner in each class are as fol- 
lows: International sports class and 
international standard class, $17,- 
341.04; and for the smaller sports 
class and special standard class, 
$3,468.20. 


firm reports that all its salesmen 
are working and that the pickets 
are not its employes. It admitted 
that the salesmen had voted for 
representation by the union, but 
said that later they had revoked 
this decision. 

The union has filed charges 
against the firm with the National 
Labor Relations Board, and the 
company also is taking the case to 
the NLRB, charging “illegal picket- 
ing.” 

The Automobile Dealers Assn. 
of North Dakota reports that the 
members of the Machinists Union, 
who went on strike in Minot 
some time ago, have returned to 
their jobs. 

The association also states that 
no union contract has been signed 
and that negotiations have ceased, 
while suits against the dealers by 
the union are pending. 

In recent NLRB decisions, Klin- 
ka’s Garage, West Bend, Wis., and 
Brown Truck & Trailer Mfg. Co., 
Inc., Charlotte, N. C., were ordered 
“to cease and desist from discour- 
aging membership” in unions and 
from refusing to bargain with them. 

+ + * 


Strike Lasts 14 years; 


Picket Glad It’s Over 


CHICAGO.—A 14-year-old strike 
against Peterson Chevrolet Co. 
ended last week when the firm 
agreed to a contract with the AFL 
Auto Mechanics Union. 

Alexander Orr, who was hired by 
the union in 1941 as a picket, fig- 
ures ‘that he had walked 40,000 
miles, eight hours a day, except 
Sundays and holidays. 

Asked how he felt about the 
end of the strike, ne said: “I’m 
glad. It was getting kind of monot- 
onous.” 


Tractor Engineers 
To Meet Today 


In Milwaukee 


MILWAUKEE.—Mechanized 
farm equipment engineers will 
gather Monday (Sept. 14) at the 
Hotel Schroeder here for the three- 


day tractor meeting and pro- 
duction forum of the Society of 
Automotive Engineers. 

During their sessions, SAE 
members and guests will consider 
the results of tractor tests, discuss 
materials requirements of tillage 
tools, study the uses of tractor 
hitches and hydraulic systems, and 
devote an entire day to exchanging 
ideas on tractor and implement 
production. 

The meeting will disclose a grow- 
ing need for larger and more 
powerful mechanized earth-moving 
equipment for open-pit mining and 
other large-scale operations, SAE 
officials said. Attention will be di- 
rected to the relative performance 
efficiency of tracked and wheeled 
equipment, 

L. C. Evans, Massey-Harris Co., 
is general chairman of the meet- 
ing. 


Dealers Rebuffed 


New Mexico Approves ‘Home’ 


As Business Place 


SANTA FE, N. M.—State Motor 
Vehicle Commissioner Tony Luna 
has rebuffed the Motor Vehicle 
Dealers Assn. of New Mexico by 
putting a liberal interpretation on 
the controversial new law relating 
to dealers’ licenses. 

Luna upheld as valid a license 
held by Ray Kelch, Los Alamos. A 
representative of the association 
had insisted the law prevented 
dealers from operating from their 
homes. He cited a clause which re- 
quires dealers to have an estab- 
lished place of business devoted 
“exclusively” to trading in autos be- 
fore they can qualify for a license. 

“We think that if we have a care- 
ful investigation of each particular 
dealer before a license is issued, we 
can assure the public protection,” 
Luna said. 





Minneapolis Zone Chevrolet Salesmen Get Fall Hints— 


Approximately 700 Chevrolet retail salesmen and managers gathered in Minneapolis to hear plans for fall selling in Minne- 
sota, South Dakota and Wisconsin. They also paid honors to members of Chevrolet's 100 Car Club and 50 Car Club. 


Truckers Named... 


AAA Assails ‘Pressure Groups’ 


LOS ANGELES.— An attack on 
“powerful and well entrenched | 


pressure groups” allegedly working | 
to “sabotage” the rights of the pri-| 


vate motorist, was launched here 


last week at the opening session | 
of the 55th annual meeting of the} 


American Automobile Assn. 
Ralph Thomas, AAA president, 
told more than 800 delegates that 
“powerful forces are at work to 
have more and more highway 
funds spent on minor roads, 
which means less money spent on 
major roads, including the na- 


tional system of interstate high- | 


ways.” 

Calling on AAA’s four - million 
membership to get behind “a posi- 
tive program for improvement of 
motoring conditions,” Thomas said 
these same “groups are at work to 
discourage the use of the automo- 
bile in downtown business districts 
and are opposing programs designed 
to provide adequate parking facili- 
ties in urban areas.” 

Opposition also has been fostered, 
Thomas said, “against adequate 
protection of the roadside and com- 
prehensive state highway needs 
studies, which are a part of the 





basic highway policy of our asso- 
ciation.” 

These same groups, Thomas said, 
“are also opposing expressways and 
controlled access highways.” 

America’s 43 million car owners, 


Pan-American Awarded 


Auto Show Trophy 


ST. PAU L.—Packard’s Pan- 
American was awarded the 
sweepstakes prize for being the 
outstanding custom sports car at 
the International Auto Sports 
Show which closed here last week. 

Trophies also were given to 
Studebaker, for “new American 
design;” to the Buick Skylark, 
for outstanding production sports 
car; to a Cadillac station wagon, 
for outstanding custom car; to 
Rolls-Royce, for best classic car; 
to Siata, for outstanding Euro- 
pean sports car, and to Alfa- 
Romeo, for excellence of general 
design. 

The show was sponsored by the 
St. Paul Downtown Businessmens 
Assn, 


Male Drivers Scored 


2 Women Driving a Hudson Cross-Country 
Say Men Are 10 Times Worse 


DETROIT.—Male drivers commit 
at least 10 times as many traffic 
violations as women, according to 
a cross-country survey now being 
conducted by a pair of New Eng- 
land female drivers who were in 
Detroit last week. 


They are Dorothy Mignault, Ken- 
nebunk Port, Me., and Claire 
Emory, Stamford, Conn., who were 
enroute from San Francisco on the 
return leg of a round-trip cross- 
country drive from New York City 
in a Hudson Jet. 


The women are following the 
route paralleling that taken by a 
team of famous racing drivers 
who in 1916 drove a Hudson 
Super-Six to a cross-country 
speed record which stood for 
many years. 

Observing all speed limits and 
driving 24 hours a day, the women 
departed from New York at 9 a. m. 
on July 27, and arrived in San 
Francisco at 2 p.m. July 31, com- 
pleting the run in three days, eight 
hours and 15 minutes. This was 
nearly two days less than the 
record set in 1916. 

Far from being a race, though, 
this 1953 jaunt is being made to 
dramatize the great improvement 
in highway conditions and to com- 
plete an on-the-road survey of safe- 
driving practices, the first of its 
kind ever made. 

Equipped with a “safe driving 
check list” which enumerates 
some 20 bad driving practices, 
Miss Mignault and Miss Emory 


on their return trip are checking 
driving offenses as they see 
them occur and indicating 
whether they are committed by 
male or female. 

From San Francisco to Jackson, 
Mich., they noted 401 cases of driv- 
ing well in excess of speed limits. 
Men were the violators in 364 in- 
stances. 

In other categories, nearly seven 
times as many men as women were 
guilty of driving too slowly. Five 
times as many men as women 
failed to give proper signals. Far 
more men than women followed 
too closely the car ahead. The same 
for passing on hills or curves, or 
exiting from the wrong sides of 
parked cars. 

To guard against possible ac- 
cusations of prejudice in favor of 
women, the team is being ac- 
companied on various stretches 
of the return journey by state 
highway or safety commission of- 
ficials who make the check with 
them, 

Copies of the official Hudson 
safe-driving checklist are available 
from Hudson dealers. 


Fire Hits Ontario Deal 

KINCARDINE, Ont. — Damage 
estimated at $35,000 resulted from 
a fire which swept Clover Motor 
Sales. The fire broke out in the 
office and spread to the parts de- 
partment and showroom. Volun- 
teers hauled several cars and 
tractors to safety. 





Thomas declared, “are hemmed 
in, bedeviled and frustrated by a 
multitude of problems that have 
done much to rob motoring of 
the elements of pleasure and ad- 
venture it once enjoyed. 


“Congestion, lack of adequate 
roads and parking facilities, lack of 
uniformity in legislation, mounting 
accidents, high costs, unreasonable 
enforcement procedures—these are 
but samples of the problems that 
must be solved if the automobile is 
to be restored to that condition of 
usefulness and pleasure it formerly 
occupied.” 

Charging that the passenger-car 
owner is called upon to pay more 
than his just share of highway cost, 
Thomas said that other beneficiar- 
ies of highway development have 
gotten out from under this respon- 
sibility. 

Despite this, he said, motor-ve- 
hicle owners are now paying in 

special Federal, state and local 
taxes more than $5 billion a year, 
and “if every dollar paid in spe- 
cial taxes by motor vehicle own- 
ers had been properly spent, our 
highways would be in very much 
better shape than they are today. 
Every year, hundreds of millions 
of dollars are being diverted to 
non - highway purposes. Millions 
are being dispersed over purely 
local and land-service roads.” 

On the subject of highway fi- 
nancing, Thomas said there is evi- 
dence which indicates that if high- 
ways today did not have to be 
built to carry the heavy truck, but 
only to standards to carry the au- 
tomobile, “we could build tens of 
thousands more miles of improved 
highways than we are building to- 
day with the same amount of 
money. 

“The truckers, however,” he add- 
ed, “strenuously oppose any efforts 
that will compel them to pay their 
fair share of the modern road 
costs.” 


A demand for less speed and 
more safety in cars was raised by 
Rudolph F. King, Massachusetts 
registrar of motor vehicles, and 
Prof. Dean A, Fales, of the Massa- 
chusetts Institute of Technology, 
who forecast a continuous rise in 
fatalities and injuries unless speed- 
ing ability was curbed immediately. 

“Already the public is becoming 
alarmed at the constant advertis- 
ing of speed by automobile manu- 
facturers,” King said. “With the 
traffic situation as it is in our 
country, more thought must be 
given by the engineers and manu- 
facturers to safety and ‘ess to 
good looks and speed.” 


Fales called competition amorg 


car makers to increase engine 
power “a race with death.” He said 
that the power “far exceeds mar- 
euverability of the vehicles, wit5 
the result that there is lack of con- 
trol.” He urged manufacturers to 
concentrate on steering improve- 
ments and prevention of skidding. 
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3 Burned as Cruiser | 
Explodes at Dock 
LOUISVILLE. — Tarlton Lawson, 
5i, secretary-treasurer of Breaux 
Ballard Co. (Dodge-Plymouth), and 
two friends were painfully burned 
Sept. 3 when Lawson’s 32-foot|) NASHVILLE, Tenn. — According 
cruiser blew up as he stepped on/to authoritative sources here, the 
the starter. Nashville Automobile Trade Assn. 
| has protested an agreement where- 
|by Life & Casualty Insurance Co. 
employes can purchase new cars 
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Discount Sales Plan Hit 


Nashville Dealers Assn. Protests Car Deals 
For Insurance Firm’s Workers 














from two dealers at substantial dis- 
counts, | 

The dealers are Capitol Chevro- 
let, Inc., and Oak Motors (Ford). 

Haynie Gourley, vice-president of 
Capitol Chevrolet, reportedly has 
resigned as vice-president of the 
Nashville Automobile Trade Assn. 
following the protest, and Capitol 
has withdrawn from the association, 


Paul Mountcastle, board chair- 
man of Life & Casualty said the 
company had made an arrangement 
for its workers to buy 1,000 cars 
from Capitol and 200 cars from 
Oak Motors. 

According to the Nashville Ten- 
nessean, “those close to the negoti- 
ations said the Ford purchases also 
may run as high as 1,000 cars. It 
was learned, for example, that a 
car listed at $2,350 would provide 
the purchaser a discount of $418.” 


Joseph Palmer, president of the 
dealers’ association, declined to 
comment on his group’s action. 
However, a member dealer said 
resolutions protesting the ar- 
rangement were sent to officials 
of General Motors, Chevrolet, 
Ford Motor Co., Life & Casualty, 
and the two parficipating dealers. 

The association reportedly ob- 
jected to the discount under a fleet 
agreement, claiming that many of 


|the purchasers will use the cars 
| primarily for pleasure. 


However, an official of one of 
the participating dealers said it 
was determined that each pur- 
chaser would use the car princi- 
pally in connection with his work. 
He said his dealership is taking a 
fair profit on each sale. 


; Gourley commented: “This is 





Obituaries 


John F. Timothy 


PROVIDENCE, R, I.—John F. Timothy, 
69, a past president of the Rhode Island 
Automobile Dealers Assn., died unexpected- 
ly at his home, He had been a partner in 
the H. T. Mulry Chevrolet Co., Providence, 
for 30 years before going into the soft- 





drink business 10 years ago. 


* * * 


Ignatius P. Price 


AUGUSTA, Ga.—Ignatius P. Price, 56, 
who recently retired from the auto busi- 


ness, died Aug. 31 after a brief illness. 


* * * 


Byron Davis Scott 
LEBANON, Ore.—Byron Davis Scott, 70, 
active for years in the auto industry as an 
associate of Scott-Christman Motor Co., 
died at his home of a heart attack. 
* * * 


Fred C, Carlson 
EUGENE, Ore.—Fred C. Carlson, 70, 
active partner in the automotive firm of 
Carlson, Hatton & Hays Co., died at his 
home. 
* . * 
Oscar S. Brown 
MONTGOMERY, W. Va.—Oscar 58. 
Brown, 74-year-old prominent Fayette 
County automobile dealer who had major 
interests in Brown Chevrolet Co. here and 
in King Coal Chevrolet Co. at Oak Hill, 
W. Va., died in a hospital at Charleston, 
W. Va., Aug. 25, 1953. 
* * 
William D. Schwenke 
ELMIRA, N. Y.—William D. Schwenke, 
59, president of W. D. Schwenke, Inc. 
(Willys), died Sept. 3 following a long 
illness. He started in the auto business in 
1917. He formed his firm in 1933. In 1951, 
he was chairman of the distributors council 
of Willys-Overland. 
* * * 
Paul Henry Markworth 
PORTLAND, Ore. — Paul Henry Mark- 
worth, owner of Markworth Gear Co., died 
here. He was chairman of the finance 
committee of the Portland Automotive 
Trades Assn. 
* * * 
S. A. Hyde 
BUHL, Id.—S. A. Hyde, pioneer auto 
dealer here, died in Portland, Ore, Active 
in civic and community affairs, he had 
gerved on the City Council for 12 years. 
From 1912 to 1930 he operated the Buhl 
Auto Co. 


(Continued from Page 2) 

was “a bitter pill” for Dave Buick 
to move his business to Flint. But 
one paper printed an interview with 
“one of Detroit’s most level-headed 
businessmen,” who said: “The fact 
that we as a city lose an industry 
to a smaller city in the same State 
does not appear to me as a very 
great injury.” 

That businessman lacked fore- 
sight. 

Today, Buick is Flint’s largest in- 
dustry with 99 buildings and 25,000 
employes. So far this year Buick 
has built some 385,000 cars, com- 
pared with 16 in its first year. 
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the largest Chevrolet contract 
which has been drawn in the 
south. We will deliver the cars 
as fast as we can.” 

According to the Tennessean, 
Life & Casualty employes report- 





63 


edly are receiving Chevrolets at the 
rate of 75 to 100 a month. 

Charles Rolfe, president of Capi- 
tol Chevrolet, and L, B. Stevens, 
president of Oak Motors, declined 
comment, 
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Rubber Use Down 
9 Pct. in Month; 
Synthetic Slips 


NEW YORK. — Rubber con- 
sumption during July declined 9.17 
percent from the previous month, 
according to the Rubber Manu- 
facturers Assn. 

New-rubber consumption in July 
amounted to 108,925 long tons, com- 


AUTOMOTIVE NEWS, 


National-rubber consumption was 
47,198 long tons, 2.06 percent under 
the June consumption of 48,189 long 
tons, Some 61,727 long tons of 
synthetic rubber were used in July, 
compared to 71,738 tons in June. 

As a result, natural rubber had 
a 43.33 percent share of the market 
in July, an increase from 40.18 per- 
cent in June. 

Consumption of reclaimed rubber 
by the industry was estimated at 
23,767 long tons, 3.15 percent less 
than the 24,540 long tons used in 
June. 


pared to 119,927 long tons in June. 
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Auto Markets 


(Continued from Page 10) 


are more prospects trying to sell| “straight shift” successfully.—(Leon 
their car than there are trying to| M. Leffingwell.) 


buy. One dealer reported improving 
sales by talking values rather than 
prices. 


Dealers expecting to be hurt by 
the General Motors Hydra-Matic 
plant fire, have begun to push the 
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Ottawa 


Used-car dealers report that the 
unusually warm weather in carly 
September, which increased motor- 
ing and increased the wear-ani- 
tear on cars, has proved a valuable 
aid to increase sales, including 
tires, batteries and accessories. 

Motorists used their cars more in 
this period than in past seasons, 
and more prospective buyers turned 
up on the used-car lots than gen- 
erally is the case at this time of 
year.—(M. L. Schwartz.) 


* * * 


Cleveland 


All vehicle sales in Cleveland 
slumped from the previous week’s 
levels, but most chalked up sub- 
stantial gains from the correspond- 
ing period of 1952. 

Sales of new cars in the first 
week of September amounted to 
1,556 units, compared to 1,722 a 
week earlier and 709 for the same 
week last year. 

Used cars, totaling 1,593, slipped 
329 from the previous week, A year 
ago, 1,104 were sold in the same 
week. 

New-truck sales declined to 108, 
off 17 units from the preceding 
week, but up 56 from the 1952 pe- 
riod. Used trucks were lower, with 
72 sold during the week, compared 
to 95 a week earlier and 74 for the 
same week of 1952.— (Al Rothen- 
berg.) 


Plymouth to Build | 


Coupe Bodies at 
Evansville Plant 


EVANSVILLE, Ind. — Bodies for | 


Plymouth coupes will be assembled 
in Chrysler Corp.’s Evansville plant 
in an area to be released next 
month by completion of the plant’s 
current defense assignment, accord- 


ing to George H. Rumford, plant | 


manager. 


The bodies currently are being 
made at the Briggs plant here. 


Assembly of hulls for the Grum- 
man Albatross air-sea rescue plane 
has been carried on in one part of 
the plant since early 1951, while 
production of Plymouth passenger 
cars continued in the semainder of 
the plant. 


Rumford said work is nical 
under way in clearing the plant of 
defense equipment and installing 
facilities for the new civilian job. 
He said the last hull to be built in 
the plant is scheduled for shipment 
early in October. It is expected that 
the first automobile bodies will be 
completed early in 1954. 


The new operation will encom- 
pass complete body building, from 
framing and assembly of body 
stampings shipped from Detroit to 
the entire paint and trim cycle. It 
will have a capacity to supply all 
of the plant’s anticipated needs for 
this body type. 

At full capacity, the body-build- 
ing operation would employ ap- 
proximately the same number of 
workers that were engaged at the 
peak of the Grumman program. 
Total employment is now 2,600. 


Safety Foundation 


Appoints Owens 


WASHINGTON.—Terry J. Owens, 
formerly city engineer of Denver, 
has joined the highway division 
staff of the Automotive Safety 
Foundation. 


He will be in charge of urban 
phases of several statewide high- 
way studies being made by the 
foundation. Owens also will work 
on development of long-range phys- 
ical improvement programs. 

Prior to his work in Denver, 
Owens was assistant district airport 
engineer of the Civil Aeronautics 
Administration in Kansas City. 
Previously, he had served the Army 
in engineering capacities in this 
country, Korea and the Philippines. 





Buffalo Sales Managers 


Hold Annual Picnic 

BUFFALO.—The Buffalo Auto- 
mobile Salesmanagers Assn, held 
its annual picnic in Williamsville 

Sporting events were conducted 
throughout the afternoon, followed 
by a steak dinner. Nearly 100 prizes 
were distributed. 

George Farley was chairman of 
the outing, assisted by Norm Brisk 
Don Julius, Bill Uhlman, Rup 
Welch, Bill Heatley, Bill Hanwel! 
Charlie Montana, Cy Lippert, 
George Sullivan and Carl Sofia. 
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Protection Association Points to Four... 





Weaknesses Cited in GM Fire 


BOSTON.—Four “fire protection 
weaknesses” were blamed last week 
for the, $50 million fire which 
destroyed General Motors’ Detroit 
Transmission plant Aug. 12. 

The preliminary report of the 
National Fire Protection Assn. 
called the blaze “the largest indus- 
trial fire on record.” 

The association said the follow- 
ing factors, “in order of their 
relative importance, combined to 
cause the disastrous fire loss.” 

1. An undivided fire area of 1,- 
492,087 square feet. 

2. Inadequate sprinkler protec- 
tion. Only 15 percent of the area 
was protected and there were no 
sprinklers where the fire started. 

3. Unprotected steel construction, 
subject to burning oil vapors and 
condensation, including steel roof 
deck without any vent. This per- 
mitted burning tar or asphalt to 
flow through. 

4. Careless use of acetylene 
cutting torches. 

The report added: “In Detroit 
the building code, according to our 


Worker Charges 
Coercion to Buy 


Studebaker Car 


SOUTH BEND.—Elmer E. Ko- 
vach, a test driver for Studebaker 
Corp., here, said last week that he 


had lost his job because he refused | 


to sell his 1953 Oldsmobile and buy 
a company-built car. 

He declared that he was going to 
file a suit with the fair labor prac- 
tices division of the National Labor 
Relations Board against both the 
company and the Studebaker Local 
5, UAW-CIO. 

According to Kovach, he was ap- 
proached about two weeks ago by 
two union stewards who informed 
him he had a week to sell his pres- 
ent car and buy a Studebaker. He 
refused. 


A week later, the stewards re- 
turned and asked to see a bill of 
sale for the Oldsmobile. When he 
still refused to sell his car, he was 
taken before Harry D. Beutlich, 
assistant director of industrial re- 
lations. 

Kovach said that Beutlich de- 
manded his badge because the 
company could not afford a sit- 
down strike. Beutlich told Kovach 
repeatedly, however, that this prac- 
tice was none of the company’s 
doing, and that he would hold his 
badge until he had settled the diffi- 
culties with the men. 


Both the company and the union 
have denied coercion on the matter 
of employes driving company-built 
cars, claiming individuals were re- 
sponsible. 

“This is un-American and dicta- 
torial,” Kovach said. “I work my 40 
hours and earn my pay. What I do 
with my money is my own busi- 


ness. They cannot tell me how to/semblies, and Powerglide transmis- 
sions. 


spend it.” 


understanding, limits the undivided 
area of a building such as this to 
24,000 square feet. 

“The actual area was 62 times as 
| to indicate 62 times the opportunity 
for fire to start, and 62 times the 
| value exposed to total destruction, 
|or 3,844 times the risk.” 
| GM declined to comment on the 
| charges. 

However, shortly after the fire, 
when the Michigan fire marshal 

criticized the plant’s safety pre- 

| cautions, GM said: 

“This plant, as is the case of all 

| 


agree on your most recent editorial, 
I shall continue to remain a friend 
to your publication and I certainly 
hope of yours. Your paper has per- 
formed an invaluable service for 
|automobile dealers throughout the 
ination and I am sure that your 
editorial, although inaccurate, was 
| well intentioned.—ArTHUR M. Strin- 
| GARI, executive secretary and general 
|counsel, Metropolitan Detroit Ford 
| Dealers, Inc. 

P.S. To sum it up, I believe that 
a dealer can keep his house in 
order much better by being a mem- 
| ber of his dealer organization than 
he can by “sitting tight” and “going 
| it alone.” 

Eprror’s Note: Our only refer- 
ence to dealer associations in the 
Sept. 7 editorial was in the realm 
of “bargaining” with unions 
through associations. We cer- 
tainly had no intention of be- 
littling the fine job associations 


Chevrolet Plans 
Added Space at 
Cleveland Plant 


DETROIT. — Chevrolet has au- 
thorized an addition of approxi- 
mately 160,000 square feet to its 
Cleveland manufacturing plant, to 
be started this. fall for completion 
in 1954, T. H. Keating, general 
manager, announced last week. 

“The addition will provide for a 
rearrangement of production facili- 
ties, and is intended to maintain 
high employment in Cleveland,” 
Keating said. 

The new construction will be in 
four parts: A 72,000-square-foot ad- 
dition to the high bay pressed metal 
section of the plant; a 30,000 
square-foot addition to the two- 
story offices; a 54,000-square-foot 
dock extension and a new scrap 
baler house. 

Beside the pressed metal section, 
the Cleveland plant, in suburban 
Parma, is an important manufac- 
turer of Chevrolet service parts, | 
aviation engine parts and subas- 





great, which might be interpreted | 


In the Letterbox 


|our plants, was built in conformity | 
with building codes, fire regulations | 
and insurance regulations.” 

Lloyd’s of London absorbed about 
a third of the $24 million insurance 
loss on the Livonia plant through 
reinsurance contracts with U. S. 
companies, the Wall Street Journal 
reported last week. About $8 million 
|of the difference between the in- 
|} surance coverage and the actual | 


| loss will be written off by GM| 





'through tax concessions in unin- 
|sured fire losses, the Journal said. 





(Continued from Page 4) 


have done for dealers in other 
respects. But with respect to bar- 
gaining on a joint basis, we said: 
“The association technique repre- 
sents a practical method of or- 
ganization to the unions, while 
the individual dealer does not.” 
Nor do we have any quarrel with 
labor - educational programs on 
the part of dealer associations. 
* * * 


Who’s First? 

May we make a correction of a 
news item appearing in your issue 
of Aug. 31? 

On page 31, under “Chrysler 
shoos germs,” the article states: 
“The use of sanitizing in used cars, 
as pioneered by Jack Lynch, Inc. 
ete.” We believe the Lynch com- 
pany to be in error since we have 
advocated the sanitization of used 
cars for over four years. 

The enclosed brochure was 
printed July 24, 1949. On exami- 
nation you will find the following 
statement: 

“Zipp-reme being a germicide, the 
car is disinfected at the same time 
it is cleaned. What a whale of a 
talking point for any used car.” 
—F. A. Parker, Zipp-reme Chemical 
Co., Greensburg, Pa. 


Cadillac Starts 
Cross-Country 
Dealer Meetings 


DETROIT.—Cadillac sales execu- 
tives will begin a three-week series 
of meetings in the field today (Sept. 
14) with Cadillac 
dealers across the 
country, accord- 
ing to J. @. 
Roche, general 
sales manager. 

Beginning in 
Boston, Roche 
personally will 
review progress 
and discuss sales 
plans for the re- 
mainder of 1953 
at meetings in 14 
cities, ending Oct. 16. These confer- 


| 











J. M. Roche 








Stronger Truck Tire Made of Nylon— 





Thousand-yard rolls of nylon fabric begin the conveyor trip into the giant oven at 
the Akron plant of General Tire & Rubber Co., where the fabric is converted into 
Nygen through a special heat-treating process. Truck tires made from Nygen are said 
© have great strength and give greater mileage and recapping miles 





ences will include the Cadillac re- 
tail branches in Detroit, New York, 
Chicago, Los Angeles and San 
Francisco and nine Cadillac dis- 
tributors and the dealers in their 
areas, 

Concurrently, R. L. Newton, as- 
sistant genera] sales manager, will 
meet with dealers at 11 eastern 
cities, and Assistant General Sales 
Manager E. F. Upson will visit 11 





Western Chevrolet Moves Into New Home— 


In conjunction with its 27th anniversary, Western Chevrolet Co., Mitchell, S. D., 
has opened its new home (top) at 219 First St. The used-car lot (bottom) is all paved 
and distinguished by its emphasis on decor and lighting in modern fashion. Floor 
space covers 42,000 square feet. The firm is headed by John J. Verschoor, who 
has been an auto dealer since 1914. He has been an NADA director since 1940, is 
a past president of the South Dakota Automobile Dealers Assn. and the Omaha 
Zone Chevrolet Dealers Assn., and is a member of the General Motors Advisory 





Council and the NADA industrial relations committee. 


Aroused Public Called Hope 
For Improved Highways 


WHITE SULPHUR’ SPRINGS, 
W. Va.—The American people will 
do something about highway defici- 
encies once there is a general reali- 
zation that “adequate roads don’t 
cost—they pay,” Clem D. Johnston, 
chairman of Project Adequate 
Roads (PAR), declared here in 
opening a three-day meeting of the 
Adequate Roads Information 
Council. 

The council is made up of ex- 
ecutives representing industry, 
commerce, newspapers, mag a- 
zines, radio, television, agricul- 
ture and highway user organiza- 
tions. 

Johnston said the common sense 
of bringing roads and streets up 
to par becomes readily apparent 
to anyone who looks at the start- 
ling changes which are taking place 
in highway transportation. 


He pointed out that present mo- 
tor vehicle registration stands at 
more than 53 million and that it 
has been predicted that this figure 
will reach 85 million by 1975. U. S. 
population, he said, is increasing at 
a daily rate which is about equal 
to that of new car production, This 
daily production of new passenger 
vehicles alone requires more than 
20 miles of streets and roads each 
day if only to provide parking space 
for them. 

“An average two-lane road 
costs up to $100,000 per mile—and 
more than that for city streets,” 





Hufstader Again Heads 


Safety Committee 
DETROIT. —W. F. Hufstader, 
General Motors vice-president, 
was reelected chairman of the In- 
ter-Industry Highway Safety 





cities. 

“Our successful resumption of 
production Sept. 8, following within 
weeks the Detroit Transmission Di- 
vision fire, makes Cadillac’s out- 
look for the remainder of the year 
most promising,” Roche said. 


Army Buys 36 Buses 
From Twin Coach 


KENT, O.—Twin Coach Co. has 
been awarded a $525,549 Army Ord- 
nance contract for production of 36 
“convertible” buses, L. J. Fageol, 
president, has announced. 

The order, he said, calls for early 
delivery to the Air Force. The 36- 
passenger buses can be quickly con- 
verted to cargo trucks by removing 
socket-type seats. By installing lit- 
ter carriers, they can be changed 
into ambulances. 


Committee at its annual meeting 
here last week. K, B. Elliott, ex- 
ecutive vice-president of Stude- 
baker, was renamed vice-chair- 
man. 

Other committee members, be- 
sides Hufstader and Elliott, are: 
(representing auto makers), A. 
vanDerzée, vice-president of 
Chrysler Corp., and Walker Wil- 
liams, Ford vice-president; (rep- 
resenting NADA) Robert Arma- 
cost, president; Walter Cooper, 
director; J. Saxton Lioyd, past 
president, and Fred Sutter, direc- 
tor; (representing tire makers) 
L. A. McQueen, vice-president of 
General; J. A. Hoban, vice-presi- 
dent of Goodrich; H, D. Tomp- 
kins, vice-president of Firestone, 
and R. S. Wilson, vice-president 
of Goodyear. 








Johnston said. “That means we 
will have to spend upward of a 
billion dollars a year to build 
just enough roads to equal our 
minimum increased parking re- 
quirements.” 


Quoting testimony presented at 
a recent Congressional hearing by 
the Automobile Manufacturers 
Assn., Johnston said $3 billion a 
year is being wasted on costs that 
would be avoided if roads and 
streets were adequate. 


AMA estimated that adequate 
roads would effect a $550 million 
annual saving in gasoline, brakes 
and tires; $725 million in traffic ac- 
cident reduction, and $825 million 
in time for commercial vehicle op- 
eration, he said. 


“Most important of all,” John- 
ston said, “is the fact that ‘we 
are still killing more than 100 
persons per day on the nation’s 
highways.’ Adequate roads would 
materially reduce that appalling 
fatality rate,” he said. 

“PAR,” he said, “seeks to stimu- 
late public awareness and action 
toward improvement of all kinds of 
roads — primary, secondary, farm- 
to-market and city streets.” 


Gulf-Detroit Trip 
Set for Leading 
L-M Salesmen 


DETROIT. — A seven-day, ex- 
penses-paid trip from the Gulf of 
Mexico to the Great Lakes is being 
planned for winners in a salesmen’s 
contest being conducted this year 
by Lincoln-Mercury, according to 
Joseph E. Bayne, general sales 
manager. 


To be flown to New Orleans, 102 
leading car salesmen from L-M’s 
23 sales districts will start their 
junket March 6. After two days in 
New Orleans, the party will move 
on to the Mississippi Gulf Coast 
resort area for a three-day stay at 
the Edgewater Gulf Hotel near 
Biloxi. 

The trip will be concluded March 
13 with a flight to Detroit in special 
planes for a tour of L-M facilities 
and a banquet with company ex- 
ecutives at which Inner Circle 
awards will be presented. The 
Inner Circle is an organization of 
top retail salesmen. 

Next year’s ‘tour will be the 
second event of this type. Last 
March, a similar group was taken 
to Bermuda, New York and De- 
troit. 
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PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 
Q 
© Quick, Easy 
Installation 









© Cannot Be Seen 


© Treated Material Resists 
Oil, Grease, Water and Fuel 


© Eliminates Unsightly Drip Pans 


large Buick and Cadillac 
Slightly Extra 


For Standard Models 


$13.50 F.0.8. Detroit 
D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, Michigan PHONE: WEbster 3-1613 
Manufacturers of Stake and Pick-Up Tops 
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Collectors at the Wheel... 


Yesterday’s Cars Off 
On Glidden Revival 


CLEVELAND.—The_ country’s| body with a 1937 12-cylinder Pack- 
outstanding automobile collectors! ard chassis and engine. 
were out in force with some of the Another prominent collector, Hen- 





most rare and choice antique cars/ry Austin Clark jr., of Southamp-| 
ever built when the 1953 Glidden |ton, N. Y., entered a 1903 Peerless | 
Tour revival got underway at Cleve-|racer and 1903 Ford. The racer, | 


land Sunday (Sept. 13). 

Singer James Melton was at the 
wheel of his 1907 Rolls-Royce. A 
past president of the sponsoring 
Antique Automobile Club of 
America, Melton is chairman of 
the tour committee. Beside the 
Rolls - Royce, he entered a car 
combining a 1917 Pierce - Arrow 
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"Great" Umbrella CENTER of Attraction! 


MULLINS MOTORS, RICHLANDS, VIRGINIA used car lot pictured 
above is one of the most attractive in the country. The McFarland 
“Great” Umbrella (21 foot spread) is located in the center of the lot. 
The picture above shows the size of this Big Umbrella—room for two 
cars, chairs and people. Make your lot more attractive with a “Great” 
Umbrella or “Whirlabout”, the “Great” Umbrella that turns. A full color 
illustrated booklet that tells all about the “Great” Umbrellas and how 
dealers from coast to coast are using them to get more business is yours 
for the asking. Write, wire or call today for yours. The McFarland 
Great Umbrella Company, Division of McFarland Awning Corporation, 
742 S. W. 8th Street, Miami, Florida—Phone—2-8153. 





EXTRA PROFIT FROM EVERY 
CAR SOLD OR SERVICED 

















THESE FEATURES 
SELL VENTSHADES 


@ Open-window ventilation 
when it rains or snows 


e Safety from exhaust fumes 
© Less fogging of glass 

© Shade from the sun 

© More comfort the year ‘round 


The test of any accessory is how 
well it repeats year after year. An 
overwhelming percentage of car 
owners who have had Ventshades 
installed on one car want them on 
every car they buy. That is one of 
the reasons why Ventshades con- 
tinue to produce handsome profits 
for dealers who sel] them. Sell 


e Added beauty for the car 
them yourself and see. 
© Quick, easy installation. Indi- 
idual designing for each make 
Ventshades are the original rain Sek maedieietchakmaaemaa 


and sun shields. Avoid substitutes. 

© Made to meet exacting stand- 
ards of car manufacturers. 

© Won't rust or rattle 


Contact your Ventshade wholesaler or 
write direct for complete information 
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Tank’s War Role 
Gaining, Says 
Chrysler Aide 


DETROIT.—Progress in the de- 


sign of military tanks has been as | 








dramatic and startling as the ad- 
vances made in 
any other 
weapons since 
World War II, 
according to 
Robert T. Keller, 
general manager 
of tank manu- 
facturing oper- 
ations of Chrysler 
Corp. 

Speaking at the 
convention of the 
Fifth Armored 
Division Association here last week, 
Keller said tanks are of more 
value in modern warfare than 
they ever have been in the past. 

Keller said that military writers 
are now pointing out that tanks 
can withstand atomic explosions 
better than any other weapons 
system. In addition, he said, tanks 
can move in quickly to exploit 
atom - bombed areas with relative 
immunity from radioactivity. 

“In the early days of World War 
II, we learned the value of tanks 
in modern warfare, Keller said. 
“And for all the talk of push-button 
warfare, there is no evidence that 
tanks and tank men will be any 
less important in the future.” 

Keller credited the design of the 
Patton 48, the nation’s newest 
medium tank, to the close working 
relationship developed among 
Army Ordnance, Army Field Forces 
and Chrysler engineers. 

He said that a design coordi- 
nating committee made up of 
members from the three groups 
had followed every phase in the 
development of the tank from the 
drawing board to final delivery of 
production models. 

As a result of this close cooper- 
ation, he said, the number of major 
engineering changes required in 
the development of the Patton 48 
was only one-tenth of the number 
encountered in the development of 
World War II tanks. 


R. T. Keller 


Bow to Sammy 
Girl Race Driver Featured 


In Magazine Article 

Sarah Ann Chapin, the scintillat- 
ing “Sammy” of Detroit automotive, 
society and aviation circles, has 
been “discovered” by a national 
magazine. 

In its current issue, People To- 
day accents her penchant for driv- 
ing in and winning sports-car races. 
Touched on only briefly is her 
record as a successful business wo- 
man. Miss Chapin, 29, is in charge 
of air operations for Essex Wire 
Co., which has a fleet of five planes. 
After learning to fly at 15, she 
served in the WASPS as a ferry 
pilot during World War II. 

Her father, Roy D. Chapin, was 
once president of Hudson. 


Ohio Firms Merge 

CAMBRIDGE, O.—St. Regis 
Paper Co. and Cambridge Molded 
Plastics Co. have announced the 
signing of a contract whereby St. 
Regis will acquire virtually all of 
the capital stock of the plastic 
company, which operates plants 
here and at Richmond, Ind. Cam- 
bridge will continue to operate 
under the same management. 


powered by a 2-cylinder, 16-horse- 
| power engine, has a sliding hinge 
| on the steering column which allows 
|the wheel to be folded forward 
while the driver slips in or out. The 
| Ford’s serial is No. 22. 

Joseph Murchio, old-time race 
driver who now runs a car muse- 
|um at Green wood Lake, N. Y., en- 
|tered a 1905 Renault, one of the 
first French limousines imported to 
|this country. It has a carved ma- 
hogany body, self-generating car- 
bide lamps, three horns and two 
|speaking tubes—one to the chauf- 
feur and the other to the footman. 
He also entered a 1925 Kissel Kar 
raceabout. 

A total of 341 cars were entered. 
They will leave Cleveland tomor- 

row, (Sept. 15) for Columbus, 
where they will parade in tribute 
to Ohio’s Sesquicentennial cele- 
bration. On Wednesday (Sept. 
16), they will stop at Toledo to 
join Willys Motors in its golden 








Auto Stocks 











Sept Sept. 1953 
9 2 High ‘ 
Chrysler 67% 66% 96% 655, 
GM 56% 55% 69% 55 
Hudson 11% 11% 17 11 
Kaiser 3% 3% 5% 3 
Nash 18% 17% 25% 177%. 
Packard 4% 4% 6% 4’, 
| Stude. 21% 26% 48% 26% 
Average 27.12 26.59 


Compiled from reports of trading on the 
| American and New York Stock Exchange 





jubilee activities. That evening 
they will arrive in Detroit. 


The next three days they will 
stage a motorcade in and around 
the Motor City. On Thursday (Sept. 
17) they will parade in downtown 
Detroit, attend a luncheon given by 
General Motors and a dinner by 
Chrysler Corp. 

Climax of the tour will be the 
annual Old Car Festival at Green- 
field Village, Dearborn, on Satur- 
day (Sept. 19), held this year in 
tribute to the fiftieth anniversary of 
Ford Motor Co. 

The Glidden Tours originally 
were conducted by the American 
Automobile Assn. from 1904 to 
1913 in order to demonstrate to 
a doubtful nation the durability 
of the private passenger car. 

They were revived by the an- 
tique automobile enthusiasts in 
1946. This year’s running is the 
eighth in the modern series. The 
AAA and its affiliated clubs cooper- 
ate with the antique car groups in 
the revivals. 





40 Millionth Ford Vehicle 
Put on Display in Rotunda 


By Jack Weed 

DEARBORN. — The 40 millionth 
U. S.-built Ford vehicle—a _ red 
Mercury—was turned out last 
Wednesday (Sept. 9). 

Benson Ford, general manager of 
the Lincoln-Mercury division, pre- 
sided as the milestone car was 
shown to press, radio and television 
representatives on the lawn of the 
Ford Rotunda. 

Practically all of the Ford direc- 
tors were present at the ceremony. 

The date, exactly 50 years and 

85 days after the company opened 

for business, signalized two other 

events in Ford history. It was the 
day before the 1,000,000th Ford 
division vehicle of 1953 came off 
the assembly line and it culmi- 

nated a record of more than 46,- 

000,000 cars, trucks and farm 

tractors produced by Ford plants 

over the world, 

The Mercury is the first mile- 
stone car to be displayed at the 
Rotunda since the building was 
closed to the public during World 
War II. The Rotunda was reopened 
June 16 as a climax to Ford’s 50th 
anniversary observance. 

The company built its 1,000,000th 
car on Dec. 10, 1915, 12 years after 
its founding by Henry Ford. As 
orders poured in, production 
climbed to 5,000,000 by May, 1921. 
Eight years later, when the last 
|Model T was completed, company 
volume had reached 15,000,000 ve- 
hicles. 

The first milestone car to be 
exhibited at the Rotunda in Dear- 
born was a 1937 Ford V-3, the 
company’s 25,000,000th unit. The 
last, before the Rotunda closed, 
was a 1941 station wagon —car 
number 29,000,000 — which Edsel 
Ford, then president, later pre- 
sented to the American Red 
Cross, 

In addition to Bensan Ford, ex- 
ecutives and directors attending the 
ceremonies were Henry Ford II, 
president, William Clay Ford, vice- 
president of special product opera- 
tions; Ernest R. Breech, executive 
vice-president of Ford Motor; J. S. 
Bugas, vice-president of industrial 
relations; Jack R. Davis, group 
vice - president; Irving A. Duffy, 


Smith Heads Willys 


Sales Promotion 


TOLEDO.—Don H. Smith has 
been named sales promotion man- 
ager of the Kaiser-Willys sales di- 
vision of Willys, it was announced 
last week by Roy Abernethy, gen- 
eral sales manager. 

Smith joined Willys through its 
predecessor, Willys- Overland, in 
1949, as a regional sales manager. 





vice - president of purchases; Wil- 
liam Gossett, vice - president and 
legal counsel; D. S. Harder, vice- 
president of manufacturing; T. C. 
Yntema, vice-president of finance; 
Donald K. David, director and dean 
of Harvard Business School, and 
James B. Webber jr., director. 





For FORD 
OLDSMOBILE 
CADILLAC 
and PACKARD 
DEALERS 


QUICK-OUT — Pat. 164057 


The Perfect Gift 
First Time Offered 


A scientifically designed ash tray of vitre- 
ous china, decorated with authentic re- 
production of an early car of Your Make 
in colors. Dealer Name in gold if desired. 
Gift boxed. A $1.50 retail value. Sample 
and prices if requested by official on 
firm letterhead. 


WAGAR INDUSTRIES 


4495 W. 210 St., Cleveland 26, O. 


POSITIVE REAR DOOR 


SAFETY LOCKS 


100% EFFECTIVE—Cannot Fa: 
The perfect door lock for all Plyx 

outh, Dodge, DeSoto and Chrysi«! 
cars— All General Motors cars & © 


IMMEDIATE DELIVERY 
furnish ore 


for free cata) * 


direct. Write 
of over 200 HOU! service iter 











Thee +a =~, 


hae tt ett FR) oe et ee oes eet ee eee 











AUTOMOTIVE NEWS, SEPTEMBER 14, 1953 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
Sept. 12, Week, Sept. 5, Sept., Sept. 13, Sept. 12, 
1953 1952* 1953* 1953* 1952* 1953* 
CHRYSLER .... . 17,688 21,482 17,698 31,841 612,047 922,519 
Chrysler .... 1,368 179 1,236 2,357 80,325 123,705 
DeSoto mat 1,892 3,053 2,000 3,492 64,590 98,172 
Dodge . . 1,642 5,922 1,598 2,915 163,806 220,292 
Plymouth. ............. .... 12,1865, 12,328 12,864 23,077 303,326 480,350 
FORD .. 30,991 22,567 34,082 58,394 607,622 1,041,417 
Ford ... 23,961.> 18,314 26,447 45,393 467,059 796,993 
Lincoln 151 939 251 349 22,436 35,218 
Mercury = . 6,879 3,314 7,384 12,652 118,127 209,206 
GENERAL MOTORS .. 41,200 46,130 46,672 78,559 1,190,244 2,140,948 
Buick : 8,328 8,008 8,659 15,275 216,969 386,789 
Cadillac ...... 762 2,372 “ 762 68,207 79,425 
Chevrolet 25,217 22,890 30,517 49,617 568,269 1,099,401 
Oldsmobile 1,701 6,297 2,419 3,636 152,482 261,472 
Pontiac ............ 5,192 7,063 5,077 9,269 184,317 313,861 
KAISER MOTORS 636 2,703 783 1,262 82,745 55,312 
Kaiser aah oe 1,479 ne suits 46,734 19,562 
Willys 636 1,224 783 1,262 36,011 35,750 
CROSLEY .... sb daiicces ee ie 
HUDSON 1,158 1,616 1,010 1,960 57,112 59,313 
NASH . ies ; 3,445 paella 90,716 107,107 
PACKARD ave bien ia 1,419 1,148 919 40,649 71,736 
STUDEBAKER ... 4,260 3,328 3,766 7,336 102,689 148,581 
Total Cars, U. S. ... 95,933 102,690 105,159 180,271 2,785,315 4,546,923 
*Re lo 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
Sept. 12, Week, Sept. 5, Sept., Sept. 13, Sept. 12, 
1953 1952* 1953* 1953* 1952* 1953* 
CHEVROLET .... 5,100 7,392 5,976 9,874 203,355 277,395 
CROSLEY ...... dive siciee » witihdne | Weekges widens 208 ; . 
DIAMOND TT .... 152 149 160 280 5,660 5,892 
DIVCO 64 60 80 128 2,098 2,049 
DODGE. ............ 1,289 3,317 1,304 2,080 108,403 716,692 
FEDERAL .... OE Pv asiacsins 59 92 1,118 1,555 
FORD . 5,712 4,197 6,928 11,326 141,052 211,957 
IE icici nicdasscisucirondoese 1,037 2,835 1,292 2,069 74,665 88,453 
INTERNATIONAL 2,330 2,514 2,187 4,080 92,076 90,326 
MACK .... ; ; 242 188 203 404 7,190 8,361 
ee ine 275 204 222 453 12,198 11,499 
STUDEBAKE 256 1,264 268 512 38,511 36,284 
WHITE... 260 223 295 495 8,700 10,528 
WILLYS ass 1,440 2,446 1,446 2,595 70423 60,065 
MISCELLANEOUS .. 240 288 261 448 10,233 10,660 
Total Trucks, U. S....... 18,442 25,077 20,681 34,836 775,890 885,716 


Total Cars, Trucks, 
U. S. 
Total Cars, Trucks, 
Canada . Sesacuckid 
Grand Total 

Cars and Trucks, 
U. S. and Canada 


*Revised. Miscellaneous includes Autocar, 
Drive, Sterling, Nash, etc. 


9,240 


N.B.: 


9,520 


114,375 127,767 125,840 215,107 3,561,205 5,432,639 


9,170 16,601 258,187 361,369 


..123,615 137,287 135,010 231,708 3,319,392 5,794,508 


Corbitt, Marmon H., Brockway, Four-Wheel 


All U. 8. totals include cars and trucks for military orders. 





Car Output Under 100,000 
First Time Since January 


(Continued from Page 1) 


had been made by Ford on any 
single day since Sept. 28, 1950. 


” * ~ 
eee production will be 
stepped up this week, since 
output of Lincolns was stopped last 
week when the division ran out of 
Hydra-Matics. 

DeSoto, Ford and Plymouth last 
week joined the ranks of those 
firms which already this year 
have turned out more cars than 
they did in all of 1952. 

Only Dodge, Cadillac, Kaiser, 
Willys, Hudson and Nash have not 
reached that mark. Output 
year was hampered, of course, by 
a two-month-long steel strike and 
by Federal production restrictions. 

Production thus far in 1953 
amounts to 4,546,923 cars and 885,- 
716 trucks, compared with 2,785,315 
cars and 775,890 trucks in the com- 
parable period of last year. 
= * * 


TjePcE and Willys will be effected | 


by the Army announcement of 
last week which cut more than $60 
million from the branch’s 1954 
truck-purchase program. 

The curtailment involves Dodge 
three-quarter-ton trucks and 
Willys Jeeps, which were sched- 
uled for delivery beginning next 
Jan, L 

Currently, Dodge Army trucks are 
being produced at a contract rate 


averaging $5 million monthly. That | 


vill be reduced to $3,150,000. 


The Willys rate is approximately 
$6 million a month. That will be cut 
0 $2,800,000. 


Chrysler said its civilian work is 


last 


|expected to expand at the time 
| Set for the Army cutback. 


* * * 


‘Makers Still Pondering 
Substitute Drives 


| week, non-GM users of Hydra- 
|Matic had not yet completed ar- 
|rangements for substitute auto- 
matic drives. 

At presstime Thursday, Hudson 
was still “near the signing point” 
| with Borg-Warner, Lincoln-Mer- 
cury officials were still unde- 
cided. L-M last week produced 


will act soon. 

Nash, which resumes operations 
today (Sept. 14), has enough Hy- 
dra-Matics in stock to carry it 
through 1953-model output, which 
should be completed about the end 
of the year. “Therefore,” said a 
Nash official, “we do not plan to 
adopt a substitue transmission. 

Kaiser, closed since July, has 
about a 10-day supply of Hydra- 
Matics, plus a stock of cars 
equipped with Hydra-Matic. Sign- 





| within two weeks, which will mean 
|that output probably will be re- 
{sumed late in October. 

| Meanwhile, GM’s Operation Hy- 
| dra-Matic at Williow Run contin- 
ues to run “on schedule.” 

By week’s end, more than 400 

machines had been moved into the 
| huge plant. 
At the burned-out plant there 
| were some 3,300 machines. Assum- 
jing that the same number will be 
used at Willow Run, the 400 ma- 
chines now in the plant constitutes 
12 percent of the total. 





DETROIT. — At press time last | 


its last Lincoln, so it probably | 


ing of a union pact is expected |} 


On Wholesale Index... 
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U. C. Prices Continue Decline 


(Continued from Page 1) 
bringing in a steady flow of trade- 
ins to the lots. 

Used-car sales at Akron were 
reported up for the week ended 
Aug. 29 to 735 units. This com- 
pared with 628 sold during the 
previous week, 

At Cleveland, used-car sales 
slipped 329 units for the week end- 


ed Sept. 5, and were reported at 
1,556 units. The previous week, 
however, was nearly a record sales 
week for the area in both new and 
used-car sales. 
* * * 

UGUSTA, Ga., reported little 

change in the used-car market 
during August. For the last two 
months, dealers say they have been 








Ford School Graduates Pick O 


At the conclusion of the annual meeting of Ford Merchandising School graduates, 
held in White Sulphur Springs, W. Va., new officers were elected. Shown here are 
(from left) W. A. Bingler jr., Pittsburgh, secretary; William M. Wilson, Clarksburg, W. 
Va., president, receiving congratulations from M. S. McLaughlin, assistant northeast 
regional sales manager; E. T. Montague, Syracuse, vice-president, and W. R. Sweeney, 


Dorchester, Mass., treasurer. 





Stocks Off From Peak 


Nationwide Average Is Now 13 New Cars 
Per Dealer, Survey Reveals 


ffiicers— 





(Continued from Page 1) 


taled 587,467, compared with 599,319 
a month ago. 

Most dealers contacted in the 
survey anticipated a cleanup 
problem on old models, although 
there was considerable difference 
of opinion as to how the GM fire 
would affect this. 

Some Oldsmobile and Pontiac 
dealers said that the fire would 
ease their cleanup problems, while 
others expected it to complicate the 
cleanup by giving them too many 
cars with manual transmissions. 


Even some Chevrolet dealers were 
|of the opinion that their problems 
| would be complicated through pro- 
| viding Powerglides to Pontiac and 
|thus giving Chevrolet dealers more 
|cars with straight transmissions. 

om * oe 


| SOME dealers took the view that 

price was still the big drawback 

to moving cars in their lines. They 

said that too much was coming out 

of the dealers in overallowances and 

| discounts; that more should come 
| out of the manufacturer. 

Many dealers urged further cuts 
|in production, while others com- 
| plained of too many dealerships. 

A few said that good manage- 
ment and aggressive selling is 
paying off handsomely for them, 
but that they saw the end of the 
line as near for the inefficient 
dealers. 

Nearly all dealers reported that 





New-Car Stocks 


In Field, in Transit 
(Estimated by Automotive News) 


Dealers’ 

Cars Cars in Total 
tn Transit Potential 
Period Field to inventory 
Ending Stockst Dealers Stocks 
Jan. 1, °50.. 251.754 188,500 440,254 
Apr. 1, '50.. 276,136 158,000 434,136 
June 1, °50.. 247,680 160,200 407,880 
Sept. 1, °50.. 239,642 160.400 400 ,042 
Dec. 1, °50.. 295,521 128.300 423,821 
Jan, 1, °51.. 305, 89,900 404,788 
Apr. 1, °51.. 406,541 138,500 645,041 
July 1, °51.. 357,606 90,700 448,306 
Sept. 1, '51.. 283,402 »800 370,202 
Dec, 1, ’51.. 250,445 77,500 327,945 
Jan. 1, '52.. 224,968 31,000 255,968 
Apr. 1, ’52.. 213,391 83,000 296,391 
May 1, ’52.. 251,674 88,000 339,674 
Jane 1, ’52.. 232,036 70,000 302,036 
July 1, °52.. 193,462 84,500 277,962 
Aug, 1, °52.. 162,086 12,000 174,086 
Sept. 1, °52.. 149,091 77,000 226,091 
Oct, 1, °52.. 233,556 89,000 322,556 
Nov, 1, ’52.. 308,894 90,500 399,394 
Dec, 1, ’52.. 287,247 76,000 363,247 
Jan, 1, °53.. 291,671 83,300 374,971 
Feb. 1, °53.. 324,835 86,600 412,035 
Mar. 1, ’53.. 389,011 87,200 476,211 
Apr. 1, °53.. 445,882 89,300 535,182 
May 1, °53.. 490,381 97,700 588,081 
June 1.°53.. 46423.546 73,500 537,046 
July 1, °53.. 479,698 82,800 562,498 
Aug. 1, °53.. 517,119 82,200 *599,319 
Sept. 1, °53.. 512,967 74,500 587,467 
tField stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories and demonstrators. 
*Revised. 





they were discounting, but a sur- 
prisingly high percentage said that 
they were giving very modest dis- 
counts. 


'*‘Hard-Sell’ Times 


Topic of Parley 


On Manufacturing 


NEW YORK.—Production for a 
buyer’s market will set the keynote 
of the American Management 
Assn.’s national manufacturing con- 
ference Oct, 28-30 in Philadelphia. 

More than 800 manufacturing ex- 
ecutives from all parts of the coun- 
try are expected to attend. 

Meeting “hard-sell” times will be 
the topic of J. M. Busey, marketing 
vice-president, General Electric Co. 
He will offer suggestions for giving 
the product the features the cus- 
tomer wants. 

Harrison F. Dunning, vice-presi- 
dent, Scott Paper Co., will describe 
his program of regular reports to 
employes on company progress. Dr. 
Douglas McGregor, president, Anti- 
och College, Yellow Springs, O., will 
speak on human relations in manu- 
facturing. Other sessions will be 
devoted to management-supervisory 
relations, the organization and re- 
lationships of the manufacturing 
department and such modern man- 
agerial techniques as operations re- 
search, time - and - motion methods, 
ratio delay and work simplification. 

Speakers at the supervisory rela- 





tions session will discuss clarifying 
the status of foremen and super- 
visors, keeping close communica- 
tion with foremen and reexamining 
foremen compensation. 

A full day will be given to the 


manufacturing department—where | — 


its people fit in the organization, 
who reports to whom and why. A 
morning will be devoted to organi- 
zational aspects of the functions of 
the top manufacturing executive 
and engineering, production con- 
trol, and maintenance executives. 
Other speakers will stress inter- 
departmental relationships, includ- 
ing the manufacturing executive's 
dealings with sales, personnel, 
finance and the product manager. 
On display will be the A.M.A. 
Manufacturing Conference Exhibit 
of hundreds of company materials 
illustrating manufacturing pro- 
grams in action: Special exhibits 
will be set up by United States 
Steel Corp., showing community 
factors considered and solved in 
locating a plant in a small com- 
munity, and Kendall Refining Co., 
describing a safety program that 
has cut accidents to a 15-year low. 


able to move heavy, late-model 
cars without too much difficulty, 
and that lower-priced cars are mov- 
ing quite easily. 


At Manhattan, Kans. (Riley 
County), August used-car sales 
were reported to be lower than 
July—299 cars to 321. 


Detroit dealers say that used-car 
sales have remained about the 
same over the last three weeks, and 
that it is necessary to push sales. 
Used-car stocks are still high, fran- 
chised dealers say, and thorough 
selling efforts are being made to 
keep them moving. 

* * 

FO the most part, auction op- 

erators say that activity has 

been fairly steady over the block, 

but a slightly reduced number of 

cars were offered at the pre-Labor 
Day sales. 

In some areas, higher priced cars 
are moving slower, but popular cars 
are still in demand. Operators agree 
that sharp cars are hard to find, 
and will bring the high dollar at 
the auctions. 

At nine representative auctions 
last week, 60 percent of the offer- 
ings were sold, which is about aver- 
age or slightly better. For the week 
earlier, 64 percent of the offerings 
were sold—a very satisfactory ratio 
for most auctions. 

x * +. 
OMMENTS from the auctions 
were mostly concerned with the 
lesser demand for higher-priced 
cars. In most cases, such Cars are 


* 





harder to sell at current prices, but 
prices are remaining fairly firm. 

In all cases, the auctions are 
asking for more clean cars, which 
are in sharp demand. Station 
wagons continue in high favor 
with buyers, particularly those 
with all-steel bodies. 

Manheim Auto Sales and Auction 
Co., Manheim, Pa., reported that 
the market was good there at the 
most recent sale—the only sale to 
report a good market for the week. 

Others said the market was 
steady, or slightly down. One east- 
ern auction said that the market 
was weak and spotty last week, 
due to the heat wave and dull, pre- 
Labor Day activities. 

* * 7 

reAncenee dealers with large 

used-car inventories are becom- 
ing increasingly worried about emp- 
tying lots—especially with '54-model 
introductions not too far away. 

Dealers are being warned by 
dealer associations, and factories 
as well, that it is time to get 
the “house in order” for the fall 
season. 

Inventories of used-cars should 
be balanced as well as possible, and 
pared down to a workable size, it 
is advised. If there is to be a clean- 
up problem, dealers who can afford 
to offer attractive tradein values 
will be in an advantageous position 
as compared to those who are still 
struggling with large, overbalanced 
used-car stocks, it is said. 





More Tread Miles— 


J. A. Boll, sales manager of the Fisk 
division of U. S. Rubber Co., places a 
depth gauge in the groove of the new Fisk 
tire, which comes in sizes ranging from 
6.00-16 to 11.00-24. The tire is said to 
give as much as 41 percent more tread 
miles than previous types. It has more than 
33,000 biting edges in the larger sizes and 
is claimed to have a 50 percent stronger 
weld of cerd to cord and ply to ply. 





ee eae 
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Atlanta Prospects Price Conscious .. . 





U. C. Exchange Week 
Uncovers Shoppers 


(Continued from Page 2) 


double normal space used. One 
ad said: “During our Atlanta’s 
Used-Car Week we will give $100 
credit on any car on our lot. This 
can be used toward the purchase 
price or down payment.” Another 
listed 1953 models in the medium 


53 ATA Roadeo 
To Open Sept. 21 


In Minneapolis 


WASHINGTON, D. C.—The 1953 
National Truck Roadeo will get un- 
der way next Monday (Sept. 21) in 
Minneapolis, according to G. D. 
Sontheimer, director of safety of 
the American Trucking Assn., Inc., 
contest sponsor. 

A practice course for participants 
will be available three days in ad- 
vance, As an added feature this 
year, drivers selected from the mili- 
tary personnel of eight U. S. Air 
Force Bases will run the course for 
the Air Force Trucking Champion- 
ship. 

No events have been scheduled 
for the opening day, Sontheimer 
said, in order to give the contest- 
ants and Roadeo officials an oppor- 
tunity to get acquainted. 

On Tuesday, Sept. 22, ATA will 
give a breakfast and briefing in- 
structions, after which the contest- 
ants will take written examinations. 
Appearance tests for drivers in the 
straight truck competition will be- 
gin in the afternoon. 

Field elimination tests for straight 
truck drivers will begin Wednes- 
day. At the same time, appearance 


-tests will be held for drivers of 


single-axle trailers. 

Air Force champions take the 
spotlight Wednesday afternoon. 
Thursday will see field tests for 
single-axle, semi-trailer drivers and 
appearance tests in the tandem- 
axle, semi-trailer competition, The 
Air Force contestants in the same 
class will have their field tests that 
afternoon. 

Field tests for the state cham- 
pions in the tandem-axle, semi- 
trailer contest will be held Friday 
morning. 

An unusual special feature of 
this year’s Roadeo will take place 
Friday afternoon when a special 
course will be run for newsmen. 
This test will acquaint newsmen 
with the technicalities of Roadeo 
driving. Competing in automobiles, 
the reporters will drive over the 
same course used by the champion 
truck contestants. Trophies will be 
presented to the newsmen, includ- 
ing a “low man on the totem pole” 
award. 

Roadeo finals will be run Satur- 
day afternoon. Prizes will be award- 
ed to winners in the various 
classes. In addition, all contestants 
will be eligible to compete for the 
Charles G. Morgan Memorial 
Trophy. 

The Morgan Trophy is awarded 
to the Roadeo participant who best 
typifies the “gentleman of the high- 
ways” tradition of the trucking in- 
dustry. 


Honored Dead 
Skinner Gets Highest Medal 


For Hero Son 


WASHINGTON.—tThe nation’s 
highest award, the Congressional 
Medal of Honor, was presented 
posthumously last week to Lt. 
Sherrod E. Skinner jr., a 22-year- 
old Marine. 

Vice - President Richard Nixon 
handed the medal to Skinner’s par- 
ents, Mr. and Mrs. Sherrod E. 
Skinner sr. Although twice 
wounded, Lt. Skinner continued to 
direct defense of his unit’s position, 
and later threw himself on an 
enemy grenade, sacrificing his life 


to protect his men. 

The elder Skinner is a vice-presi- 
dent of General Motors, in charge 
of accessories division group, and 
former general manager of Olds- 
mobile. 





price field with “less than 305 
miles for $295 down and $78.70 
per month with a six-month or 
5,000-mile guarantee.” 


New-car dealers frequently 
entered the picture with ads such 
as: “Anniversary Special Ab- 
solutely free a 1953 customade 
heater and defroster—thermostati- 
cally controlled—to each purchaser 
of a 1953 special (named) model.” 
“No misrepresentation, not demon- 
strators, not officials’ cars, just 
plenty of 1953 models excep- 
tional trades during Exchange 
Week ... our prices are as low or 
lower than the lowest.” 

The Atlanta Used Car Dealers 
Assn. made its bid on behalf of its 
members with a quarter-page ad 
listing names and addresses of 
members and stating: “We suggest 
you buy from a reputable used-car 
dealer, whose primary interest is in 
his reputation and your satisfac- 
tion.” 

Dealer comments on the suc- 
cess of the promotion ran the 
gamut: 

“Terrific. Best week of the year. 
We've sold 50 new cars and more 
used cars.” 

“It has boosted business some, 
but more in used cars than new 
models.” 

“Mostly shoppers so far. They will 
buy a car if it is a bargain and I’m 
making them bargains to get the 
sales.” 

“Pretty good results so far. 
People are not in the mood to 
buy when they think the price is 
dropping, though. They’d rather 
buy when they think it will go 
up.” 

“We cut prices drastically, adver- 
tised an extra 200 inches worth. 
Benefits so far have been confined 
to traffic and publicity. I believe, 
despite the best intentions, all of 
the attention focused on used cars 
has just served to create the im- 
pression with the customer that 
the bottom is falling out of the 
market and that he can afford to 
wait to buy.” 


6 Speakers Head 
Convention Slate 


In Minnesota 


MINNEAPOLIS. — Six speakers 
have been scheduled for the Min- 
nesota Automobile Dealers Assn. 
convention in St. Paul next week 
(Sept. 21-22). 

Robert S. Armacost, NADA presi- 
dent, will talk on “The Dealer's 
Position Today.” Other dealer topics 
will be covered by Harv Dean, of 
Hull-Dobbs (Ford), who will discuss 
“Used-Car Merchandising,” and C. 
P. Williams, national service au- 
thority, who will speak on “De- 
veloping a Profitable Service Oper- 
ation.” 

The rehabilitation of Minnesota 
highways will be discussed by State 
Senator A. O. Sletvold, chairman of 
the Highway Study Commission, 
and Mike Hoffman, State highway 
commissioner. 

DeLoss Walker will address the 
dealers and their wives at a general 
session. 

The Associated Automobile Deal- 
ers of St. Paul will be host at a 
cocktail party for convention dele- 


gates. 
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HELP WANTED 


FLEET MANAGER. Take complete charge 
of fleet sales. Must have personal ac- 
counts and able to pick up new business. 
50-50 split on profit. Very low overhead. 
Every inquiry will be strictly confidential 
and answered personally. Box 2979, c/o 
Automotive News, Detroit 26 


____ AUTOMOTIVE NEWS, SEPTEMBER 14, 1953 


CLASSIFIED WANT AD DEPARTMENT. 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) 


per insertion for 


use of a box number, in care 


OM ee ee a ee ee ee eee eT 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





HELP WANTED 


DEALERSHIPS AVAILABLE 








NEW CAR 
SALES MANAGER 


With impressive record in similar position. 
Incentive compensation with salary. New 
Dodge demo furnished. Send photo with 
letter outlining your experience. 


PENN MOTOR CO. 


503 Madison St. Tampa, Florida 





EXPERT CADILLAC MECHANIC, with 
knowledge of Hydra-Matic, for Cadillac 
agency in small seashore town near 
Ocean and Barnegat Bay (fishing and 
boatman’s paradise). Excellent working 
conditions. Ideal place for your entire 
family. Finest school facilities. Good sal- 
ary,plus incentive pay for suitable man. 
If applicant has experience handling me- 
chanics added inducements will be offered. 


Write details to Ocean County Motors, 
Toms River, N. J. or call Toms River 
8-1200. 





WANTED — SALES MANAGER, ex- 
perienced in competitive selling new and 
used cars. Ability to train salesmen and 
completely manage sales activities. Fla. 
Lincoln-Mercury Agency. Reply, giving 
qualifications. Box 2965, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 





ACCOUNTANT-OFFICE MANAGER—seven 
years present employer. 150-200 unit dual 
dealership—GM and Packard accounting 
procedure and finance. Honest, sober, 
mature, family man; good appearance, 
best of references. Northerner desires to 
locate permanently in Florida. Box 2990, 
c/o Automotive News, Detroit 26. 


SALESMANAGER—CLOSER. Desire to lo 
cate Florida. College graduate, age 32, 
Navy veteran, seven years sales, 3% 
sales manager large General Motors 
dealer. Interested in earnings, not titles. 
Qualified to manage. Experienced in re- 
cruiting and training salesmen, apprais- 
ing, reconditioning. Box 2993, c/o Auto- 
motive News, Detroit 26. 





TRUCK SALES MANAGER, 44 years of 
age —18 years’ experience in truck 
business, wants position as sales man- 
ager or a good commission setup on 
retail selling where the potential earn- 
ings will run above $15,000 yearly. Write 
M. G. Dermody, 1820 Nassau Blvd., 
Charlotte, N. C. 


TRUCK MANAGER, now employed, age 41, 
family, 19 years successful selling, sales 
and dealer management. Specialized 
heavy-duty gas and diesel. Desire lucra- 
tive selling, sales direction or dealer 
management. West coast or southeast. 
Excellent character references. Box 2991. 
c/o Automotive News, Detroit 26. 





RETIRED AUTOMOBILE DEALER'S SON 
seeking position as an accountant with 
Progressive dealer. College graduate— 
have good knowledge of automotive busi- 
ness. Complete resume upon request. Box 
2992, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING Dodge-Plymouth— 
350 new cars. City population 68,000, 
metropolitan Boston area. No other dealer 
next town and city. New, modern, air 
conditioned sales room and offices. Going 
business fully equipped shop and parts 
department. Will sell real estate—lock, 
stock and barrel or lease to qualified 
party. Box 3000, c/o Automotive News, 
Detroit 26. 





225 CAR DEALERSHIP AVAILABLE IN 

CENTRAL CALIFORNIA 
Handling One of the “Big Three” 
Gross sales over $1,000,000 last four years. 
Have good reputation in area and one of 
the most modern buildings in the automobile 
business. Designed building myself only for 
an automobile agency. Used car operation 
adjoining. Have opportunity to invest in a 
larger deal handling same line in different 
area. No real estate, no accounts receivable, 
no blue sky. Replies held confidential. Must 
have factory approval. 


Box 3006, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 


name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be \‘e 
if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 








DEALERSHIP, HANDLING DeSoto-Plym- 


outh. Established seventeen years in an 
excellent trade center of 40,000 in south- 
western Pennsylvania. 100 or more car 
contract. Will sell business with lease on 
building or both. 10,000 foot floor space. 
No used cars or accounts receivable. A 
wonderful opportunity for the right man 
as this is one of the best dealerships in 
the territory, Must have factory approval. 
Klingensmith Motor Sales, Ford City, 
Pennsylvania. Phone Ford City 62-2231. 





SOUTHEASTERN ARIZONA 


DEALER- 
SHIP now handling Studebaker. New, 
modern building and large adjoining 
used car lot. Parts and equipment only. 
Good lease available. Excellent service 
department and body shop. 1952 gross 
sales—$700,000. Box 2982, c/o Automo- 
tive News. Detroit 26. 





FOR SALE dealership now handling Stude- 


baker in one of Ohio’s leading cities. 
Ultra modern building and adjoining 
used car lot. Parts and equipment only. 
No real estate, good lease assured, 200 
car deal, fine service department and 
body shop. Box 2915, c/o Automotive 


News, Detroit 26. 





HANDLING PACKARD. Same building 15 


years. Texas town 130,000—300,.000 trade. 
Total parts, accessories, office equipment, 
used car lot equipment signs—$30,000. 
No used cars to buy. Selling 150 cars a 
year. $300 lease. Must put my time in 
other business. Box 2938, c/o Automotive 
News. Detroit 26. 





DEALERSHIP HANDLING STUDE- 


DEALERSHIP HANDLING BUICK—estab- 


DEALERSHIP HANDLING CHEVROLET. 


“BIG THREE’? DEALERSHIP available. 


GOING 


BAKER. Well established. Excellent city 
of 100,000 in midwest. Trading area of 
200,000. Modern equipment. No real 
estate. Book value. No blue sky. 200 car 
deal. Box 3001, c/o Automotive News, 
Detroit 26. 





lished 25 years. Available in New Eng- 
land. Buildings and equipment in perfect 
condition. 400 car potential. Box 3002, 
c/o Automotive News, Detroit 26. 





North central Kansas, 120 units. On US 
Highway 81. No buildings to buy, good 
leases. Box 3003, c/o Automotive News, 
Detroit 26. 


Handling DeSoto- Plymouth in fastest 
growing area in California. 20,000 popu- 
lation but draws from surrounding area 
of at least another 20,000. Ideal setup, 
close in and very low overhead. Factory 
approval necessary. Box 653, Orange, 
Calif. 





HANDLING LINCOLN-MERCURY — New 


1952 gross $800,000. 
Rent realty equipment. Only actual in- 
ventory $22,000. Many others. Maslen, 
Bar Building, White Plains, N. Y. 


England; 175 cars. 


DEALERSHIP HANDLING Ford products; 


doing approximately 
$800,000 business yearly; high profit 
every year; parts, accessories, tools, etc. 
approximately $40,000; new building, will 
lease or sell; will sell part interest or all; 
factory approval necessary. P. O. Box! 
1702, Louisville, Ky. 

OUT OF BUSINESS. Formerly 
Dodge-Plymouth dealer. Will sacrifice 
parts, shop equipment, furniture and 
fixtures and building at fifty cents on 
the dollar. Write to J. R. Rick Motor 
Co., 470 E. Wash. St.. New Castle, Penn. 


200 car contract; 





MIA MI—Attractive Willys dealership avail- 


able. Contact Willys Miami Motors Dis- 
tributor, 2100 Biscayne Blvd., Telephone 
9-3636. 





000. C. L. Jordan, Box 746, Palatka, Fla. 


DEALERSHIP—FLORIDA, handling Stude- 


baker. Thriving town. At inventory $23.- 





DEALERSHIPS AVAILABLE 


AVAILABLE 
AUTO DEALERSHIP 
BURBANK, CALIF. 


EXCELLENT OPPORTUNITY 
In Rapidly Expanding Area 
OWNER’'S RETURN THROUGH JULY 
$13,400 NET 


GOOD LEASE 


Will Sell Parts and Equipment 
At Inventory 
APPROXIMATELY $32,000 


Dealer Transferring North 
Buyer Must Qualify with Factory 


Reply Box No. 3007 
c/o Automotive News, Detroit 26 





WELL ESTABLISHED DEALERSHIP ir 


same city since 1932. One of the hub 
cities of midwest Missouri. Handling 
Dodge - Plymouth with 250-300 units a 
year potential. Completely equipped serv- 
ice and body shop. Parts and equipment 
at inventory. Approximately $65,000 up 
to handle. Reasonable lease on building 
Owner retiring. Factory approval neces- 
sary. Box 2936, c/o Automotive News 
Detroit 26. 


DEALERSHIP FOR SALE, handling Chrys- 


ler and Plymouth. Located in south- 
western Washington—will sell property 
and all. Buildings in perfect condition 
less than eight years old. Good lease 
on part to Major Oil Co. drawing $200 
per month. Excellent trading area, 75 
new cars a year. Full price approximate- 
ly $60000 depending on inventory, no 
used cars. Factory approval necessary. 
For further details write Service and 
Isaacson Motors, Woodland, Wash. 


FOR SALE—Dealership handling Lincoln- 


Mercury. 100-300 car contract. Located 
in rich farming and resort area of Michi- 
gan, City 20,000, trading area 50,000 
Long lease on building and adjacent 
used car lot. Owner has other interest. 
Factory approval necessary. Box 2972 
c/o Automotive News, Detroit 26. 





FOR SALE—A _ good 


909 Fisher Bidg. 


income in a _ fine 
climate. One of the top independent auto 
mobile deals in the San Francisco Bay 
area. In the same location for 25 years 
No building to buy. Parts at inventory 
cost. Equipment at appraised value 
Good leases Dissolving partnership 
Write Box 2973. c/o Automotive News 
Detroit 26. 


WHEN BUYING or SELLING 
oo is3 
AUTOMOBILE DEALERSHIP 
Conselt a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 








FOR RENT 
BUILDING 


140 FEET BY 48 FEET and 56 FEET BY 30 FEET 
with 


SHOWROOM, OFFICES 


AND SHOPS 
Together With 


PARKING LOT 
Across the Street South from Herring Hotel 


AMARILLO, TEXAS 


Write Mrs. Cleo Jenkins 
2814 Washington, Amarillo or Phone 3-0244 











DEALERSHIPS AVAILABLE 


DEALERSHIP 
AVAILABLE 


Handling 
DODGE-PLYMOUTH 


Located in the vacation land of 
Mionesota. On busy highway. 


A real moneymaker. New, mod- 
ern building; large used car lot; 
good lease. Reason for selling 
—health. 


Will sacrifice for $21,000 


Write Box 3005 
c/o Automotive News 
Detroit 26 





DEALERSHIP HANDLING STUDE- 
BAKER. Well established profitable 
dealership in central Massachusetts city 
of 25,000. Will sell for parts and equip- 
ment inventory. Satisfactory lease can 
be arranged. Factory approval required. 
Box 2976, c/o Automotive News, De- 
troit 26. 


DEALERSHIP WANTED 


WANT CADILLAC OR Cadillac dual in or 
about Chicago by former GM dealer. 
Factory approval assured. Replies held 
strictly confidential. Box 2994, c/o Auto- 
motive News, Detroit 26. 





CHEVROLET — 200-350 new units. Town 
12,000-40,000. Lower half U. S. preferred 
or Pacific northwest. Replies confidential. 
Box 2995, c/o Automotive News, De- 
troit 26. 

FORD OR MERCURY dealership desired. 
Not less than 300 car franchise and pre- 
fer 400 to 500. Pacific coast, Arizona or 
Colorado location desirable. Adequate 
capital and factory approval assured. 
Box 2996, c/o Automotive News, De- 
troit 26. 


WANTED 
CALIFORNIA GM DEALERSHIP 
400 units or more 
Ample cash—Factory approval assured. 
Replies strictly confidential. 

Box 2987, c/o Automotive News, 
Detroit 26. 











CHEVROLET DEALERSHIP DESIRED. 
Size of franchise 300 to 500 cars. South, 
southwest or west coast location. Neces- 
sary capital, experience and approval as- 
sured. Box 2997, c/o Automotive News, 
Detroit 26. 


DEALERSHIP FOR CADILLAC or combi- 
nation Cadillac-GM line desired. Mini- 
mum requirements of 100 for Cadillac 
franchise or 200 for combination. Positive 
assurance of money and factory approval. 
Box 2998, c/o Automotive News, De- 
troit 26. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 











DEALERSHIP WANTED. Chevrolet—North 
Jersey. Write full particulars Box 255. 
c/o Paterson Evening News, Paterson, 
N. J. 


BIG THREE DEALERSHIP wanted within 
75 miles New York City, Hammond, 54 
Riverside Drive, New York, N. ¥. 
WAtkins 4-6754. 


DEALERSHIP WANTED. Any of “Big 
Three.’’ In Philadelphia area. Have ex- 
perience and will pay cash. Box 2999, 
c/o Automotive News, Detroit 26. 








MR. FORD or GM DEALER 


. | am interested in your going concern 
if your minimum allotment is 400 units. Am 
dealer at present looking for opportunity to 
enlarge. Can assure factory approval and 
$200,000 capital. Contact me giving full 
details. Your reply will merit immediate at- 
tention and strict confidence. 


Box 2962, c/o Automotive News, Detroit 26. 





DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories, Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet. 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 8S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Ports and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified re ‘i 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 
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BUSINESS OPPORTUNITIES 


FOR SALE—Modern service station—double 
service room. Progressive farming com- 
munity. Very reasonable. For informa- 
es write Ray R. Friederich, Rugby, 

. D. 


USED CAR LOT FOR SALE, complete— 
120°x100’' on Plymouth Road west of 
Southfield Road. No used cars to buy. 
Phone Dunkirk 1-1555, Detroit. 


CARS FOR SALE 


200 GOOD 
USED CAR BUYS 


Very Clean, Low Mileage ‘51 
and '52 Pontiacs and Chevro- 
lets—2 & 4 dr. Sedans—Most 
with Radio-Heater and Hydra- 
Matic Drive. 


SEE THESE GREAT BUYS IN 
OUR PHILADELPHIA 
WAREHOUSE 


Write or Call 


MR. JOHN H. IRWIN 
CENTRAL CITY FLEET CORP. 
130 N. 22 St. Philadelphia 
Phone LOcust 4-2846 


VACATION & BUY 
IN FLORIDA 


AT THE SAME TIME! 


5 Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 
COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 





USED CARS 
WHOLESALE 


100 CAR SELECTION 
AT ALL TIMES 
Clean and Ready for Sale 
MAKE YOUR OWN DEAL 


H. D. MAGGIO, INC. 
Dodge-Piymouth Dealer 


1637 N. Cicero Avenue, Chicago, 
Phone BErkshire 7-3122 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 195! and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 


Please note change of address 


229 S. HANSON ST., PHILADELPHIA 39, PA. 


1. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 








KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 0/5! 


IN THE HEART OF INDIANAPOLIS 




















CARS FOR SALE 





USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detroit—Tuxedo 1-5840 








ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service—Storage 


Phone us for motel reservations 
N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. 
Lincoin 5-1100 
“Home of Michigan's Finest Automobiles" 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 








AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





CARS WANTED 


WANTED — New Chevrolets from author- 
ized dealers. All answers held in strict 
confidence. Preferably within 350 miles 


of Bristol, Virginia-Tennessee. If you are 
we can handle 
Inc., 


loaded on Chevrolets, 
them. Saltville Motor Sales, 
ville, Va. 


PARTS FOR SALE 


‘ror FREE 


"GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 
© Buick 
® Cadillac 
® Oldsmobile 
® Pontiac 
© Chevrolet 


Salt- 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.O.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 
Chicago 5, Illinois WAbash 2-1030 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





Phone E 5209 










PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 
ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 











GENUINE 
STUDEBAKER 
PARTS 


* Large Complete Stock 
® Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 





TRUCKS FOR SALE 


1953 COE CHEVROLET, 2 ton, with 35 
foot 1950 Whitehead and Kale auto 
transport trailer. Southern Motor Co., 
1517 Austin, Houston, Texas, Phone 
Atwood 4531. 


IMMEDIATE DELIVERY (4) 1953 Chev- 
rolet model 6702 chassis with Wayne de- 
luxe 48 passenger body—$3,195 each. 
Add $160 if exemption certificate cannot 
be furnished. Bailey Chevrolet Co., 
Cabot, Ark, 


BUSES FOR SALE 


SCHOOL BUSES — IMMEDIATE DE- 
LIVERY. Pa., N. J., Del. specifications. 
Three Int. R-183, 60 passenger. Two 
Dodge RS-229, 60 passenger. Two Ford 
B700, 60 passenger. Two GMC 450-30, 60 
passenger. Two Int. R-1853, 66 passen- 
ger. Two Ford B750, 60 passenger. New 
and used units of all sizes on hand. 
National Bus Sales Co., Inc., 101 N. 
a St., Philadelphia 4, Pa. Phone BA 


1951 WHITE, 60 passenger; 1946 Ford, 48 
passenger; 1944 Ford, 28 passenger, spe- 
cial seats; 1950 International, 16 pas- 
senger; 1948 Ford, 12 passenger airport 
coach. Box 3004, c/o Automotive News, 
Detroit 26. 


TRUCK EQUIPMENT WANTED 


NEW FORD DEALER DESIRES to pur- 
chase wrecker on late model Ford, 1% 
ton chassis. Holmes type of wrecker pre- 
ferred. Condition must be good and price 
right. Call or write Donora Motor Co., 
Phone 1611, Donora, Pa. 


WRECKER CRANE to fit two (2) ton 
chassis. Must be in good condition. Box 
2978, c/o Automotive News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—AUTO EQUIPMENT. Slightly 
used Bear heavy duty frame machine No. 
900-830 flush or pit type complete with 
gauges. Will sell for $2,500 F.O.B, Birm- 
ingham, Ala, Today's replacement cost 
$4,534. Call or write Al DeMent Chevro- 
let Co., 3228 North 26th St., Birming- 
ham, Ala. 

FOR SALE, Burroughs sensimatic posting 
machine, complete condition A-1. Has 
been in use for less than one year. For 





details write, John Hays Ford Sales, Inc., 
Terre Haute, Indiana. 
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SHOP EQUIPMENT WANTED 


WE HAVE A CLIENT in the export field 
desiring to buy good rod rebuilding equip- 
ment for Chevrolet and Chrysler rods. 
Cash deal. Only first class equipment 
considered. The OEC Corp., Medina, Ohio. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce 8t., 
Lynchburg, Virginia. 


DRIVER TRAINING DUAL controls. Most 


Cars—$25. AADTA Engineering, R 2, 
Keyser, W. Va. 
NYLON SAFETY BELTS. You can walk 


away from an accident with the newest 
‘*Smoothe’’ nylon automotive safety belts. 
For your car—any make, model. Latest 
harmonizing colors. C.A.A. approved. 
Easy installation to car floor. Only $14.95 
(each person) postpaid. Free literature on 
request, City Lincoln-Mercury Co., 605A 
S. Arroyo Parkway, Pasadena, Calif, 


THE SAFEST TOW BAR 
YOU CAN BUY 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY .. .51% 


Meets 


LESS 
GUIDE 
CABLES 


1.C.C. Strength Requirements 


COMPLETE with 
Guide Guites ont $61 45 
BRAKE HOOK-UP .......... 


Meets ALL 1.C.C. Requirements! 
—-SPECIAL— 
Protecto Covers (Tailor Made) 


Carrying Bags 
SAFETY CHAINS, set of 2, only 


QUICK-TOW, Bumper- 

to-Bumper Tow ow. » $19.50 

CASE-LOT 6 UNITS, only . . . $17.50 
* © 


° 

TRI-KING 3-Point Hook- 

Up Intra-State Tow Bar $42.50 
(Folding "'V"' Type) 


All Prices Include 8%, Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 





Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 


Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 
“Leaders In The Industry" 
Since 1939 








Car Dealer () 


Jobber [] Insurance [J 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached ["] or send bill [7] 
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SUNBEAM-TALBOT 80 SEDAN BY ALEXIS DE SAKHNOFPFSKY, CONTRIBUTING ARTIST TO ESQUIRE 
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Stop. wishing you were 2] again 





Ever wish you could go back to the days of your youth, when the world 
was your oyster and adventure waited behind every bend in the road? 







Well, you can... with the Sunbeam-Talbot! 





The Sunbeam-Talbot has brought the glamour and fun back to 
motoring. It’s the sports car for the man who likes his comfort too! 










Sunbeam-Talbot had the stamina and roadability to win in 4 out of 
5 International Alpine Rallies. The brand new Sunbeam Alpine Sports 





2-seater won 4 Coupes des Alpes in its first start in the 1953 Rally. 










Yet, with all its dash and maneuverability and style, the Sunbeam- 
Talbot gives you a roof over your head and baggage room to spare. 










Go to your dealer's and ask to drive the Sunbeam. Stop wishing you 
were 21 again. Take the wheel and turn back the calendar. 






TALBOT 









A Product of the Rootes Group 






ROOTES MOTORS, INC. 505 Park Avenue, New York, N. Y. © 9830 West Pico Boulevard, Los Angeles, Calif. 


ROOTES MOTORS, INC. | 505 Park Avenu 


42-32 21st St 465 California Street, San 


9830 West Pico B] 


e, New York 22, N. Y. 
reet, Long Island City, N. Y. 


*Se : , 
€ p. 76, Time Magazine, August $1, 1958 


Francisco, Calif. 


oe vd. Los Angeles, Calif. 
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